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Columbia Hot Shot Batteries 
contain 4, 5 or 6 cells ina 
neat water-proof steel case. 
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THOUSANDS of dealers have successfully 
handled Columbia Eveready Dry Batteries 
for ten—twenty—thirty years! From the 
beginning these batteries prove that they 
are money-makers and trade-builders; the 
years give emphasis to that fact. Sell 
Columbia Eveready Batteries. Order from 
your jobber. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Columbia 
Dry Batteries 


-they last longer 





Best Sellers for Thirty Years 








SALESMEN: A 
great national ad- 
vertising campaign 
is helping dealers 
sell Columbia Bat- 
teries. And inten- 
sive advertising in 
all the important 
trade magazines is 
helping you sell 
Columbias to the 
dealers. This is a 
reproduction of the 
current advertise- 
ment in trade 





papers. 








for Gasengine Firing blasts Ringing burglar alarms Motor boatignition Lighting tents and 
ignition 


Heat regulators Protecting bank vaults Telephone and outbuildings 
Tractor ignition Doorbells 
Starting Fords Buzzers porters 


Calling Pullman telegraph Running toys 
Electric clocks Radio “A” 
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Wire it with 


Ovalflex 


VALFLEX is flat—5/16” 

thick—and lies snug and 
tight to every contour. Lay it 
on the surface without grooving, 
cutting or boring. Ordinary 
plaster will cover it. 


For re-wiring, cut a shallow 
groove in the plaster and then 
plaster right over it. 


Safe everywhere—bends flatwise 
and edgewise—easy to handle— 
saves time, saves money. 


National Metal Molding Company 
TT WORLD'S LARGEST PRODUCERS OF ELECTRICAL 
CONDUITS AND FITTINGS 
1117 Fatton Building, Pittsburgh, Pa. {19} 


Represented in All Principal Cities 
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ANATIONAL METAL MOLDING PRODUCT 


“The Flat Armored Cable” 
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Editor’s Page 


A Lesson in Economics 

k’ YOU own an expensive watch and take it 

I to a skilled watchmaker to be repaired, 

whose watch is it after he has fixed it? 
Does it still belong to you or does it now belong 
to the man who worked on it, by virtue of his 
labor? 

To whom does the control of the watch be- 
long? Does the man who worked upon it, by 
that labor, gain the right to decide whether he 
will hand it back when you have paid the bill, 
or can he sell it and divide the proceeds with 
vou? 

The laborer has every right to a fair, even 
generous return for his labor. He has every 
right to reasonable hours and good working 
conditions. If methods of sanitation or opera- 
tion are improved, if equipment is devised that 
will lift the burden of drudgery from _ his 
shoulders, he has every right to be accorded 
the benefits of those improvements. He has the 
right to offer his services for sale as well as to 
withhold such services But certainly his labor 
gives him no right to control an industry since 
it gives him no title to ownership 

There is ¢ well directed movement on foot 
to throw the ownership or control of the rail- 
roads into the hands of the government. Since 
all of us are the “workers,” regardless of our 
particular capacity, the workers of the United 
States form the Government. Hence the 
movement would give control, if not direct 
ownership, of the railroads to the workers. If 
the answer to the second paragraph is “No’— 
how ean the worker, by virtue of his labor, ex- 
pect the title of ownership to the various trans- 
portation systems? 


We need a primary lesson in economics. 
* * * 


Business is Good, Thank You! 
CCORDING to the National Industrial 
Conference Board the tide of business is 
rising. Their conclusions are that the 
corner has been turned and that generally 
speaking, business is on the upgrade. ‘To quote 
from their semi-annual report: 

“During July, 1924, a considerable better- 
ent in sentiment has taken place, for although 
production has not increased materially, in- 
quiries in respect to orders are more numerous. 
‘rade sources indicate that June marked the 
lw noint in business so far this year, and that 
t:e turning point has been reached. Exports 


for the first six months were 7.4 per cent 
¢-eater than for the first six months of 1923.” 





The Board points out that the index of pro- 
duction in basic commodities as compiled by 
the Federal Reserve Board for the first six 
months of 1924 shows an increase over the aver- 
age index figures for any year since 1920. 

Within the past few weeks an investigation 
was made of 160 different trade journals. We 
were struck with the similarity of statements of 
good business. We conceived the idea of jot- 
ting down the titles of some of the lead articles. 
Some of those we copied were: “Outlook for 
Business Encouraging,” “Recent Gains in 
Trade Noted,” “Eighteen Banks to Reopen,” 
“General Trade Gain Presaged by Silk Rise.” 
“Grain Prices Spell Prosperity,” “Symposium 
Says Trade Looking Up,” “Increased Number 
of Orders Characterized June,’ “Trend of 
Buying Upward,” “Leathers and Textiles 
Show Gain,” “Trade Shows Improvement.” 
CUe., CCL. 

Yes, thank vou, business is good. 

* * * 


Special Salesmen for Music Trade 


T IS a source of satisfaction to be able to 
I report that electrical jobbers quite gener- 

ally are employing special salesmen to call 
upon the music store trade. In New York. 
Philadelphia, Boston, Detroit and other large 
centers the leading jobbers are doing this. The 
policy should be extended to every jobber 
doing a considerable radio business. It is the 
common sense thing to do. 

Music stores are becoming a large factor in 
radio retailing as far as complete sets are con- 
cerned. In the matter of discounts, service and 
stocks, the electrical jobber has as good a prop- 
osition to offer as any other wholesale factor. 
The one thing that he needs is a substantial 
knowledge of the methods of doing business by 
this new class of trade—someone who can go 
in to the music dealer and meet him on his own 
ground, who knows the “patter” of the music 
trade and preferably has a personal acquain- 
tance with the buyers. 

Naturally these music store men feel a little 
more “at home” with the representatives of the 
wholesale music houses, who are also handling 
radio. Everything else being equal there is a 
tendency for them to do business with the latter 
rather than with strangers. Every jobber. 
therefore, who emplovs an all around music 
man, fits him up with the necessary radio 
knowledge and sends him out is helping to 
keep radio business in electrical channels where 
it belongs. 
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Attractive yet practical design, beauty in every one 
of its six finishes, make the Everhot Reflector 
Heater the quick choice of even the casual shopper. 
Added to its good looks is its exclusive feature— 
the Everhot Hot Blast Core. This assures long life 
and the greatest possible reflected heat for the current 
consumed. 

Everhot gloss black finish, $7.50; new brass, old brass anu 
full nickel finishes, $9.00; blue and brown, Krako finishes, 
$10.00. Western prices are slightly higher in each case. 

Write for discounts. Please address Department 13. 


MANUFACTURERS OF APPLIANCES FOR THE HOME SINCE i864 
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The Light That Sells 


Store and Window Lighting—Statistics Prove that Any Electrical Dealer Can 
Sell It if He Goes Out After the Business—Tell Him How 


By W. E. UNDERWOOD 


fur coats and some of these females are the wives 

and daughters of electrical contractor-dealers who 
know not where the shekels are coming from for this 
finery. 


Pree cone soon a lot of ladies are going to want 


Wherever you find a dealer who is anxious to see 
more dollars coming his way and at once or sooner, 
you can suggest a little effort on store lighting as being 
a sure means to an immediate profit and as something 
that can be most readily sold 


ninety-three had sold something—lamps, glassware, 
fixtures, or a whole new lighting installation to one or 
more stores. The average number of stores sold was 
four but some dealers had done much better. One 
fellow, single handed, had sold 86 stores. Of the re- 
maining 500 dealers who made no calls, we do not 
know the complete answer. Of those who replied to 
repeated inquiries, not one sold any new store light- 
ing equipment as a result of the mail campaign. 
Here, then, is the situation. 





at the present time. 

Last year about this time a 
certain manufacturer of light- 
ing equipment offered to send 
several mailings to stores if 
the dealers would supply the 
names of these local mer- 
chants. About 2,000 lighting 
dealers accepted the proposi- 
tion and supplied the desired 
names. The manufacturer 
made it very clear to these 
dealers that they must go out 
and call on each of these 
merchants in order to get any 
result because the mailings 


hold him back. 


crv for more. 





UT down your dealer’s pros- 
pect list if he has more 
names than he can handle. 
teen to 25 area plenty. Get him 
started on a job that does not 
look too long and discouraging. 
If he really learns to call on his Ais 
prospects, you will not be able to t 


all the stores he can reach and 


Any lighting dealer who will 
put on his hat and let his wife 
or somebody tend store in his 
absence can sell store lighting 
Fif- equipment. As a matter of rec- 
. ord, there’s only one chance in 
200 that he will fail and that is 
about as sure fire a selling shot 
as anybody can ask these days. 


lighting dealer can 
get store lighting business but 
He'll clean up he must make up his mind be- 
fore he starts that he is going 
out and call on merchants. 
Otherwise, it’s all off. Any- 


: thing else he may do will be 








could and would do no more 
than put the merchant in a favorable frame of mind. 
The manufacturer kept plugging away at these light- 
ing dealers; writing to find out if they had made their 
calls; suggesting things to say and do, and supplying 
booklets of sales suggestions. Finally questionnaires 
were sent out asking for results. 

Of the 2,000 dealers, 1,500 had made calls. Seven of 
them had got no business. Fourteen hundred and 





useless and a waste of time. 

Presuming that he agrees to call on merchants and 
means it, you can easily and quickly fit him to make a 
killing. As far as lighting education is concerned, all 
he needs to know is that a good, all-enclosing, white 
glass store lighting unit, preferably somewhat mush- 
room in shape and not less than 16 inches in diameter, 
and a 200-watt clear lamp is what he wants to sell for 


store interiors. If he’ll put such units on approximate- 





THE JOBBER'S(AI)SALESMAN 









ly 10-ft. centers, the merchant will get about 10 foot- 
candles of good, even illumination, which is several 
jumps ahead of the lighting most stores now have. In 
most cases, this does not necessitate re-wiring the store. 
Usually is means merely replacing obsolete fixtures and 
glassware. In some cases it may involve nothing more 
than replacing small wattage lamps with 200-watt 
lamps. Occasionally he may find a merchant who is 
willing to use even more than 10 foot-candles, in which 
case the answer is 300-watt lamps. 

For store windows, the recipe is equally simple—one 
hundred watts of lamp capacity per running foot of 
window front. Put ’em in a line a foot apart across 
the window ceiling and close to the glass. Or, if the 
window is more than eight feet deep put in two rows. 
Use standard mirrored or prismatic window lighting 
units. If the merchant can be sold color screens or caps 
or a window spot light, why ring that up on the cash 
register too. 

The next question is what merchants to call on—who 
is a good prospect? Your lighting dealer may take it 
as a proved fact that specialty stores and “luxury” 
stores are the best bets. The haberdashery, the shoe 
store, the restaurant, millinery, drugs, jewelry, candy 
etc., are more likely prospects that the grocery, meat 
market, hardware store, shoe repair shop or garage. 
The repair places and stores selling consumable neces- 
sities do not have to make the same sales bid for busi- 
ness by making their goods and stores look attractive 
as the specialty or “luxury” stores. This does not mean 
by a jugful that the barber shop or the grocery store 
It simply means that 
with a whole town full of prospects it is good billiards 
to pick the most likely prospects for the first selling 
effort. And don’t overlook the hole-in-the-wall store 
Because the store is so small that the merchant has to 
move his stock in order to take a deep breath is no 


can not be sold on better light. 


sign you can't sell him a couple of new lighting units. 


He realizes most keenly that he has to do someting 
of the ordinary to attract attention to his place and !).’|| 
fall mighty quick for the idea of doing it with ligh' 

The very best way in the world to make a pros) ct 
list is to take a pencil and a note book on a Satur« iy 
night about this very time of year and roam up «nd 
down the business section of town. The store whic! is 
doing a rushing business in spite of rotten window o: 
interior lighting is a lovely prospect. It means a mer 
chant with money to pay for better lighting who is 
obviously in need of this commodity. Count as poor 
light gloomy or glaring appearance, bare lamps and 
obsolete or broken glassware or shades. 

So far, so good. It is presumed now that you have 
instructed your dealer what to sell and whom to s«|l. 
Cut down his prospect list if he has more names on it 
than he can conveniently call upon. Fifteen to 25 
names is a plenty. Let him start with a job that doesn't 
look to long and discouraging—something he is likely 
to carry through and finish. If he really calls on this 
many prospects you won’t be able to hold him back 
he’ll clean up on all the stores he can reach and then 
cry because there aren’t more. 

You may have to meet the objection of the small town 
lighting dealer that “it ain’t worth while in my burg 
and any way can’t be done.” It is worth while in his 
town and it is a lot easier to put over than in the big 
town because he has one tremendous advantage—lie 
knows every merchant to whom he is going to try to 
sell better light. Just because he has never tried before 
to sell ’°em is no reason why he can’t do it now. 

Again and again it has been found that the local light- 
ing dealer is not even selling lamps to the stores riglit 
around him. He knows these merchants by their first 
names and belongs to the same lodge but they get lamps 
from some lamp peddler who drives up with a Ford full. 
It’s all because Brother Fred or (Turn to Page 92) 





There Are Two Levels of Store Lighting—the Purely 
Utilitarian at the Left and the “Light that Sells’’ at the Right. 
The Extra Foot-Candles at the Right Do Not Represent 





Overhead Expense to the Merchant But Sales Expense that 
Pays a Handsome Dividend. It is Light That Says to ‘he 
Passerby: “This is No Morgue.” 
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Making It Easier to “Do It 
Electrically” 


Correcting Retail Short-Comings that Crimp the Jobber’s Business 
By THOMAS F. CHANTLER 


Of the Staff of the Society for Electrical Development 


CERTAIN woman secured her husband’s agree- 
& ment to take the money saved up for a new 

flivver and spend it for electrical convenience 
outlets and labor-saving appliances in their home. She 
convinced him that the old “Lizzy” was still a rattling 
sood car. The idea of electri- 


damned the electrical industry all the way from Andre 
Ampere to Giuseppe Zamboni and back again. A silly 
thing to do, of course—blaming an entire industry because 
of one man. But human nature occasionally does such 
He shocked his wife by talking brazenly of a 

new flivver, after all, one with 


things. 





cal service intrigued his imagi- 
nation and he thrilled at his 


own magnanimity in having 

igreed to spend his flivver- 

money for something to give 

the “little woman” greater only the dealer’s 
comfort. business. 


But he soon discovered that 
it was not as easy as he had 
thought to spend his money for 
things electrical, That is, not 
if he insisted upon observing 
the standards of buying and 
spending which were habitual 
with him as buyer for a de- 
partment store. In fact, after 
he did finally succeed in doing 
so, he remarked that he had 
worked almost as hard spend 
ing his money as he did earn 
ing it. 

The house he lived in had 





N this article, there are out- 
lined some of the conditions 
which today are cutting into not 


The jobber, by con- 
stant bombardment of the con- 
tractor and dealer, can do much 
to remedy the evils which exist. 
There are six points that the con- 
tractor and dealer must keep 
continually in mind. It is easily 
within the ability of each and 
every one of them to observe 
these six selling points, and by 
constant repetition, the jobber 
and his salesmen can help make 
them remember. 


“bologna” tires ’n’ everything. 

She saw her hopes of addi- 
tional electrical service burst 
ing like a bubble in the old 
wash tub and she resorted to 
every artifice in the category 
of feminine wiles to hold him 
to his purpose. 
the name of another electrician 
from the architect next door 
and telephoned to him forth 
with, putting John on _ the 
phone then and _ hovering 
around to see that he “talked 
pretty.” The new electrician 
promised to call later that very 
evening. That much arranged 
for, she demonstrated her share 
of every woman’s boasted abil- 
ity to do several things at once 
by also inducing John to write 
a letter to the lighting company 


but the jobber’s 


She secured 








been built to sell and he had 
bought it from the builder. He 
who wired the house originally ought to be the one to 
make additions to that installation; so he searched for a 
card or plate trade-marking the job and giving the name 
and address of the electrician, but without success. 
Finally he consulted the builder and so located his man. 
He then wrote a letter to the electrician, inviting him 
to call and estimate on the work. After growing tired of 
waiting, he sent a second letter. Finally he telephoned 
and the electrician’s wife answered. Her husband, she 
said, was out, but she promised to have him communicate 
with Mr. Average Citizen later. Two days elapsed with- 
ut word or sight of the electrician. John A. C. tele- 
phoned again, and, by good luck, got his man on the wire. 
The electrician said he had received the letters, but 
just hadn’t got around to answering, he then agreed to 
‘all the next afternoon, Saturday. But he didn’t. And 
John was sorer than a licked pup because the electrician 
neglected to telephone and explain the reason for not 
‘coming. He figured that he doubtless would call the 
next day, Sunday; so he remained home and tinkered with 
he “old bus” in order to meet him. But the electrician 
lid not come, and by evening John was hopping mad. He 


reasoned that the man 


requesting information regard- 
ing a washer and an ironer. 

The electrician did not call that evening as he had 
promised to do, but he did appear the following Sunday, 
quickly demonstrating to John that he knew his business 
and could be trusted to do a good job. This so delighted 
John that he forgave him his tardiness and asked for an 
estimate. The figure was within John’s means and so, 
dreading the legacy he might leave to his heirs were he to 
attempt to check that figure against competitive bids, he 
told the electrician to go ahead, and make it snappy. 
work?” The 
promised to start the next morning. Actually what hap 
pened was that he appeared one morning two weeks later 
with two workmen, whom he instructed how to proceed, 
departing then to supervise another job. 

Working intermittently, these men finally finished every 
thing in 10 days, permitting Mrs. A. C. the first oppor- 
tunity in that time to absent herself from the house with 
out a haunting fear that the electricians might call dur- 
ing her absence—and delay the work further through their 
inability to enter. 

In the meantime a week and more elapsed without any 
word from the lighting company. One day during the 


“When would he commence electrician 
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second week John felt a bit low and decided to remain 
home and rest up; and, as luck would have it, who should 
happen in but a representative from the lighting com- 
pany. That was 
it—he just “hap- 
pened” in. He ap- 
peared to know 
that John had re- 
quested informa- 
tion regarding a 
washer and an 
ironer, but all he 
brought along to 
show him was a 
dog-eared 
envelope _ stuffer 
describing t he 
washer; the iron- 
er he described 
verbally. John 
proceeded to ex- 
plain to this 
salesman (?) in 
none too pretty 
language where- 
in and why he 
failed to meas- 
ure up to the 
standards of 
service and sales- 
manship in order 
to get 300 and 


Sell the Ready 
Prospects First 


t 





much 


repeat relentlessly. 
forts will bear fruit. 


Keep All 


ii 


HE jobber’s salesman has the best oppor- 
tunity of all to correct some of the contrac- 
tor-dealer’s worst faults. 
away at him on these six points. Repeat and 
As time goes on your ef- 


the ironer on a truck, together with a man to help carr; 
them in. “Would she permit him to bring them in and 
demonstrate them?” Would she! And the man, sh 
hurried on to sa} 
would be baci. 
that same eve 
ning to demon 
strate them. And 
so there _ they 
were — tangible 
evidence that 
faith and persist 
ency are just as 
potent in helping 
one to purchas: 


Help the Customers 
. to Specity. 


electrical appli 
ances as in al! 
else. 


That evening, 
having witnessed 
a demonstration 
t h at satisfied 
every reasonable 
scruple, J ohn 
paid down his 
money for one 
washer and iron- 
er, exulting 
openly the while 
over having suc 
ceeded in buying 


Keep pounding 


Ser Wb | appliances in 
more dollars of Demonstrate Keep away from spite of all the 
John A. C’s the Plumber Appliances Adequately Technicalities handicaps. But 


good money. He 
promised by all that was good to send complete informa- 
tion to John that very evening by mail. 

Days went by without any word from the lighting 
company or any further visits from its representative. In 
the meantime, of course, John now had outlets a-plenty 
but no appliances to plug into them. He was in much 
the same position as the fellow who was all dressed up 
but had no place to go. He developed some new cuss 
words, but stuck doggedly to his determination to spend 
his money for things electrical without having to get 
down on his knees and crawl in order to do so. 

One evening he returned home to find his wife all 
smiles. ‘‘What’s the big idea?’ he pointed to the closed 
kitchen door. “What are you hiding in there?” 

“Sh-h!” she put her finger dramatically to her lips. 
“Follow me, old dear. I’ve got ’em in there.’”” And John, 
falling in with his wife’s kid-like mood followed her into 
the kitchen on tip toes. 


She swung the door open quickly and, “There they 
are,” she laughed gleefully. 

Yes, and there they were, two shiny, efficient-looking 
new electrical appliances, the washer and ironer. Their 
mysterious appearance was then explained. That very 
day, just when their chances of finding someone who 
would let them spend their money for a washer and an 
ironer had seemed slimmest, there had come to the door 
an intelligent, gentlemanly chap who explained that he 
had just secured the agency in that territory for a line 
generally unknown there. He had both the washer and 


having such ap- 
pliances, he discovered, is one thing, while getting 
set to use them satisfactorily is quite another. The 
laundry in his house was off the kitchen and an exhaust 
pipe was necessary to carry the used water from the 
washer beyond the foundation of the house; also a bit 
of hose and a connection for use in running water into the 
washer. And of course, a connection was needed to 
carry gas to the ironer. Anyway, again, by dint of much 
telephoning, he succeeded in enlisting the aid of a plumber. 
A week later he was able to look the world in the face as 
one who, despite all obstacles, had arrived finally at the 
point of being able to ‘Do It Electrically.” 


In its essentials that is the true story of one man’s 
efforts to “Do It Electrically.” Doubtless, the obstacles 
can all be explained away to the satisfaction of those on 
the selling end, but from the buyer’s point of view there 
was no excuse. A comedy of errors, to say the least, and 
not so very comical at that. The real rub is that similar 
instances are rather plentiful. 

While this article was being prepared, a man in the 
manufacturing end told the writer of his experience in 
procuring a certain make of portable electric heater for 
use in his office. He telephoned a nearby dealer, men 
tioning the heater by its advertised name, and asking to 
have one sent to his office. The dealer said he did not 
carry it in stock. He tried a second dealer; result, ditto. 
Suspecting something wrong, he telephoned to the dis- 
tributor and related the facts. The distributor insisted 
that both dealers carried the (Turn to Page 98 
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Putting the “Buy” in Alibi 


The Man Most Interested in Alibis Is the Man Who Makes Them. Success, 
On the Other Hand Interests Everyone 


By FRANK FARRINGTON 


saw the umpire call a third strike on a batter 

and the batter motioned with his hand to try 
to make the crowd think the ball was over his head. 
He had struck out and he wanted an alibi. 

As you were motoring along the road you came to a 
point where two cars were jammed together on a curve. 
One driver was loudly proclaiming that the other did 
not blow his horn, while the other was just as loudly 
declaring that the first driver was on the wrong side of 
the road. Both guilty, perhaps; both claiming an alibi. 

A salesman for an electrical jobber who has been 
sent to sell an important con- 


: T THE baseball game the other afternoon you 


one of his outfit missed the show train out of a town 
the man was fined $5. 
time. So, it seems, there are not only alibis, but ex- 
planations of why those alibis are not acceptable. 

I have sometimes thought, as I have listened to 
salesmen’s alibis, that if they were as active, as ener- 
getic, as ingenious, in devising means to get orders as 
they were devising explanations of why they failed 
to get the orders, there would be more buy and less 
alibi. 

The salesman who gets the alibi habit is, of course, a 
detriment to the house he is with, but he does himself 

more damage than he does the 


His men were always aboard on 





tractor-dealer, came back with 
an explanation that he had 
been unable to get to his man. 
He offered the sales manager 
an alibi instead of an order. 

“I didn’t expect he would 
meet you at the station with 
his car,’ said the sales manag- 
er. “The reason he’s hard to 
sell is because he’s hard to get 
to. Go back and see if you 
can’t put some buy in that 
alibi.” 

Managers and sales man- 
agers want orders, not expla- 
nations. A 25 per cent 
order is better than a 100 per 
cent explanation. If the whole 
sales force sent in alibis in- 
stead of orders, they might 
be perfect alibis but they 
wouldn’t pay salaries or ex- 
pense accounts—and then the 
alibi would be on the other 
foot. 


SALES 


accounts. 


izing it. 


reasons. 


tion 


get by or not. 


Salesmen have explained 


lack of orders by saying that 





MANAGER 

wants orders, not alibis. If 
the whole sales force sent in 
alibis instead of orders, they 
might be perfect alibis, but they 
wouldn’t pay salaries or expense 
Most anyone can get 
into the alibi habit without real- 
It pays to check up 
once in awhile by asking your- 
self some honest, outright, down- 
right questions on the subject 
and then answering them without 
hedging. An alibi salesman is 
not a failure just because he has 
an alibi. The best may fail at 
times for good and _ sufficient 
But in their case they 
are worrying over the failure 
itself, rather than over the ques- 
of whether the alibi 


house. The oftener he suc- 
ceeds at putting across a satis- 
factory explanation of why he 
did not get an order, the of- 
tener he will try. 
human nature to excuse one- 
self for failures, and it is hu- 
to look for the 
easy way out. 
What the 
who has found himself adept 
at alibis is the nerve to refuse 
to make use of alibis, and the 
determination to get the busi- 
ness so he will not need to 


It is only 


man nature 


salesman needs 


explain. 

Take the case of that sales- 
man mentioned in an early 
paragraph, who was sent back 
again when he reported that 
he could not see the contrac- 
tor-dealer he had tried to see. 

When he started back he 
found himself in a different 
mood. The first time he had 
been a little afraid of the pros- 
pect because of his prominence 


will 








competing salesmen were just 
ahead of them over the terri- 
tory, that there was a business slump in their territory, 
that weather or strikes or shut-downs had killed trade. 
They have explained that they missed a train and were 
too late here, there or somewhere else. 

Well, if there are competing salesmen ahead, so there 
are also competing salesmen behind, and some of both 
will get orders. Business may be dull in certain terri- 
tory, but business never stops altogether in any terri- 
tory. There is always some business, and it goes to 
the salesmen who does not weaken. 
train, old Tommy Ryan the ex-pugilist who was run- 
ning a railroad show, had a cure for that. 


As for missing the 


Every time 








and complete knowledge of 
the business. He _ had, 
haps unwittingly, gone with the hope that something 
would happen that would make it unnecessary to match 
wits with the buyer he felt would turn him down any- 
way, and perhaps humiliate him beside. But the second 
time it had been distinctly put up to him to make good. 
No further alibi would be accepted. This time he must 
see his man. He went with his mind made up that he 
would get there and get a hearing. He was occupied 
with thoughts of how he could get to that prospect. 
rather than with schemes for making it appear that he 
had done his utmost without avail. 


per- 


He called at the man’s place of business. No, he 
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was not there. He was terribly rushed, with half a 
dozen big contracts going and a crew of men on each 
job to be checked up and kept going at top speed. The 
intimation to the salesman was plain enough that the 
contractor would take offense at anyone trying to get 
to him and sell him anything while he was so rushed. 


“That’s all right,” thought the salesman, “but his 
work isn’t any more important to him than my job is 
to me, and here’s where I get canned if I go back with 
another alibi.”” He got the addresses of the different jobs 
the contractor had going, after learning that he would 
probably not return to his office before night. 

At the first address his inquiry for the boss and his 
manifest determination to see him at least secured for 
him the attention of the man in charge there, and the 
salesman had an opportunity to see what the job was 
and what material was being used. Also he learned that 
they were short on conduit that he could furnish. 


At the second address also he missed the boss, but he 
found out something else about the needs of the situa- 
tion. It was with some knowledge and some plan of 
approach that the salesman reached the place finally 
where the boss was found. When the latter came out 
to get into his car to go on, the salesman accosted him. 


“Mr. Anderson, is there anything you are short of or 
having trouble getting rapidly enough or in sufficient 
quantity for the contracts you have on hand?” 

That just happened to be the lead that was indicated 
by what the salesman had discovered. In some other 
case, it might have been some- 
thing else that would have 
cropped up as a good lead. If 
he had met the contractor at the 
first address, on the first job 
visited, it would probably have 
been necessary to fall back on 
some approach that lacked the 
appeal of questions based on 
what was almost inside knowl- 
edge. He might have done as 
I heard of one salesman doing 
who reached a contractor-deal- 
er’s place just as the latter was 
starting out to visit a job he 
had under way some miles out 
of town. 

“T can’t stop now to see you,” 
said the prospect. “I’ve got 
some work out in the country 
that I’ve got to look over. 
Come tomorrow if you're in 
town. I may be in then.” 

“Tll match you to see 
whether I go with you in your 
car or take you in my car,” 
said the salesman, who sized up 
his man as a fellow with some 
sporting blood. 

The prospect hesitated, then 
broke into a grin and the plan 
worked. He rode in the sales- 
man’s car and listened to the 











“Alibis, Like Arsenic In The System, Are Cumu- 


lative In Their Effect. 
Produce A Toxic Effect.”’ 


salesman’s talk. Mention of that incident is chiefly o 
interest in showing how quick wit and perhaps a littl 
intuition may save the day. 

As a poison, arsenic is cumulative in its effect. The 
continued taking of safe doses may result in the ac 
cumulation of enough arsenic in the system to produc: 
a toxic effect. It is the same way with the salesma: 
who delivers alibis instead of orders. No one alibi 
means much, but as they go on, the effects pile up 

The alibi salesman may return enough business to 
the house to pay his way, and still injure the concern 
If all the territory were covered by men who did jus: 
as little business as would pay for keeping them on th« 
road, the house would not get its share of the trade 
Instead of getting a maximum return for the overhead 
involved, it would get a minimum, while some mor: 
aggressive concern would walk off with the bulk of the 
trade. 


The alibi salesman is not a failure just because he 
has an alibi. The best of salesmen fail at times and 
they present good and sufficient reasons for their failure 
They too have alibis. But in their cases they are 
worrying over the failure rather than over the question 
of whether the alibi will get by or not. 


Everybody knows and recognizes the alibi salesman 
but himself. The sales manager, the president, and th: 
other salesmen are “onto” the fellow who is an habitua! 
alibi performer. But Mr. Alibi himself thinks he is « 
regular Ali Baba at getting away with it. Ali Baba 
or Alibi, he is a failure. 

Perhaps some jobber’s sales 
man reading this may be tend 
ing toward the alibi habit with. 
out realizing it. -He may be 
beginning to slip a little and 
trying to cover up the slips wit: 
alibi stuff. Think it over. Ask 
yourself some honest, outright. 
downright questions, and an- 


explaining rather than for pro 
ducing or your explanation will 
be distrusted when it is perfect 
ly justifiable. 

Success interests everyon 
Magazines acquire great cir 
culations just through tell 
ing how men have succeeded 
No one ever started a magazin: 
devoted to failures and expla 
nations of why they happened 
No one ever will. Nothing suc 
ceeds like success, they say 
Certain it is that no alibi ca: 
take the place of success, not i! 
it is a perfect alibi. 

To use the words of Abs 
Potash: ‘Excuse we already go! 
it a plenty, Mawruss, but orders 
is something we never go! 
enough.”’ 


In swer them without hedging. 
Don’t get the reputation for 





They Pile Up And 
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T. E. Lowe, Secretary and Sales Man- 
ager of the Frank C. Teal Co., Detroit, 
Mich., Who Gives Views On Six Major 


Problems. 





Eternal Problems 


of the 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


ing Sales Managers 





Hiring and Training Salesmen 

HEN you hire a salesman from an outside field 

—a non-electrical man—you are bound to make 

an investment you do not have to make if you 
select one who has had electrical experience. No matter 
how fine a salesman he may have been in other lines, he 
has got to take time to learn some of the technicalities of 
electrical goods before he can produce his quota of sales. 
The higher priced the man is the greater the investment. 
For that reason, largely, we take men who have been 
trained behind our own counter. 

I joined this company about the time it became a Gen- 
eral Electric distributor, and, having been a G. E. man 
myself, quite naturally, in reorganizing the sales depart- 
ment, had a leaning toward G. E. salesmen. In the be- 
ginning they were sought to form the nucleus of the sell- 
ing force. They were already trained on G. E. merchan- 
dise and methods. Later they were added to, as stated, 
hy putting on home-trained men. Our turnover in sales- 
men, it may be stated, is practically nil. 


Selling the Salesman on the House’s Lines 


This is not a difficult task, handling as we do very 
largely a single standardized line. There are exceptions, 
One man could not at first bring himself to 
landling the single line when confronted with buyers who 
had been in the habit of selecting from half a dozen lines 
of standard merchandise. This man had the order-taking 

lea and felt that he should be permitted to quote on any 
of the standard lines and that the house should make it 
possible for him to do so. It was quite a task to bring 
tim around and get him to follow our policy whole- 
eartedly. It was accomplished finally by getting in a 
actory specialist who put him personally through a course 
of education. This resulted in his becoming entirely sold 
on the one line he was handling and the possibilities of 
vetting more business than by promiscuous filling of orders 
» suit the whims of the buyer. 


of course. 





Backing up the Salesmen 


If the order looks too big to the salesman—that is, one 
of a kind he has not tackled before—he has the privilege 
of calling in a specialist who goes right out on the job 
with him and helps him to land it. Nine times out of 10 
the salesman learns at the first lesson how to go after this 
particular class of business in the most intelligent way 
He seldom feels incompetent to handle, by himself, the 
next similar case that comes along. 

One thing that we feel backs up the salesman more 
than almost anything else is periodical visits to his cus- 
tomers by executives from the house. It is no reflection 
on any salesman to say that in a great many cases the 
customer gets so used to the same man calling upon him 
continually that he gets into certain buying habits, or 
habits of not buying, or of buying in certain quantities. 
as the case may be. 

It gives this sort of a customer a new vision if the 
executive comes to see him and talks of personal matters 
of credit and the “inside stuff’? which he had had under 
his hat, but perhaps had never felt quite free to confide 
to the salesman. 


Often times, also, little troubles or annoyances in the 
matter of service, which the customer had been nursing, 
can be cleared up. 

I can recall one case in particular of a customer who 
had been giving us a relatively small amount of business. 
I dropped in one day for a little personal visit. We 
talked generalities and nothing was discussed pertaining 
to the amount of business we had been getting. But the 
next time our salesman called he was given a very sub 
stantial increase and it has been maintained ever since 


Prices and Competition 
We carry no parallel lines or low quality merchandise. 
On goods of equal quality we can meet competition. If 
the salesman cannot get the business on this basis he is 
cbliged to say good-bye to it. 
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Sales Manager and the Customers 

I believe in going out personally with the men as much 
as possible—not to talk for orders, but to talk institution. 
Twice a year I attempt to get out with each salesman and 
cover his territory, which takes me into pretty nearly 
every part of the state of Michigan. 

The salesman who has to cover his route over and over 
again, week in and week out, appreciates these personal 
visits more than all the pep-up and hop letters I could 
write him in 10 years. As a general statement, I believe 
such visits on the part of the sales manager give the sales- 
men a sort of new background to his work. Moreover, as 
stated in connection with one of the other questions, the 
trade seems to appreciate the attention. 

When I hear one of my men say, in a way that I know 
he means it, “Gee, but that little trip we made together 
helped a lot,” then I am repaid. 

On one such trip I remember particularly of calling on 
three people with whom I had a “telephone acquaintance.” 
These buyers wanted to see the man with whom they 
had had numerous conversations. The palaver that en- 
sued gave just that little intimate contact that enabled 
the salesman to meet them later on more familiar 
grounds. 


This matter of “telephone acquaintance” I believe t: 
be really important. I am “on the phone” whenever i 
is possible and can recall scores of cases where we cal 
cach other by our first names although we have never met 


“Bogey” and Special Compensation 

Each salesman has his territory and no intricate for 
mula is used to arrive at a “bogey.” We tell the sales 
man in that territory “your business last year was so much 
Set your own ‘bogey’ for increased business this year.’ 
As a rule, he shoves it up about 25 per cent. The fact 
that he has set the figure himself seems to be an added in 
centive, and how he does fight to reach it! 

Of course, if a man occasionally sets the “bogey” wher« 
it is obviously away low I take a hand and wind up the 
clock and set the alarm. But this does not happen very 
often. 

Our men are all on a salary with annual increases—no 
special compensation, no commission. Therefore, there 
is no neglect of lines. 

We do not believe in special prizes, etc., on the part of 
manufacturers, as we think this is unfair to the other 
lines. I might say, however, that we do not run into this 
often, as we do not handle specialties in connection with 
which most of these prizes are offered. 





Aeroplane 


of the flight in this country from another aeroplane. 
to thousands of radio fans. 


the sky. 


Lieut. Franklin L. Rash—Kadel & Herbert. 


Broadcasting From An 


One interesting performance in connection with the completion 
of the world aeroplane flight was the broadcasting of the progress 
Here you 
will see the auxiliary plane with its broadcasting equipment. 
the fliers talking into the microphone and sending out full details 
They are now telling the people just 
when the world planes will arrive at East Boston airport. 
two men at the right were responsible for the reports issued from 
On the left is Lieut. Samuel Connell and on the right 





Note 


The 
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Profit-Making Pointers for Your 
Dealers and Prospects 


Every Jobber’s Salesman Can Open New Accounts, Build Up Old Ones 
and Create Good-Will by Passing on Merchandising Ideas to the 
Dealer—Lift One of These, Give it a New Coat of Paint and 
Put It to Work for You This Month 





OU’VE met the dealer who 
takes you out in the stock- 
room to point to a few hun- 
dred dollars worth of “bad 
buys.” He’s a hard man to 
sell, because he is determined 
to get rid of the shelf- 
warmers before he re-stocks 
| | any of your line. You have a 
| tendency to sympathize with 
him, too, although you realize 
that this dead merchandise is standing in the way of that 
dealer’s making a profit on new merchandise that does 
move. 

A salesman for a Pittsburgh distributor of appliances 
met this problem in an Eastern Ohio town last month 
in the following manner. He knew before he arrived in 
the town that the reason he hadn’t been doing any busi- 
ness with a certain dealer was because of dead stock in 
his appliance line, so before calling, the salesman dropped 
into a small printing office and asked for a couple of 
sheets of bright red cardboard and a pair of shears. 

He took these and cut them in the shape of hearts about 
six inches long and three inches wide. With ink, he let- 
tered roughly on the hearts the following copy, “This 
heart is good for one chance on an electric washing ma- 
chine at Albert’s Electric Shop, 1243 Main street, if 
brought into the Shop personally before next Saturday 
at 10:00 p. m.” 

The salesman then got the price from the printer on 
printing 3,000 of these hearts. The printer was interested 
and wanted to know what they were to be used for. He 
offered to put the copy in type, if he thought he could 
get the printing order. This he did. 

The salesman then took the samples of the hearts and 
went to the dealer’s place of business. 

‘How would you like to clean out every appliance you 
have got in your store between now and a week from 
Saturday night?” he opened with. 
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Any dealer has only one answer to such a question. 

Then the salesman explained his plan. The desler was 
to have 3000 hearts printed like the copy submitted. He 
was to get two school boys to hang them on the door- 
knobs of every home in the town before six o'clock in 
the morning so that when the first person left home, he 
would encounter this large heart and wonder what it was 
all about. Any woman going down town shopping that 
morning would take the trouble to take the heart with 
her and leave it at the Electric Shop. 


When she stopped at the shop to leave the heart, she 


was requested to leave her name and address, and a list 
of all the electric appliances she had in her home. Other 
wise she was not eligible for the competition. This was 
also an opportunity to demonstrate a washing machine, 
vacuum cleaner, mangle, or any of the other appliances 
in stock. The prize washing machine was placed on dis- 
play in the window with a large lettered heart explaining 
the contest. When the salesman explained how inex- 
pensive the campaign would be, and what an oppor- 
tunity it was to get customers into the store—and the 
dealer saw that the idea was new, he became enthusiastic 


“But where do you come in on this?” he asked. 

“In just this way,” said the salesman, “this stunt is 
going to move most of the stock you have on hand. As 
soon as your campaign starts drag all of this old stuff out 
to a bargain table, and put price tags on all of it. Sell 
it for what it cost you. You'll have a stream of pros- 
pects coming in here and if you can’t make some sales 
under those conditions, you haven’t any right to be in 
business. Here’s where I come in. The contest is going 
over, and is going to almost clean out your surplus stock. 
Well, you’re going to stay in business, and you have got 
to have more merchandise to sell when this is gone— 
and you ought to buy that merchandise from me. 

“Here’s the order blank. We will fill it out now for 
future delivery,” he continued ‘,on the condition, of course. 
that the ‘hearts’ do the trick.” 

The merchant agreed. The heart contest became the 
talk of the town. He cleaned out every washing machine 
in stock and had to reorder before the week had elapsed 
He also cleaned out a number of other items and made a 
friend of this dealer for life. 





HIS collection plan is not 
new in the manufacturing 
business but few dealers know 
about it, and they will be glad 
to use it to freshen up their 
collection letters to long- 
standing-hard-to-get accounts 
At any rate you might keep 
this letter in the back of your 
mind to spring on the next 
dealer who tells you that busi- 
ness would be better if he could get in some of his slow 
accounts. Tell him to take a pin and attach it to the fol- 
lowing collection letter and word the letter something like 
this, 














“This is my favorite pin. I sent it out last week 
to a man who owed me a small bill, and who was 
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good pay—kind of a fellow who puts off a little 
obligation like this. He used this pin to attach his 
check to the letter—which he returned. 

Please return this pin as I want to use it on an- 
other one of our good friends—and you can use it 
to attach your check for the above amount to this 
letter. 

Thank you! 

The jobber salesman who told us about it, said that 
he wrote out the letter for the dealer on his stationery, 
and attached the pin—so that he would know exactly how 


? 


it was done. 





CITY salesman for a St. 
Louis electric supply house 
was getting somewhat tired of 
the “Nothing today, Bill,” 
that greeted him every time 
he dropped in to see the man- 
ager of an outlying electric 
shop. For a year this con- 
cern had been one of his best 
___| customers, and he couldn't 
understand what had hap- 
pened, as he knew that his competitors were not cutting 
in on him. He decided to get the reason, and if it were 
something he couldn’t help, to stop calling on them for 
awhile, and work up a new account in the district. 

“Business is rotten,” replied the manager to his ques- 
tion, ‘and we decided we had altogether too much money 
tied up in inventory. We're not buying anything except 
what we actually have to have until the first of the year.” 

The salesman left without offering a suggestion, to 
study the problem for a few days. Finally, he went back 
to the manager with this argument, “I thoroughly un- 
derstand your reason for not buying anything from our 
house until the first of the year, but I want to say this, 
that the only way you people can hope to make any money 
is by selling merchandise. Money tied up in stock is a 
total loss until that stock is sold. The thing for you to 
do is to get your money out of these slow-movers even 
though you take a slight loss—and put that money into 
saleable merchandise that moves and carries a fair margin 
of profit.” 

“All right, how we going to sell that stuff. We've 
cut prices on it. I tell you people aren’t buying now at 
any price,’ answered the manager. 

The salesman had thought out his plan, and was ready 
for this objection. “I’ve got a stunt that you haven’t 
tried—it’s new, and without it’s costing you anything, I’d 
like a chance to try it out here. It’s this. Let’s run an 
ad in the local paper on a ‘See-Saw-Sale.’ We will fill 
the windows and counters and price everything with big 
red price tags. Then we will change prices on everything 
in sight, every hour for one week. Change prices up and 
down. For instance, we'll price a curling iron at $2.00 
today at nine o'clock, and at 10 move the price down to 
50 cents, and at 11 move the price to $2.25. We'll put a 
big sign in the window advertising the ‘See-Saw’ of prices 
and we will send out a letter announcing it to all the 
names that you have on your books.” 

The ‘“‘See-Saw”’ sale was put on. It went over big in the 
community as the idea had never been tried there before. 
It put the buyer in the market for more merchandise, and 
naturally the jobber’s salesman cashed in on his effort to 
help the dealer merchandise his dead stock. 




















HIS merchandising plan is reported by a salesma, 


covering Brooklyn for a New York jobber, but is ju: 
as good for the salesman calling on the small town trad 
as it is in the metropolis. First this salesman made 
list of 10 manufacturers whose lines he carried and whos 
product is contained in a carton—shelf merchandise. H. 
asked them if they would be able to supply a number o 
his customers with new cartons for shop worn merchan 
dise that they had been unable to move. He wrote tha 
he believed that if some of this dead stock were taken ou! 
of the faded cartons and put in brand new ones and 
moved up front on the shelves that it would be more ap‘ 
to move. The response was unanimous, most of the manu 
facturers stated that if he would send a list of the mer 
chandise with style numbers, etc., they would be glad t: 
forward the cartons direct to the dealer. Several sug 
gested that they would send their new window display 
material along with the cartons. 

Armed with this information the salesman then began 
to call on every customer he had in Brooklyn—he sold 
them the idea, go them to make up a list of the merchan 
dise that they wanted to “re-dress,” and forward this 
list to the manufacturer. He stated that although the 
idea did not produce any immediate business, it built im 
measurable good-will—and gave him an excellent piece of 
“stage property” to reawaken their jaded interest in his 
house. 


NOTHER merchandising 
idea was passed on to a dealer 
in Kansas City recently by « 
salesman. He claims that he 
got the basis of the idea in a 
department store in his hom 


t B city. 
His customer was com 


plaining about his overhead 

“Look,” he said, “I’ve got 
four clerks on the floor, right 
now, and there is not a single one of them doing business. 
Every minute they stand here, costs me money that I'l! 
never get back.” 

“What do you keep such a large sales force for,” the 
salesman asked? 

“Got to to take care of customers in the afternoon and 
evening. You happen to be in here in the dullest hour of 
the day. If I were in the wiring game, I’d send these 
fellows out on a job during the forenoon. I’ve tried to 
get them to canvas for appliances, but they don’t get any 
where. I’ve tried to get them to busy themselves som: 
way at this time of day, but I give up.” 

This suggested the ‘““Hour Sale” that the salesman had 
seen in the department store. The idea was to advertis’ 
that on a certain hour of the day the store would give two 
per cent off on all merchandise. The store came out frank! 
and told the public that this was ordinarily the dull hour 
of their day, and that if customers would come in and 
trade they could afford to make a reduction in price. 

The dealer was strong for the idea, and with the help 
of the salesman, a poster announcing the hour sale was 
prepared for the window, an ad for the newspaper, an‘! 
a letter for the mailing list. 

Not only did all the bargain hunters who were cus 
tomers visit the store during the “Hour Sale,” but | 
snared a number of new customers. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* 


CENTRAL STATES* 



















































































































































































MARKET PRICES MARKET 
Aug. 15 to General Aug. 15 to 
COMMODITY Sept. 15 Trend Sept. 15 
w 5 | > & | > 
slalalela|i]alalelele|i[elal2ls 
Transformers, insulato s, distribution equipment! 5} 12] 7 Ligi @ 14}; 4] 0 g 1 0 
Poles and pole-line hardware .............. ccoch’ Ss LOL GE} SESer s 13] 8 0] 0 
Switchboards and accessories .................. 1 Bad 12} 0] 2 hes 10; 8 
Motors and control apparatus ................. Stile] o1 2) 81 1 7 | 29 
Sol ok aoe hes ac man covu nn tus ts dvene 14} 16; @ ba $0; 1 11} 0 
Withee 63 oa. oe ca cesses pee nese tee 14 | 15 8 1 | 28 3 13 0 
Condull amd Gttlams: . 2... sso ects. 17 bd 2 iss hail Sei 10; 1 
PusGRel Lt adr ederc cee eee 8 Se dees een eee 5 | 12 2 0; 19 Tine 10 1 
R. C. WR IND ck eo ee ces 17/18] @ Baad 11] 5 13] 1 
W, Be es coe cc ae ten wets yee oon 5 | 17} 10] 15} 16 1 11 5 
Lami eentai cited cots 4 okt tatnk ce akebie sink ee 13 | 17 2 1; 28); 8 11 2 
indust#ad CORGCUEER: 6... es. ee cee eee van 5|18; 9] 0}; 30] 2 15| 4 
Commercial lighting units.,....... ph esas ae 10; 11] 6] 0; 27] 0 15| 8 
Residential ee ee ee i. Ee? GP-S Lier Ss 10} 8 
Street lighting equipment.................. ti Sin 1/19] 0 8 
Hem GP 5p cunis sansenecenss occces 5/19} 8] 1] 28] 8 12] 5 
Motor-driven appliances ............eceeeee Si 173 L 1-1 aE CO 7 | 10 
Fans RIE hs Maen cishid poo pa eet date ae e578 2 1 | 2 0 | 23 3 2) 18 
Radigiarees . 8 20 ssh ee east fp een saeae es 14 | 10 0; 0;19 5 5 4 
Flashlights INES soy ch .0 8. 5520 c5 ens 11/16] 8] 0] 80] 0 13} 0 
Telephone NE eon res Mose eed cok ae 1} 8/11] 0] 2] Oo 4/10 
a ne ee $/ 8' 4] 9] 15] 0 6! 3 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessée and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla 
homa and Teras; Central States all between. 








WESTERN STATES* 
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This 1s the Day 
of Specialist 


The Power to Ignore 
Exclusion vs. Inclusion 


By Dr. FRANK CRANE 


article and not be misunderstood. But 

then, when you come to think of it, only 
the thing most liable to misuse is of any use, 
nothing does much good except what may do 
much harm, and the only 
creature capable of going 
to heaven is the one capa- 
ble of going to hell. So 
there you are. 

The captious and tan- 
gental mind will say at 
once, looking up from 
this page, “Good Lord! 
here’s a man advocating 
ignorance! He must be- 
long to the Dark Ages. 
Does he not understand 
that this is the day of en- 
liohtenment, that knowl- 
edge is power, and that 
the sovereign cure-all for 
ills bodily, ills social, ills 
economic, political and 
religious, is Information / 
Would he have us shut 
up our Public Schools, 
Correspondence Courses 
and Libraries and lapse 
into barbarism? Pish! 
Also Tush and Bah!” 

Still, nevertheless and notwithstanding. I am 
here to contend that what ails most of us is that 
we know too much, see too much, hear too much, 
smell too much and are altogether “careful and 
troubled about too many things,” whereas but 
one thing is needful, or at most two or six 
things. What every reader of this wants, what 
every human being wants, is to work out a prac- 
tical everv-day way to be happy and to be effi- 
cient. We want joy, for without joy life is not 
worth while. And we want it right along, in 


if IS going to be difficult to write this 





Copyright, 1924, by Dr. Frank Crane. 


the kitchen, in the bedroom and in the parlor. 
Confound your philosophical theories! We 
want to feel good! 

And the point here to be made is that one of 
the great secrets of enjoying twenty-four hours 
a day consists in cultivat- 
ing the Art of Ignoring 
Things. ““What you don’t 
know won’t hurt you,” it 
is said, but the truth can 
be stated not negatively 
but positively: ‘Your 
happiness depends upon 
vour power to Ignore.” 

Why, first of all, your 
Efficiency is measured by 
your power to Exclude, 
not by your power to In- 
clude. You develop 
capacity to do some one 
thing well by the adroit- 
ness with which you avoid 
doing, trying to do or 
thinking about, all other 
things. No man’ can be 
a student who can not 
concentrate on his book 
and close the door of his 
mind to all distractions. 
The cook is of no account 
unless she can be wholly 
shut up in cooking; if she is interested in what 
is going on in the parlor, and anxious to see the 
procession going by with a band in the street. 
and to know what her neighbors in the flat 
across the way are up to, she is very liable to 
burn the roast. 

A person’s power to do a thing well is just 
in proportion to his power to bar out all other 
things. 

This is the day of specialists, the day of con- 
centration. 
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Pictorial Review of Electrical Developments 


These two wonderful displays are made possible by the use of 
imported Novagem jewels, of which there are 30,000 in each 
design. The 60,000 are worth $150,000. Each Novagem is about 
2 ins. in diameter, hand-cut and polished like a diamond, and 
has a small mirror affixed to accentuate the brilliancy. The 
majority are of clear crystal, with just enough ruby, amethyst 
and emerald jewels to add splendor. A battery of 30 18-in. 
searchlights, of 7,500,000 beam candlepower each is used with 
each display, 10 in the rear and 20 in front. 


The top photograph shows the display to be shown at the 
Brockton, (Mass.) Agricultural Fair, September 30 to October 
4. This display will be 75 ft. high and 120 ft. wide. The bot- 
tom picture shows the display for the Syracuse Fair 

In connection with the displays, lectures on “Light and Color” 
illustrated by hand-painted lantern slides valued at $60,000 are 
given by W. D’Arcy Ryan, director of General Electric’s illumi- 
nating engineering laboratory. Mr. Ryan, whose face appears in 
the oval insert, supervises the installations. 
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Interesting features connected with the recent attempt of 
scientists to eatch a signal from Mars. Above is Prof. C. 
Francis Jenkins (right), explaining to Prof. David Todd, of 
Amherst, a photographic receiving apparatus capable of record- 
ing any message during a period of 100 hours. Scientists re- 
ceived full co-operation from the U. S. War and Navy depart- 
ments, also the home and foreign governments in clearing the 
air for the tests. 

(fe In the other photo, left to right, are Father Francis A. 
Torrdorf, S. J., Prof. ‘Todd and Father John Gipprick, astrono- 
mer, getting the machinery in action at the Georgetown U. 
Observatory.—Henry Miller Service. 


The U. S. Junior Naval Re- 
serve, encamped in picturesque 


Below is a post-hole digger sold by 
the Western Electric Co., Minneapolis, 
Minn, to the Northen States Power 
Co. In a test made before H. H. 
Fisher, Joe Barger and J. E. Cameron, 
this machine dug a 24in hole 8 ft. 
deep, pulled up, moved 400 ft., backed 
up to a stake and sunk a 24in. hole 
9 ft. deep. The total time required 
for moving, backing and digging the 
second hole was only 9 minutes! With 
this machine, the power company 
will soon drill 800 holes for 200 steel 
towers. By hand, this work would 
cost $3,200. The machine will do it 
for $1,600, saving approximately 16 
per cent of the cost price (around 
$10,000), on this one job. 


Fort Washington, S. I., built 
before the Civil War. A radio 
set, built by one of the cadets, 
gives the boys practice in code 
work. Photo shows cadets on 
guard duty on tiers of the fort. 
The radio receiving set, perched 
in the archway with aerial 
strung from tier to tier, tunes 
in local stations and passing 
liners. —Kadel & Herbert. 
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In the oval is a 19 ft. rotor wheel for a large General 
Electric generator. This wheel is shown suspended from a 
crane in one of the large General Electric machine shops, 
on its way to another wheel, an exact duplicate, with which 
it will be assembled on a common shait. 


Below is shown the test of an electric motor for threshing 
wheat made upon the farm of Eugene Funk, near Shirley, 
Illinois. On the first day’s run, the 40 H. P. motor turned 
out wheat at the rate of 133 bushels per hour at a cost in 
current of $2 per hour. ‘The installation, including motor, 
transformer, switch, meter, wire, etc., cost $1200, about one- 
third that of a traction engine and about half that of a high- 
powered gasoline tractor. 


We publish the adjoining photo- 
graph to preserve in our files an 
excellent portrayal of President 
Coolidge and his two famous con- 
temporaries, Henry Ford and 
Thomas Edison, showing also the 
well-known sap buckct, over 100 
years old. The president’s father 
is on the extreme left).—P. & A. 
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Mc Kew Parr 


President and Treasurer, Parr Electric Co., Inc., New York, N. Y. 
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MEN YOU SHOULD KNOW 


McKew Parr 


T THE outset, McKew Parr was blessed with a 
name that is different from the ordinary run 
of names. Somehow it gets down in the mind’s 
lirectory in bold faced type. Once heard, it comes to 
nind very readily with most people, which is a consider- 
ible asset to the fellow with the name. Whether he 
vrew up to his name or is just naturally different is 
iside from the question, but it 
s true that the man himself, 


President and Treasurer 
Parr Electric Co., Inc. 


of the Bureau of Exports, being put in charge of tin and 
the tin products. Later he was made “Foreign Agent of 
the War Trade Board” and subsequently “Special assist 
ant of the Department of State” under Lansing. He was 
also made Vice-Counsul and was sent at different times 
to France, Spain and England and the Canary Islands. 
After the returned to the Hart & Hegeman 

Mfg. Co. to old 


position as general sales man- 


war, he 


resume his 





without being in any way ager, resigning in July, 1919, 
-ceentric, stands out from to go into business for him 
others, whether it be in a He Interests You self. He organized the Parr 


rowd, or in a conversational 
man to man. He is a 
‘oracious reader and has a 
mind overflowing with knowl- 
-dge of all kinds extraneous 
to business and money-making. 


Sk Parr : 


way, 


He retains the poise and bear- 
ng of his early West Point 
training. He has traveled far 
ind lived in other lands. He 
knows what interests and ap- 


terest tinge. 


peals to people, and how to 
put himself in the other man’s 


place. Everything he writes 
r says has the “human 
touch,” — 
: me forget. 
Among the Men Yoz 


Should Know,” he may, there 





1 question about 

almost any subject pertain- 
ing to business or other matters. 
He is bound to come back with 
an answer that has a human in- 
He senses the im- 
port of the question instantly 
and from a mind well - stocked 
with a wide range of information 
he draws without effort just the 
right parallels and anecdotes to 
give you the answer in a form 
that you will not be likely to 


Co. and established 
an office and warehouse at 77 
Warren Street, New York, to 
engage in the electrical job 
bing business. 


Electric 


In selecting New York as 
the place in which to establish 
his business influ 
enced by the great number of 


industrial plants, ship building 


Parr was 


vards and other large users of 
electrical supplies in and about 
the city. He has always spe 
cialized on industrials and has 
built up a large business in so 
doing, necessitating the open 








fore, be put down as an “in- 
teresting character.” 

He was born in Baltimore 38 years ago, and attended 
3ovs’ Latin School in Baltimore and the West Point 
After leaving West Point, he enlisted 


as a private in the Cavalry but was disqualified for 


Military Academy. 


physical reasons and then became a newspaper man on 
Herald. 

Baltimore fire and was not reestablished. 
vear’s experience with one of the banks in Baltimore, 


the Baltimore That paper was destroyed by 


Next came 


llowed by a period of service with the Maryland Tele 
‘hone Co. and the Baltimore Electric Light & Power Co. 
After that, Mr. Parr spent three years with the Elec- 
trical Material Co., of Baltimore, serving successfully as 


sunterman, stock clerk, shipping clerk, purchasing agent, 
quotation clerk and salesman, and then with the Southern 
lectrie Co., of Baltimore, covering Virginia, North Caro 
ia, South Carolina, Georgia and Florida. He left them 
York for the Cataract Electric 


cover western New 
Supply Co., of Buffalo. 


His final connection was with the Hart & Hegeman 


— 


\fg. Co. as salesman, covering the Atlantic and Gulf 


Ss 


tates, later being made advertising manager and then 
vneral sales manager. 

Shortly after the war broke out, Mr. Parr volunteered 
for military service but was rejected for physical .dis 
ialification and then was appointed “Trade Advisor” 


Co., sometimes being absent for (Turn to Page 102) 





ing of branches in Brooklyn 

and Newark. 

Without exception. every- 

where that we have talked 
with manufacturers who are fortunate enough to 


have Parr as a distributor they all say that he has done 
a good job for them. He has been able to do this because 
from the outset he has had very definite ideas on how 
he would run his business. He has built up a more than 
ordinary loyal and efficient sales crganization for one 
thing. For another, he has advertised extensively, both 
in newspapers and through direct by 
most of 


mail advertising. 
himself. He 
believes that handling and advertising the lines of nation 
ally known manufacturers is an endorsement for Parr- 

like the mark of “Sterling” on silver. 


which he originates and writes 


Mr. Parr is as many-sided in his hebbies as he is in 
other things—he has three distinct ones 
and swimming. 


reading. horses 
He has made a special study of Spanish 
Until he 
a riding 
a very small boy. When he was 
shipping clerk of the Electrical Material Co. and had to 
open up at seven o’clock every morning, he made it a 


literature and history in the past 20 vears. 
New York he had never been without 
since he 


came to 


horse was 


practice to get in two hours of riding before going to 
work and that is how he learned to get up early, and 
since then has always had the habit of getting out of 
the house by five A. M. either for work or exercise. Even 
when he was on the road with the Hart & Hegeman Mfg. 
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Home Lighting Contest in 


Full Swing 


Results Obtained to Date Far Exceed Expectations—The Most’ Productive 
Movement Ever Started in the Industry 


Committee and all the individuals instrumental in 


[' CAN safely be said that the Lighting Educational 


The recent meeting at Association Island indicated that 
the school authorities are generally agreeable to support 


launching the Home Lighting Contest did not realize ing the Contest. A number of men present reported that 
in the beginning the full extent of its reception. Their the endorsement of the educators had been obtained in their 
fondest hopes have already been more than realized and_ districts. Others, who had not had success with the schoo] 


the movement is gathering im- 
petus at such a rate that even 
now it is hardly possible to 
prophesy the final result. 

When the Executive Com- 
mittee of the Lighting Educa- 
tional Committee met on Sep- 
tember 8 it was confronted with 
this astonishing revelation: 

Whereas, it was estimated at 
the beginning that 1,500 com 
munities would hold Home 
Lighting Contests, over 2,000 
had already signified their in- 
tention of participating and the 
latest estimate places the figure 
between 3,000 and 4,000 com 
munities. 

The 2,000 communities which 
will hold contests, represent a 
population of 37,000,000. Sta- 
tistics show that a population 
of only 63,000,000 live in com 
munities served by electricity, 
so at that time 60 per cent of 
the country was covered. This 
percentage will be further in- 
creased when a number of 
communities are heard from, 
which have not yet reported. 

Announcement folders and 
newspaper ad books are now 
available. If community chair- 


men or key men do not have samples they should write to 
the Society for Electrical Development, 522 Fifth avenue, 
New York, N. Y., at once. Many communities have al- 
ready ordered material and more orders are coming in 


daily. 








— T has been reached in 
£4 the work of the Lighting 
Educational Committee where 
the proof of unselfishness of the 
industry is amply available. The 
national organization was com- 
pleted some time ago. Every 
regional director has thrown 
himself into his work and has 
given unsparingly of his time 
and talent to make the move- 
ment serviceable to the schoo! 
children in the communities un- 
der his general jurisdiction. 

The Contest Primer has no 
duplicate in the history of indus- 
trial activity. It is as free from 
commercialism as any educa- 
tional text book. Long after the 
organization of the Lighting 
Educational Committee is dis- 
solved, this Primer will serve the 
homes of America as an impar- 
tial guide to correct home light- 
ing principles. 








follows: 


If you want to be sure of getting material on time for |New Orleans, La. 


the contest do your ordering now. 


If all orders are re- 


Detroit, Mich. 
Three Rivers, Mich. 


ceived at the last minute it will not be possible to fillthem Battle Creek, Mich. 


the day they arrive. 


Orders for Primers will be filled on the basis of first 


Pontiac, Mich. 
Muskegon, Mich. 


come first served. The Society wishes also to point out Waukegan, Ill. 


the necessity for every one ordering material to send 


Lake County, IIl. 
Council Bluffs, Iowa 


cash with the order. It cannot be filled otherwise for there Sioux City, Iowa 
is not a revolving fund of sufficient size to enable the Knoxville, Tenn. 


Society to do so. 


authorities, were not discour 
aged and said that contests, and 
successful ones at that, would 
be carried out irrespective of 
the non-cooperation of the 
schools. 

In Philadelphia, for instance, 
it was learned that the school 
authorities decided it was 
against the policy of the schools 
to have material distributed 
through them. A flat refusal 
was given. Was Philadelphia 
discouraged? Certainly not' 
Plans were immediately made 
for distributing Primers 
through authorized agencies. 
Very shortly, advertising will 
appear in the local newspaper, 
stating that details of the con 
test can be obtained from any 
electrical store. At every store 
announcement folders will be 
distributed, giving a list of 
places where the Primers can be 
had in exchange for the regis 
tration card on October 1. This 
is done so that only eligibl 
children will be given Primers 

In Chicago, and in other 
places, the matter is being han 
dled in a similar way. 

At this time only a smal! 


amount of information is available from communities as 
to whether the authorities endorse the movement. Some 
of the towns and counties from which word has been 
received that school endorsement has been given are 2s 


Elkins, W. Va. 
Topeka, Kan. 
Manchester, N. H. 
Pittsburgh, Pa. 
Sharon, Pa. 

Erie, Pa. 


Cook County (Outside Chicago) Beaver Falls, Pa. 


Rochester, N. Y. 
New Brighton, Pa. 
Johnstown, Pa. 
Dallas, Texas 
Beaumont, Texas 


(Turn to Page 96 
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Yesterday! 
Today! 
Tomorrow! 


label is placed 


iin Siler X-Ray Reflectors are the standard by which mer- 


Reflector. chants judge good window lighting. @ Through years 
It is your guar- of continued satisfactory service, there has been on the 
antee of high- market “An X-Ray Reflector for every window light- 
oF Queety: ing need.” Write for our newest book, “Store 
Look for it! Lighting with X-Ray Reflectors.” It’s yours for 


the asking! 


Curtis Lighting, Inc. 


1 W. 46th Street 1131 W. JACKSON BLVD. Merchants Nat’! Bank Bldg. 
New York CHICAGO Los Angeles 
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Missouri Valley in a New Home 
The Missouri Valley Electric Co., 


Kansas City, Mo., has just moved into 


larger quarters. In 1942, the busi 
ness was established by Mr. Esler, 
under the name “Independence Elec 


Vo.” 48 
Mo., and occupied a space of about 
350 sq. ft. The capital was $2,000. 

In 1914 the 
into another location occupying 2,450 


tric Supply Independence, 


business was moved 
sq. ft., with the capital increased to 
*20,000. 

In 


Kansas City and the name changed 


1917 the business was moved to 


to the present name. The space occu 
pied at that time was 10,000 sq. ft.; 
capital increased to $50,000. 

In 1921 the company was re-capi- 
talized at $200,000 and approximately 
$150,000 is used as active capital in 
the 

The new building 


business. 


occupies 16,509 




















sq. ft. which gives the company in 
creased facilities for the proper han 
dling of its growing business. J. D. 
Todd is manager of the company, be 
coming associated with it January 1}. 
1918. 

* * * 


New England Week 
The electric jobbers of New Eng- 
land have been pretty generally be- 
hind the movement originated there 
“New England Week,” held 
September 15 to 20. 
for New England retailers of all kinds 


called 
The idea was 


to push products made in New Eng- 
land throughout the whole week. It 
is understood to have been highly 
successful and will probably be tried 
out in other sections of the country. 
Gilmore the Western 
Co., Mass., 


chairman of the electrical section. 


Harry of 


Electric Boston, was 






Jobbers Active in Associations 

F. L. Ferguson, president of the 
Hessel & Hoppen Co., New Haven, 
Conn., is on the executive committee 
of the Better Lighting Campaign. 

C. A. Disher, credit manager for 
the Electric Appliance Co., New Or 
leans, is also secretary of the N. O. 
Electrical League. As a representa 
tive of the League, he recently made 
a trip to Association Island. On his 
return he told the League, in an in 
teresting speech, of his trip and the 
progress of the Better Lighting Cam 
paign. 

C. E. Lilley, of the Superior Sup 
ply Co., Bluefield, W. Va., is a direc 
tor of the Bluefield Chamber of Com 
merce. 

M. B. Hall of the Brown & Hall 
Supply Co., St. Louis, Mo., is now 
a director in the St. Louis Electrica! 
Board of Trade. 








A photo taken during a recent sales meeting of Listenwalter 
Left to right, top row: 


& Gough, Inc., Los Angeles, Calif. 
P. G. Gough; H. E. Thornburgh; W. H. 


Listenwalter, president. Second row: 


cisco manager; W. Wilhelm; H. B. Harris; W. E. Listenwalter; 
J. S. Addis; O. G Thorp; C. G. Walters; R. E. Johnson; C. E. J. 
E. 
Bissett; Wm. Tribeck, San Francisco; F. 


f 
PS 
& 
he 
bs 
: 
f 
E 





Prentice. 
Kaemper, San Fran- Starrett; P. H. 
W. Pendergast. 
E. Karstens; J. E. 
W. Judson, Fresno; 


G. Boardman; J. Bennett; J. W. Hardy; H. R. Wissman; F. P 
Bottom row: C. O. Gaffney; A. E. Rimpau; R. A 
Korte; Jack Gariepe, Sacramento; Jame:> 
Littlefield, San Francisco; J. Barrett, Oakland; C. A. Horsfall: 


This is a Los Angeles organization but covers all the state. 
maintaining an office and warehouse at San Francisco. 
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Porcelain Receptacle 


Receptacle With 
Screw Ring 





Weatherproof Socket 
Mica 





Flush Receptacle 


Selling the Buyer What He Needs 


The jobber’s salesman who 
sells customers the Paulding 
Line of Wiring Devices is doing 
them a service redeemable in 


New England Push dollars and cents. 





Paulding Wiring Devices are 
the best that money can buy. Entrance | Switch 
They have mechanical superiori- 
ties, honest materials, careful as- 
sembly, good looks, positive per- 
formance and a salability that is 
unequalled. 





? 


New England Push But- 
ton, Shallow Type 








You sell your customers qual- 
ity and utility in the Paulding 
Line of Wiring Devices. 


New England Switch 
Shallow Lock Type 


Be sure you sell the buyer that 


which he needs—Paulding Wir- 
ing Devices—they fill the bill. _ 





Receptacle for Conduit 


Struck Up Receptacle 
Boxes with Metal Cover 


late 








Toggle Switch 


John I. Paulding, Inc. 


New Bedford, Mass. 
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News of the Salesmen 
Freeman recently joined 
the Tel-Electric 


George ® 
the sales force 
Co., Houston, Tex. 


of 


R. Metzger is now swinging a cata- 
log for the Hessel & Hoppen Co., 
New Haven, Conn. 

The Southwest G. E. Co,. Dallas, 
Tex., has added J. O. Bell to its sales 
roster. 

S. Reynolds Yundt has taken com 
plete charge of the city automotive 
and electrical affairs for the Electric 
Appliance Co., New Orleans, La. 
for the 
the 


J. D. Belt is now batting 
Waco Electrical Supply Co., in 
Texas League. 

The Interstate Electric Co., Shreve 
port, La., reports two new men. They 
are B. F. Welch, salesman, and H. W 
Dean, in the store. 

Ted 
A. Bodkin with the Electric Contrac 
tors Supply Co., Des Moines, Ia. . 

Paul F. 


Foster is now selling for L. 


Dwinnell is traveling the 


central and north western Kansas 
territory for the American Electric 
Co., St. Joseph, Mo. His headquar 
ters will be at Salina. R. Shumate 


has been made traveling radio sales 
man. Harry White, lamp expert, will 
travel constantly with the road men, 


pushing Edison Mazda lamps. 


New salesmen with the Rumsey 
Electric Co., Philadelphia, Pa., ar 
Gordon F. Penick. who will trave 


Virginia and Maryland, and Clarenc: 
B. Hendricks, who will sell radio. 
G. 


Hazard 


Earl Conrad, for a time with 


the wire company will  seil 














J. J. Bleadon, president of the Bleadon-Dun Co., Chicago, Ill, recently returned 
from San Francisco, after visiting their Pacific Coast agents, the Western Agencies, 


Inc., 711 Mission street, San Francisco, Calif. 


While Mr. Bleadon was out there 


a banquet was given at the Palace Hotel, at which he could meet the San Francisco 
and Oakland men of the agency and confer with them about the details of their 


unique selling plan, which it is understood also includes the jobber. 


picture was taken at the banquet. 


The above 





the J. Y- Philadel 


phia, Pa. 


Parke Co., 


for 


Paul Krautz, who has had charge 


of the inside work of the radio de 
partment of the J. Y. Parke Co., will 
travel the eastern part of Pennsyl 


vania, Philadelphia and southern N. J. 
to build up the radio business. 


* * 


Electric Jobbers Syndicate Ex- 


tends Activities 


The Electric Jobbers Syndicate of 


Boston, Mass., has taken as a mem 


ber a new company which is being 





formed in Springfield, Mass., by tli 
interests represented by R. V. Pettin 
gell. This will be a $100,000 corpor 
ation with probably $50,000 paid in 
It will be managed by George French 
of the Mountain Electric Supply Co.. 
Pittsfield, Mass. 
treasurer of the company. 


He will also act as 
This new 
company will take over and absorb th: 
Brown & Ross Co., now doing busi 
ness in Springfield. 

It is also understood that the G. O. 
Simonds Co., of Hartford, Conn., will 
become members of the Electric Job 


hers Syndicate. 








On May 15, 1924, the Utica 
was opened with a big house-warming. 
tion. 


timer, F. S. Jones, Ruth Barnum, 


Mursch, George Bissell, Paul Mursch, 
Harold Terrill.* 








branch of 


Rear row, left to right, Wilson Crawford, Jr., recently made manager, 
O. G. Gruman, Jeannette Allen, Peggy Aprath, Marian Terwilliger, A. E. Mor- 
Elsie Langkans, A. F. Dorris*, Roy C. 
Day* and I. J. Leonard, who recently resigned. 


Asterisks identify the salesmen. 
pany’s home at 25 Whitesboro street, four stories with 17,000 sq. ft. of space. 





the Robertson Cataract Co. 
Above are 19 members of the organiza- 


Front row, Leo Mather, Ray 
Harry Stevens,* Edmond Conant and 
On the right is the com- 
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Sell 
Regulated 














Electric Light! a 


ELL more than merely sockets— 
sell regulated electric light. Show 
your merchants that sales come easily 
when his customers are told that with 


DIM-A-LITE they can turn the light 


down or up, just like the gas. 


DIM-A-LITE gives five changes of 
light, from out to bright. Noiseless; 
no disturbing click. Saves 30% to 
80% current. Furnished as an attach- 
ment or a complete socket. Sell retail 
for $1.25, with a wide profit for the 
dealer and for you. Continuous in 
turnover and a remarkable repeater. 
DIM-A-LITE is an easy money maker 


for you; make the most of it! 





Dim-A-Lite Socket 


WIRT QomPany 
PHILADELPHIA PENNSYLVANIA 


Five Changes of Light—Saves 30% to » 80% Current 
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Pettingell-Andrews Outing 
The Pettingell-Andrews Co., Bos- 
ton, Mass., issued a ukase calling for 
general mobilization of employees on 
Saturday, September 6, at Pember- 
The call 


was answered by 300 employees and 


ton Inn, Pemberton, Mass. 
their families. The departure of this 
formidable unit was heralded far and 
wide with the result that neighbor- 
ing communities became alarmed at 
the 


ing. 


rumor that Boston was mobiliz- 


Their fears, were groundless, how- 


ever, as citizens were not molested. 
It developed that the object of the 
attack was a huge supply of food at 
Pemberton Inn, which was complete- 
ly destroyed by the P. A. forces 
This 


Roman 


victory was celebrated by a 
during 
bit the 


dust under the ferocious onslought 


holiday of sports 


which record after record 
of the boy and girl athletes. 
Satiated as to conquest Apollo and 


lull 
A glee 


Terpichore were invoked to 
warlike instructors to sleep. 
club of male and female voices or- 
ganized, trained and led by M. B. 
Riley, made the welkin ring as no 
welkin ever 

Paul the 
dance, provided by Blanche Winters 


rang before. Howard 


was soloist. A feature 


and George McNally, showed the 
spectators why Irene Castle quit 
dancing. 

~The accompanying photos fur 


lished fleeting glimpses of this won 
derful outing. Second from the left 
in the first picture is President Frank 
S. Price. 


tense moment in a girls race. 


The middle photo shows a 
Th: 
majority of the events had to be for 
the thi- 


organization the female of the specic; 


ladies as it seems that in 


is more numerous than the male. 
The last picture in the row shows 
some of P-A’s sportsmen. In_ the 


single picture Saturn seems to be 


congratulating Venus about some- 


thing. 
* * * 
Crown Established in New 
Quarters 


’ 


‘The Crown Electrical Supply Co., 
St. Louis, Mo., started by Harry L. 
Crown in February, 1923, has grown 
remarkably in the 18 months of its 
Starting at 1007 Pine 
Street with four people, the organi- 
zation now boasts a personnel of 16, 
including five July, 
1924, the company 1514 
Pine Street, where it enjoys triple 
the floor and better 
facilities. The St. 
Louis and surrounding territory and 
Harry 


existence. 


In 
moved to 


salesmen. 


former space 


company serves 


issues a monthly catalog. 


Crown and his people have put in 
some hard licks and are making a 
well-earned success. 


* * * 


E. S. & E. News 


J. O. Morris, general manager of 
the Electric Supply & Equipment Co., 
makes the following announcement of 


changes. 
Gilbert H. (“Bert”) Kreoll, former 
ly sales manager of the Alban 


branch, has been appointed general 


| 


m2 yar 


4 
q 


~*~ 


ah + | 
5 dee | 
| 











On the right is D. G. Geyer of th 
Syracuse Supply Co, Syracuse, N. Y. His 
companion is L. W. Kiesewetter, electrica 
contractor and engineer from the sani 
city. They were enjoying a Bryan-Mars| 
meeting at Nela Park when the pictur 
was taken. 





manager of radio sales for all houses 
Dick Richards is now assistant man 
ager of the Reading, Pa., house. Row 
land Hand has been promoted to b: 
assistant manager of the 
Pa., Curtis 
porarily assistant manager at Wilkes 
Barre, Pa. 


Scranton. 
house. Logan is tem 
The company has opened 
1405 State 
This branch reports to Buffalo 
Phillips 
transfer their activities from 


a branch at street, Eric. 
Pa. 
Messrs. Gannah_ wil 


Buffalo 


KE. Le Vee recently mad: 


and 


to Erie. L. 
a visit to suppliers in Chicago and 
The 


nounces the general distribution of an 


vicinity. company also” an 


80-page radio catalog. 


* * * 


Michigan Salesman Dies 

F. W. Lobdell, 
Capitol Electric Supply Co., Lansing. 
Mich., died August 18. 
of the real cld timers in the gam 


salesman for th 
He was on 


known to all the trade in Michiga 
and welcemed everywhere. 








Interesting Views 





At the Pettingell-Andrews Outing. 
































That Additional “Something” 


STABLISHED in 1906, the Connecticut Electric 

Manufacturing Company has been steadily in- 
creasing and expanding its line of wiring devices, until 
they have become a nationally known product and 
are frequently specified by leading architects when 
making plans and specifications. 


7 


OME of the finest buildings in the country contain 

Connecticut A-1 Devices, which were selected on 
No. 999 Xtra-Lite merit, regardless of price. Always alert to the chang- No. A-1 Plug 
ing conditions and improved methods of the building 
age, this company has designed and perfected many 
new devices to meet these requirements. 


e 


UR new line of Bakelite devices, illustrated on 

this page, is a good example of our latest achieve- 

ment in striving for leadership of practical and proper- 
ly priced merchandise. Typically Connecticut in 
design, workmanship and development, they are in 
keeping with the progress of the art of interior deco- 
rating, where only dependable devices are recognized. 





) a ~~ 
No. 71 Seu, ge es No. 7101 Switch Plate 
Z ~ Ka. 


They lend that “Additional Something” to public buildings 
and homes of character. 


\. THE CONNECTICUT ELECTRIC 
\MANUFACTURING COMPANY 


gs OFFICE & FACTORY, BRIDGEPORT, CONN. 
NEW YORK CHICAGO SAN FRANCISCO , 


\ CONNECTICUT 
— 1”” DEVICES 


{7 






7 No. 980 
e Unit Receptacy 
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No. 6150 No. 6101 Combination Toggle Switch 
Bull’s Eye Combination Plate and Duplex Receptacle 


No. 6145 ‘# 
Bull’s Eye Combination Plate 
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Medel Number 952 






With aluminum lining, glass door panels, choice 
of open or enclosed hotplates, convenience outlet. 
A beautiful, graceful, compact range within the 
price of all. 










Standardized parts enable us to do it. 


100 List 


The New Standard Catalog Number 14 is now ready. 





TOLEDO, OHIO 
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McGraw Co. Changes 
Wm. Saitmarsh, former St. Louis 
anager for the McGraw Co., has 
een transferred to South Dakota, 
pecializing in utility business. Hal 

























> 


2. Edwards, who was sales manage 
nder Mr. Saltmarsh, goes to Omaha, 
n charge of the radio deparmtent. 
larry Sacks, senior city salesman at 
st. Louis, is acting sales manager 
ere. 

The company announces a smash 
ig campaign in all three houses 
Omaha, Sioux City and St. Louis), 
in Christmas heating device business 
nd radio. 

* * * 


Knight & Wall to Sell Electrical 
Supplies 

The Knight & Wall Co., Tampa, 

l'‘la., hardware jobber, announces the 

nstallation of an electrical depart- 

nent under the management of G. H. 

\Wygant, well-known to the trade in 

the south. The company is hiring four 

special electrical salesmen to call on 

contractors, central stations and deal ae i : es 

A group of jobbers gathered here and there. Tep, left to right: A. C. Kinzel, 

vice-president, Republic Electric Co., Cleveland, O.; J. Ll. Daeuble, vice-president, 

Special attention will be paid to res! Ohio Valley Electric Co, Louisville, Ky.; J. R. McColm, purchasing agent, Fobes 

° ° ° . i.e ort: > > r. Sj » Te ale metio age ius 

dence and commercial lighting, even Supply Co., Portland, Ore. Be low: Sidney Neu, sales prometion manager, Juliu 

, Andrae & Sons Co., Milwaukee, Wis.; Warner P. Sayers, secretary, F. D. Lawrence 

Electric Co., Cincinnati, O ; Harry D. Rei, Cincinnati district manager for Crouse 
lating and spraying plant for finish- Hinds; Chas. S$. Nolloth, and D. F. Coleman, both with Lawrence. 


crs. 


o the extent of installing an electro- 





ing fixtures. This is an innovation for 
: hardware jobber. Orleans. Prior to that he spent three Electrical Co.). Twelve years with 

Mr. Wygant’s last connection was years with the Wesco Supply Co., of Stone & Webster and 10 vears with the 
with Woodward, Wight & Co., New the same city (the old Gulf States Tampa Electric Ce. 








Sales meeting of the Tel-Electric Co., Houston, Tex. A (rear), E. E. Schmidt, W. G Balph (straw hat and glasses, 
iumber of these gentlemen are manufacturers’ agents or repre- front), A. J. Binz, Jr., C. W. Hadden (rear), M. 1. Gary 
entatives Left to right they are: R. S. (Bob) Wakefield (re- 
nember “Wakefield’s Weekly Wallop?”), D. H Kirk, RS. Dig a : : : a ; 
Clarke, T. G. McGlurkin, J. R. Fisk (straw hat, rear), Max _|~ F Phi'o, (straw hat, front), C. Musgrove, G. A. Synder, 
levy (glasses, front), CR. George, G. C. Gunther (rear), T. W. It W. Snell, A. J. Hense ool H. S. Hale (Fear). N. E. Harvey 
Muserove (glesces, front), A CC Wedemever Wo Vo ees -(Babe Ruth, front), C. W. Burney, Al. Ellis, George Freeman 
H. Harris, W. L. Byrd and Chas. A. Meier, Westinghouse. 


(glasses, front), H. C. Lobbey, Tom Partin, Ray Riggs (rear), 





rear), J. P. Wilmott (front, cigar), H. 
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Morris Blumberg, president of the M. 
Blumberg Electric Co., Detroit, Mich., 
while he has built up a large and efficient 
organization, himself, continues to be one 
of the hardest workers of the lot. Nothing 
ever worries him and he is always in 
a genial mood. He listens to every man’s 
story and says yes or no on the spot, 
which is one of the reasons why he accom- 
plishes so much and with so little lost 
motion. 





Pacific States Changes 

I’. J. Airey, manager of the Pacific 
States Electric Co., Los Angeles, 
Calif., announces some important or- 
ganization changes. H. F. Rea, as- 
sistant district manager, will be 
directly responsible for the office, 
warehouse and shipping room, and 
will assume supervision over the serv- 
ice organization. This will release 
him from all contact with sales activi- 
ties. 

C. H. Thrane has been appointed 
district sales manager and will as- 


sume direct responsibility for the sales 
organization, which will include super - 
vision over counter sales. 

* % * 


Gertler Opens Branch in 
Yonkers 


The Gertler Electric Cu., located at 
220 West 88rd street, New York, 
N. Y., has opened a branch office and 
warehouse at 59 Main street, Yonkers, 
N. Y. to serve the contractor and deal- 
er trade of Westchester county. A 
complete stock of supplies and appli- 
ances will be maintained at the new 
branch, which will be under the direc- 
tion of L. O. Barden, formerly a sales 
man for the company. William C. 
Guilford, for the past 12 years with 
E. F. Lantrey, Inc., Springfield, 
Mass., will travel the territory served 
by the new house. It is the contention 
of N. Gertler, head of the company, 
that a crying need has existed for a 
stock of electrical supplies in West- 
chester county on which the dealers 
and contractors of that territory might 
draw. Mr. Gertler also reports that 
Sidney Sacks, formerly with John J. 
Leahy and the Hirshfeld Electrical 
Supply Co., both of New York, has 
been taken on to assist behind the 
counter at the main store. 


* % * 


Piedmont Building New Home 
The Piedmont Electric Co., Ashe- 
ville, N. C., broke ground August 20 
for a new building to house the main 
offices and warehouse at Asheville. 
The location is on Patton avenue fac- 
ing Government street, only a short 
mashie shot from the Post Office. 
The structure will be four stories, 
steel frame, designed to carry two 








The friendly smile of this chap is «a 
true reflection of his genial character. Ni: 
wonder he has made a success of selling 
This is J. P. Carson, sales manager of the 
Western Electric Co. at Spokane, Wash 





additional floors. J. H. Fisher, form 
erly with the Sutherland Construction 
Co., builders of the George Vander 
bilt Hotel in Asheville, is superin 
tendent of construction on the Pied 
mont building and promises a record 
job. February 1, 1925, is expected to 
be the housewarming date. 

Wm. Farr, president and general 
manager, announces the addition of 
E. J. Ireland to the Greensboro sales 
force. Mr. Ireland was formerly 
with the Manhattan Electrical Supply 
Co., New York, N. Y., and later with: 
the Winchester Electric Co., Char 
lotte, N. C. 











This is a view of the warehouse of the Brown-Camp Hardware Co., Des Moines, Ia., which has built up a large and creditable ele¢ 


trical department under the present guidance of S. V. Alltmont. € 
but after having studied the situation severa] years to ascertain if it could serve the trade satisfactorily as well as economically. 


The company did not go into the electrical business over night 
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Clearsite Fuses 


‘The greatest development:in design and 
performance in plug fuses since the screw 


shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 


Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S: A. 
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Reckon the 


ought to 
two 


background 
about now for 
They are left to right, 
and Katherine Wetzel, of 
Flectrical Supply Co., 


the battery in 
test 40 amps 
reasons. 
Stella Jankus 
the Manhattan 
Chicago 





Rost’s Dealer Message 

title of a 
dealers 
president of the 
(2; It 
to the 
and busi 


Nelectra-grams” is the 


neat letter-page message to 
from O. Fred Rost, 
Newark Electrical 


features information of 


Supply 
value 
merchandise 


trade both on 


ness methods. 
x * % 
Credit Delinquencies in 
August 
The occompanying tabulation shows 
the number cf 
the National 


ciation by 


accounts reported to 
Credit Asso 
member manufacturers and 
1924, 


Electrical 


during July, and 


1924, 


jobbers 
\ugust, 
months 


as compared with the 
the previous 
the total 
amounts of the delinquencies. 
Number of 
and Accounts 
Menth Reported 
(‘entral Division 
July, 1923 724 
July, 1924 885 
August, 1923 739 
August, 1924 935 
New York 
July, 1923 
July, 1924 
August. 1923 
\ueust, 1924 
Philadelphia 
July, 1923 
July, 1924 
August, 1923 
August, 1924 
Vew Knaland 
July, 1923 
July, 1924 
August, 1993 
August, 1924 
Pacific Coast 
Julv, 1923 
July, 1924 
August, 1923 
\ugust, 1924 


same vear, to 


gether with amounts and 

average 
Branch 

Total 


Amount 


Average 
Amount 


$126.23 
285.79 
154.61 
117.49 


$ 91,394 71 
107,773.30 
114,261 15 
109,854.37 


152.00 
170 00 
LRE.O00 
167.00 


404 
356 
380 


61,434.00 
60,164.00 
70,770.00 
£9. 874.00 


20,651.30 
30,596 62 
20,660 96 
24,207.92 


3,062 23 
10,683.63 
5.117 10 
9,953.40 


9176 
180.97 


7,992.57 222.01 
616.00 32.42 
2,583 80 151.99 


2,564.12 170.94 


New Jobber House Organ 

Virginian Electric, Inc., Charleston, 
W. Va., has launched a company mag- 
azine that promises to be useful and 
as well as ornamental. It 
“The Virginian” and is edited 
Knight, vice-presi- 
company. It is filled 
matter and _ illustra- 


instructive 
is called 
by Edward Dana 
the 
interesting 


dent of 
with 
tions. 
* * * 

Wesco Issues Fixture Catalog 

The Wesco Supply Co., St. 
Mo., is distributing Lighting 
Catalog No. 760, a handsome 914 by 
i2 in. book of 140 pages, 36 of which 
The full fixture 
including floor lamps, port 


Louis, 
Fixture 


are in colors. line is 

covered, 

commercial units and glassware. 
te & 


Jobbers at Edison Lamp 
Conference 
accompanying photo was taken 
the August conference of the 
Lamp Works at Harrison, 
er Electrical 
sentatives in attendance 
Hettrich, Robertson-Cataract Electric 
Co., Buffalo, N. Y.; E. C. Bell, Gee 
Electric Co., Wheeling, W. Va.; G. 
P. Bouis, Scuthern Electric Co. Bal 
Md.: D. F. Coleman, F. D. 
Electric Co., Cincinnati. 
Ohio; W. H. Kyle and S. J. 
Philadelphia Electric Co. (Supply 
Dept.), Philadelphia, Pa.; R. L. Per- 
kins, South New England Electric Co.. 
Hartford, Conn.; C. A. Peck, South 
New England Electric Co., Hartford, 
Conn.; A. F. Grugle, Republic Elec 
Cleveland, Ohio; G. D. Adair. 
Carter Electric Co., Atlanta, Ga.; R. 
Hoak Swords Electric Co., Rockford. 
fil.;-¢( B-R Electric Co., 
Kansas City, J. Husson, Dou 
bleday Hill Co., Pittsburgh, 


ables, 


The 
during 
Edison 
jobbers’ repre 
were A. A. 


timore, 
Lawrence 
Cooper, 


tric Co., 


J. Sampson, 
Mo.; J. 
Electric 


Snapped outside the New 
Conn., branch of the Southern New Eng 
land Electric Co., C. F. Hine, on the left, 
takes care of the service end, while E. I 
(Ernie) Hulbert is in charge of sales 
C. F. succeeded in looking pleasant des 
pite the weight on his shoulders. 


Haven, 





Pa.; W. E. Ament, Union Electric Ce 

Pittsburgh, Pa.; Mr. Crotehfield 
Southern Electric Co., Richmond, Va 

T. D. Sherman, e.. 
Albany, N. Y., Rams:\ 
Wheeler Green Roch 
| ae 


Although essentially an illuminatio: 


Havens Electric 
Mr. 
Co.. 


and 
Electric 


ester, 


design course, time was provided fo: 


commercial engineering, advertising 


and merchandising, contracts and sales 


rules, service and consigned 


stocks. 


agency 





Electrical Supply Jobbers and Others in Attendance At the August Conference of 
the Edison Lamp Works. 
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OCTOBER 
CONTEST 


The September HEMCO 
Contest proved so popular 
it has been decided to con- 
tinue the same plan into 
October with the same 
p izes offered. To enter, 
simply register your name 
with us. 


Three 
Special 
Prizes 


The three prizes for the 
salesmen inducing the 
most dealers to enter the 
October Window Trim 
Contest, will be 


1—A Six Tube Radio Re- 
ceiving Set. 

2—A Handsome Watch. 

3—A Genuine Leather 
Traveling Bag. 


Contest opens October 
Ist. Closes November 5th, 
12:00 P. M. In case of 
tie equal awards will be 
made. 











Jobbers’ Salesmen 


USINESS is good—that’s the 

answer to the HEMCO “‘Bet- 
ter Business Campaign” launched 
in September—and it’s getting 
better every day. Dealers from 
every part of the country are en- 
dorsing and putting in _ special 
HEMCO windows. Put this ‘‘Bet- 
ter Business Campaign” plan up to 
your dealers. It will mean more 
sales for them and more orders for 
you. And don’t forget the prizes 
for Jobbers’ Salesmen. 


Winners for September will be 
announced soon. 


Perhaps you can win one of the 
October Prizes. 


Write us today if you have not rec2zived “The 
HemCo-Operator” giving full details 


of this unique contest. 


GEORGE RICHARDS & COMPANY /nc 


557 W. Monroe Street 


Chicago IIlinois 
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Electrical Sales Possibilities 
Analyzed 

The East North central section of 
the United States, comprising Ohio, 
Indiana, Illinois, Michigan and Wis- 
consin, leads as a potential market for 
electrical merchandising lines, accord- 
ing to an engineering analysis of the 
relative sales possibilities of different 
areas released by the Department of 
Commerce. 

Based upon definite statistical data, 
modified as specifically as possible ac 
cording to varying conditions in_dif- 
ferent sections of the country, the 
study shows that New York ranks 
first with a ratio of a potential 11 per 
cent, of the total electrical merchan- 
dising business of the country, fol- 
lowed by Pennsylvania with 8.5 per 
cent; Illinois, with 7.3 per cent; Cali 
fornia, with 6.3 per cent; and Ohio, 
with 6.2 per cent. 

In each case the percentage shown 
in that portion of the country’s 100 
per cent electrical merchandising busi- 
ness that should normally be expected 
from each of the different states. 

It is pointed out that the desire to 
use modern home comforts, or what is 
termed the “inclination to purchase” 
electrical goods for household or in 
dividual use, varies considerably in 
different states and is generally lowest 
in the east and southeast while it in 
creases gradually from there to the 
Pacific coast. 

The fina] results of the survey—an 
average of the analysis of factors ef 
fecting purchasing power and distri 
bution, are the De 
partment of Commerce as follows: 


7.6696 


summarized by 


New England 


Maine .7630 
New Hamshire . A513 
Vermont 3642 
Massachusetts 4.0514 
Rhode Island .6810 
Connecticut 1.3587 
Middle Atlantic 22 5556 
New York 10 9889 
New Jersey . 2.9961 
Pennsylvania 8.5706 
East North Central 23 8907 
Ohio 6.290€ 
Indiana 3.0775 
Illinois 7.8187 
Michigan 4.4269 


Wisconsin .. 2.6870 
West North Central eee 11.7527 
Minnesota. ................. 2.27838 
Iowa 2.5685 
Missouri . 3.0056 
North Dakota . 4335 
South Dakota 4914 
Nebraska 1.2031 
Kansas 1.7723 
South Atlantic 9.7085 
Delaware 2092 
Maryland 1.3139 
District of Columbia 55386 
Virginia 1.4953 
West Virginia 1.8500 
North Carolina 1 4830 
South Carolina 1 0896 
Georgia 1.4732 
Florida 7497 
East South Centra! 5.4797 
Kentucky 1.5895 
Tennessee 1.5710 
Alabama 1 31494 
Mississippi 9698 
West South-Central... 6.4624 
Arkansas 9075 
Louisiana 9940 
Oklahoma 1.4191 
Texas 3.1418 
Mountain 8.52°8 
Montana .7607 
Idaho 5218 
Wyoming .1999 
Colorado .9199 
Utah AE65 
Nevada 1668 
New Mexico 2175 
Arizona 2737 
Pacific 9.0450 
Washington 1.8549 
Oregon 8896 


California 6.3005 


This analysis, undertaken jointly by 
the Electrical and Domestic Commerce 
divisions of the Department of Com 
merce, is intended as a guide whereby 
manufacturers may determine the possi- 
bilities for market expansion in a given 
territory, and how much sales effort a 
territory might justify. 


* * * 


Describe This Stunt to Your 
Dealers 


An interesting merchandising plan 
employed by one of the dealers of the 
Sterling LTlectric Co., Minneapolis, 
Minn., is reported by E. A. Lindquist, 
purchasing agent of the company. 


This dealer to get a 
very cheap receptacle and a very 
cheap plate of about .030 in. thickness 
and which would bend if pressed very 
hard, some cheap wiring with real 
light insulation, some cheap switches 


arranged 


—just a few samples of each—and 
mounted them on a board. He then 
took similar samples of real Associa 
tion material and mounted them on an 
other board. 

When he gets out on the job he 
shows the customer what he is going 
to put into the house. He tells them 
if they want the cheap stuff he will 
put that in but if they want the better 











Somewhere, sometime there was a celebration. They never met this way accidentally. 
Left to right: R. T. Dunn, city salesman; F. McKee, correspondent; C. M. Dunklee, 
appliance specialist; E. P. Doran, city salesman; H. P. Bergman, correspondent: 


A. W. Warden, correspondent, and M. W. 


Glasgow, assistant power apparatus spe- 


cialist of the Western Electric Co., Pittsburgh, Pa. 
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Reflector Heater 
$7.50, Western 
$8.50 
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/ Flat tron $6.50, 
Western $7.50 


MAN 
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There are five different models of the Everhot Table Stove 
but all built on one practical design. Each Everhot is a 
“Portable Electric Range that operates from a lamp socket.” 
Steel bound, open type, range burners; range switches (in 
the three heat models); range durability—does range cook- 
ing yet consumes hardly more current than an electric iron. 


3 

Model T-2, two-burner, two heat Everhot (shown above) 

retails for $9.50; S-1, one-burner, $5.50; S-3, one-burner, 

three heat, $8.50; T-3, two-burner, three heat, $16.50; 

“Special,” one-burner at $3.50. Far West prices are slightly 
higher. 


Write for discounts. Please address Department 13. 
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Table Stove $9.50, 
Western $10.75 


Fee 
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Curling tron Ebony 
$1.75, Ivory $2.00) 
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Drying Comb 
Ebony $2.75, 
ivory $3.00 
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, Ivery Finish, $3.00 
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PRICE 


$6.00 


Moderate first cost 
Economy in the 
long run. 


A Brand New Voltage Tester 


Shows whether current A. C. or D. C.— 
indicates voltage—and requires no lamps 


Here is a brand new type of voltage tester—a Square D product—which 
indicates actual voltage, and does away with troublesome costly lamps. 


It also shows at a glance whether current is AC or DC—which a lamp 
will not do. 


This tester will sell readily—because it offers so many advantages over 
present methods of voltage testing; because it is backed by the Square D 
name and reputation; and because we are helping you sell it by advertising 
in the electrical trade papers. 


The Wigginton Voltage Tester, as offered by Square D, comes in one 
compact, pocket size that can be used for all low tension circuits up to 600 
volts. There is nothing to break or get out of order—the tester is enclosed 
in a light but rugged fibre housing. 


Everyone who has worked on electrical circuits knows the disadvantages of 
devices formerly used for estimating voltages—the constant breakage of 
lamps, the different sizes of lamps that must be carried for different voltages, 
the inaccurate suggestion of voltage obtained from the brilliance of the lamp. 


Anyone working on electrical circuits will find this new Square D product 
invaluable. It entirely replaces lamps in locating open circuits, blown fuses 
and motors running single phase. It may be used in emergencies as a 
voltmeter. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (64) 

BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 

burgh, St. Louis, Philadelphia, Cincinnati; .Milwaukee, Atlanta, 

Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 

New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 

BRANCH OFFICES: Toronto, Montreal 





Corporation Salesman, James S. Addis. 
of Listenwalter & Gough, Inc, Los An 
ge'es, Calif., reverts to type. His boss. 
C. EK. Listenwalter, sends this in with th« 
comment that evidently James does not 
believe in electric washers. 











a 
material he will put it in according] 
As a result his price is invariably 
high but he is interested in getting th: 


| jeb using regular Association materia! 


SQUARE D 


Manufacturers of the Square D Safety Switch 


and to make a reasonable profit o1 
his work. He has found this plan to 
work out very well and he is not onl 
having more satisfied customers, but 
is getting a volume of business whic! 
nets him a nice profit. It takes ver) 
little effort to mount these different 
samples and it works out very effe: 
tively. 








Hlere are the backbones of something © 
other. Left to right: M. Bellone, fixtu: 
manager, Fullerton Electric Co, Inc., Ne‘ 
York, N. Y.; Eddie Hansman, ex-Fulle: 
ton disciple, now with the R. Williamso! 
Co., and Lawson Page of the Fullerto! 
sales department. Eddie’s smile resulte: 
from a “fat” one. We can’t figure whethe 
the others are smiling with or laughing @ 
our cameraman. 
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When Your Customer Asks- 





Ou can tell him this~ 


Liberty Hot Plates Are the Leaders Because— 


Utility—tLiberty Hot Plates are especially de- 
signed to combine with the housewife’s cooking 
utensils and will perform practically every func- 
tion of any specialized heating appliance. 


Quality—Every model Liberty Hot Plate has made 
good everywhere as a dependable, durable elec- 
tric hot plate for cooking, baking, frying, boiling, 
stewing, percolating or toasting. Each model is 
guaranteed for one year and delivers universally 
satisfactory and troublefree service. 


Policy—Manufactured by the largest exclusive 
makers of electric hot plates, Liberty Hot Plates 
are distributed through established channels at 


fair prices, reaching the consumer as low-priced 
quality appliances. 


Profits—The margins are such as to assure job- 
ber and dealer good net profits. 


Advertising—National consumer advertising is in- 
creasing demand for the efficient Liberty Hot 
Plates. Fall advertising is focused on the Christ- 
mas Buying Season. 


Sales Helps—A wealth of sales helps, such as 
booklets, folders, window and counter cut-outs 
and easels, newspaper electros, etc., are available 
to assist the merchant in pulling trade to his store. 


October, November and December bring 34.3% of the whole year’s business! Urge every dealer to cash 
in with Liberty Hot Plates, the low-priced quality appliance leaders! 


The Liberty Gauge & Instrument Co. 


(World’s Largest Exclusive Makers of Electrical Hot Plates) 
6545 Carnegie Ave., Cleveland, Ohio 


New York Representative 
Industries Sales Co. 
132 Nassau St., New York, N. Y. 


Pacific Coast Representative 
R. H. Thiess 
216 Byrne Bldg., Los Angeles, Calif. 


The Complete Liberty Line 


Liberty Hot Spot............. ....$ 3.85; West of Rockies $ 4.20 
Original Liberty Improved... 2.50; West of Rockies 2.75 
No. 2-H Super 3-Heat.... 9.85; West of Rockies 10.35 
». +H Liberty Twin . 13.85; West of Rockies 14.75 
5-H Super Twin 16.65; West of Rockies 17.65 


Liberty 


| Hot Plates 


IBERTY USERS BECOME APPLIANCE BOOSTERS 
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Motion Pictures Feature Na- 

tional Lighting Campaign 

Motion pictures, in theaters, schools. 
churches, community centers, before 
civic and social organizations and else- 
where the. nation-wide 
educational campaign of the Lighting 
Educational Committee of the National 
Electric Light Association. 


will feature 


A motion picture, called “The Great 
Surprise” has just been completed by 
the Atlas Educational Film Co., Oak 
Park, Ill., and has been approved by 
the Lighting Educational Committee 
in a special showing of the film, at 
Cleveland. It is available for show- 
ing in every community where local 
concerns are co-operating with the na- 
tional association in carrying on the 
campaign and is $100 a print. 

“The Great Surprise,” put out with 
all the art of good showmanship and 
enacted by a cast of professionals, is 
the story of American 


an average 


A Scene from 


“The Great Surprise’. 





mother and two 
They live in a so-called 


family—tather, 
daughters. 
modern home. The elements of human 
interest are introduced at once, creat- 
a realistic atmosphere of every 
American life in the middle class 


ing 
day 
dwelling. 

Mother is in a sanitorium, due to a 
nervous collapse. The older daughter 
housework while the 
younger one is in school. The evening 
meal finds father trying to make peace 
between the children for, there is the 
bug-bear of “doing the dishes.” The 
glaring light over the dining table 
throws a harsh, blinding radiance in- 
to the tired eyes of the family, add- 
The meal 
is hurried through for it is unpleasant. 


is doing the 


ing to the nervous strain. 


The reason why washing dishes is 
so laborious is apparent when the 
kitchen sink is found to be in darkness 
if the worker stands in front of it. 
The living room is the worst of all. 





Mother’s Homecoming Brightened by 


An Improved Lighting System. 





The fixture with its ungainly, out 
stretched arms bearing two garis|) 
white lights makes the place ugl\ 
Dad is in his own light when he tries 
to read. Sewing or playing the piano 
are equally impossible. 


It is the younger daughter who 
finds the solution. She returns from 
school with an electric light primer, 
announcing she has joined the Hom 
Lighting Contest. The family be 
comes interested. They decide that 
their home is the horrible example. An 
expert is called in from an electric 
shop. He points out the faults in th 
fixtures and the wiring. The glaring 
light in the laundry and the other in 
correct conditions are explained to tl 
interested father and daughters. 

The result is a change in fixtures 
and some minor changes in the wiring. 
Softly shaded lamps and center fix 
tures with inverted lights shrouded in 
delicately tinted globes are installed 
The living room becomes a place of 
beauty, of comfort. The dining room 
with its shaded center light sets off 
the silver and crystal upon the table. 
at the same time furnishing ample i! 
lumination without eye-strain. 

A light over the sink and a shad: 
for the center light lifts much of th 
laboriousness from kitchen tasks whil: 
in the laundry the new enameled 
steel dome over the light throws 
bright glow over the tubs and ironing 
board but leaves the eves of the work 
er shaded. The bathroom also under 
goes a change. Two lights take tl 
place of the one which had caused 
father to break all his resolutions an: 
some of the commandments. 

The accompanying photo, by Atl: 
shows mother returning to find tl! 
whcle house, from laundry to bedroom 
and attic a place of wonder,—all di 
to a few lamps and the right kind 0! 
wiring. A transition as complete h: 
taken place in the family. Headach« 
eye-strain, tired nerves and backaclh: - 
are ailments of the past. It is 
pleasure to live in the “electric home 
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“Notice the Lightin | 4 5 


BRAQUETTE, 


The New 
Lighting Specialty 


A BRACKET FOR A 
THOUSAND USES 



















Principally 





For Homes — Bedrooms, Bathrooms, Halls, 
Kitchens, etc. 





For Business — Confectionery Stores, Soda 
Fountains, Beauty Parlors, 
Barber Shops, etc. 


Fully protected by design and 
mechanical patents applied for. 


A Universal Staple Bracket 
It Simplifies Stock 


Reduces Merchandise Investment 
Increases Turnover 


Posseses Merchandising Possibilities 
that Appeal to Jobbers and Dealers 











Correspondence to obtain further particulars in regard to 
the product, its price, and the great market for it, is solicited. 





AMERICAN LIGHTING PRODUCTS COMPANY 


STATION A + CLEVELAND, OHIO 





THE JOBBER’SfA]SALESMAN 
—_ 








Boost Your Sales 


with ABolites 


(Porcelain-Enameled Steel Reflectors) 


Deep Bowl ABolite, “‘S” or 
Shade Holder Type 


OR localized lighting, here’s the 

ABolite unit for getting big or- 
ders. Larger sizes are O. K. for 
general lighting, hung high; 


Because— 


The angle of cut-off is lower than | 


that of the RLM Dome, thus afford- 
ing almost complete shielding of the 
direct rays. For close-up work, a 
frosted bulb helps diffusion. 


Have You Your Copy of 
Catalog 177-A 


5 Big Sales Points 
about ABolites 


Correct Design assures right light 


distribution. 


between dies on 


Accurately made 
“spun” as are 


powerful presses—not 
ordinary reflectors. 


Detachable Reflectors—an important 
feature on most ABolite types—per- 
mit the contractor to get the installa- 
tion passed even before the reflector 
types are decided on; makes cleaning 
easy, too. 

Low Stock Investment—ABolite in- 
terchangeability makes it easy to 
keep a full line, and speeds rush or- 
ders. 

Made For Service and Satisfaction— 
every operation being done in our 
own plant. 


AB PRODUCTS DIVISION 
The National Screw & Mfg. Co. 
CLEVELAND, O. 








The Western Electric Co., Minneapolis, Minn., was responsible for the lighting of 


this wonderful four-story billiard and bowling emporium. 


In five years this business 


grew from a few tables in a back room to the finest place of its kind west of New 


York. 


illumination has been the biggest factor for success. 
There are also 32 bowling alleys. 


shown here cost $28,000. 


Its interest to the electrical trade lies in the fact that after service, proper 


The carpet in the billiard room 





New York Jobber Holds Lamp 
Meeting 

Effective August Ist, W. R. Os 
trander & Co., New York, N. Y., be- 
came distributor for the Bryan-Marsh 
New York. To 
acquaint the salesmen of the company 
with the sales and advertising policies 
of the National Lamp Works, a meet- 
ing was held in the jobber’s quarters 


Lamp Division of 


on July 31, with 52 executives and 
salesmen attending. The accompany- 
ing photograph shows one of the ses- 
Speakers included J. K. John 


Bogart of the New 


sions. 
ston and H. G. 


r’ Bryan-Marsh Division, and P 
B. Zimmerman and Dr. C. A. Eaton 
of the National Lamp Works, Nela 
Park. 

A very entertaining and instructiv: 
part of the program was the presenta 
tion, by W. R. Ostrander & Co. sales 
men and Nela Park representatives, ot 
a merchandising play called “Stepping 
It Up.” The action points out the 
four fundamentals of lamp merchan 
dising and shows the transition of « 
dealer from a poor merchandiser of 
lamps to a good one. 

W. R. Ostrander & Co. is one of th 


Store of W. R. Ostrander & Co., Whose Salesmen, With Bryan-Marsh Men, Are 
Seen Staging a Lamp Playlet. 
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Are Your Dealers in Step 
With the Home Lighting Contest? 








+ Folders, 





I 








amen 


October 








Start Demonstration feature 
aud Exhibit Work before 
Civic Organizations 























nouncemer, 


Mm pyimer d 
Car yds 4 


Distr vt tio 
Regist 






NTEPS that lag a little behind, or crowd a little 
ahead, are wasting your opportunity and handi- 
capping your entries in the Home Lighting Contest. 
lo assure the utmost educational effect, folders, regis- 
tration cards and Primers must be distributed prompily, 
model homes opened on the proper day, and lectures 
and demonstrations started on schedule. It’s worth 
while to keep an eye on the calendar and tie in every- 
where you can, as closely as you can, with each step of 
the national activity. 


Remember that all work must be received by the 
Lighting Educational Committee, 680 Fifth Avenue, 
New York City, not later than December 1 5th. 


-| October 











51 


Have Work of all 
oc in 
Your Hands 
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® NATIONAL ®@ 
MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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Urge your dealers to stock a few 
DENZARS 


Even in small towns some- 
one is always wanting better 
light for a_ store, office, 
school, church, hotel, res- 
taurant, bank or theater. 
With a few samples in stock 
to demonstrate the perfect- 
ly diffused and glareless il- 
lumination provided’ by 
DENZAR your dealers can 
pick up many profitable or- 
ders. 

The great variety of styles 
and sizes in which DENZAR 
is now made— including 
both plain and ornamental 
types—makes it easy to se- 
lect a unit exactly suited to 
each particular job. 
Hundreds of dealers in all 
parts of the country are 
cashing in big on DENZAR. 
Repeat orders prove its pop- 
ularity. Plant a few samples 
of DENZAR with each of 
your dealers and it will not 
be long before you have a 
crop of orders. 


BEARDSLEE CHANDELIER 
MFG. CO. 


218 South Jefferson St., 
Chicago, Illinois 





i 











This is Wm. Schlewinski of the Post- 
Glover Electric Co., Cincinnati, O. He 
hangs his hat in the store and has been 


| making the dealers happy for many a long 


year. Bill broke into the game when Chi 


| was a flag station—knows all about wood 


cleats, Sawyer-Man cutouts, etc. 





| old established manufacturing and 
| electrical supply jobbing houses in 
| New York. It bears the name of its 
| founder, whose successors as president 


have been J. B. Feck, deceased, and 
C. P. La Shelle, the present incum 
bent. Besides the latter, present of 
ficers of the company are: W. H. 


Vogel, vice-president and H. Cash 


more, secretary and treasurer. 





Here is Frank L. Comins, who recentl) 
joined the sales force of the Universal 
Electric Co, San Francisco, Calif. Good 
hunting, Frank. 





i \ctober, 1924 











THE JOBBER'’SMIJSALESMAN 











You still have time to start 
a Home Lighting Contest 


Don’t wait for the other fellow 
to start. You do it. 


Join this great activity to protect 
the eyesight of our children by 
showing the people how to prop- 
erly use electric light in the home. 


Send for Plan Book containing 
methods of operation. Thousands 
of communities are basing their 
contests on it. 


Time is getting short. See your 
light company, get in touch with 
the director of your district, and 
plan your contest now. 


Remember all local contests must 
conclude by December Ist. 


680 Fifth Avenue New York. N-Y. 








The 
LIGHTING EDUCATIONAL COMMITTEE 





Additional List of Subscribers 
to the Lighting Educational 

Committee 

L. Beyer & Company, 

Cievecanp, Onto. 

The Bryant Electric Co., 

Bainceport, Conn. 

Central Tube Company, 

PrrtspurGH, Penn. 

Chicago Fuse Mfg. Co., 

Cuicaco, Itt. 

The Frankelite Company, 

Cievetanp, Onto. 

Garland Mfg. Company, 

PittspurGu, Penn. 

Herwig Art Shade Lamp Co., 

Cuicaco, Itt. 

Phil R. Hinkley, 

Cievecanp, Onto. 

Hygrade Lamp Company, 

Satem, Mass. 

The Jefferson Company, 

Fottansbee, W. Va. 

The Kayline Company, 

CLevELAND, Oui0. 

Moe-Bridges Company, 

Mirwaukeg, Ws. 

National Metal Molding Co., 

PittspuRrGH, PENN. 

Northern Electric Co., 

Montreal, Quesec, Can. 

The Perfectlite Company 

CieveLann, Ouxi0. 

Eugene F. Phillips Elec. Wks.,Ltd. 

Mownrtreat, Quebec, Can. 

Steel City Electric Co., 

PittsBuRGH, PENN. 

Albert Wahle Company, 

New York Crry, N.Y. 

The F. W. Wakefield Brass Co., 

VerMiLion, Oxo. 

The Okonite Co., 

Passaic, N. J. 

Hubbard & Co., 

PrrrspurcH, Penn. 

Corning Glass Co., 

Cornine, N. Y. 

E. H. Freeman Electric Co., 

Trenton, N. J. 
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POINTS of SUPERIORITY 


of “Red Spot” Hangers 











ITH this simple fitting, which 


comes free with each “Red 

















Spot’’ Hanger, the canopy switch for individual 
control is quickly and easily mounted “‘direct to 
the main support of the fixture” as required by 
code. There is no strain on the canopy, no chance 
to loosen it by constant pulling on the switch 
cord. It makes a better job for the customer with 
less trouble and no expense to the contractor. 


This is only one of the famous ‘‘!7 Points of 
Superiority” that make ‘Red Spot”’ the preferred 


commercial hanger. 


are used pay the lighting contractor the 
maximum profit, they give the customer 
the maximum value, and they pay you— 


because 


“RED SPOTS” 


are 


Sold Only Through Jobbers 


Jobs in which “Red Spots’’ 

















The F. W. Wakefield Brass 


Company 


Elberta Street, Vermilion, Ohio 


Pacific Coast Representative, Geo. A. Gray Company, 


Los Angeles and San Francisco. 




















Get new 
data on 
“Red Spot” 
Ornamental 


Hangers 























| Flood-lighted Safety Zone in Cleveland. 





Lighted Safety Zones Save 
Lives 

In the September number 
“Light,” W. E. Conley tells how t! 
city of Cleveland found a way to mak 
streets safe for pedestrians at nigh 
Action was taken as a result of acc. 
dent investigation by the city, backe:! 
by figures from other municipalities 

A nationwide study in 32 citi: 
conclusively that 17 px 
cent of the fatal accidents occurrin 
at night are directly traceable to in 


showed 





sufficient light; in Cleveland in on 
year’s time there were recorded for 
two poorly lighted main thoroughfares 
seven and one-half times the number 
of fatal accidents that occurred on tw» 


| well lighted thoroughfares bearing an 


equivalent amount of night traffic. 
The campaign centered on streets 
carrying car lines and having safets 


zones because these thoroughfares 


| when poorly lighted have furnished 
| the majority of fatal night accidents 


Engineers of the National Lamp 
Works, at the request of the Cleve 
land Safety Council, designed and 
tested a system for adequately light 
ing safety zones. A trial installation 


| at Superior avenue and East Thirtiet! 





| a concentrated 
| projector, 


street is shown in the photo below. 
The result was a narrow beam 0! 
light, without glare, illuminating tl 
entire zone (4 by 75 ft.), and varying 
from 16 foot-candles at the entrance 
of the zone to two foot-candles at th 
far end. A reporter for the Cleveland 
Plain-Dealer wrote that an individua! 
on the “platform of light” could b 
seen for more than two blocks. ‘I 
accomplish this result for each zon 
beam flood-iightin 
500 - wat! 
lamp = and 


employing a 
Mazda C __ flood - light 
equipped with a ribbed glass cov: 
plate, is employed. It is mounted : 
a height of 23 ft. above the street an 
about 20 ft. back from the zone limi! 
The beam is, of course, projected | 
the direction in which traffic moves. 
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Decorated Ivory 


Decorated Bronze 


New $3 Decorated BUSS Clamp-o-Set! 


It sells on sight and makes the retailer an even $1 profit 


the Buss Clamp-o-Set. Probably have sold many of 

how it clamps—how it hangs—how it adjusts, and how it 

wherever light is wanted. Here is a new Clamp-o-Set 
retailers profits—it 

ne 


KIIOW 


ice 


them. You know what a handy 

may be carried around from place to 
Decorated Clamp-o-Set it will increase 

will increase 

mechanical features as the 

Same fi 


sales. 


regular Clamp-o-Set—clamps anywhere—adjusts any position—hangs 
home and office uses in hundreds of ways and places and in addition is exceptionally beau- 
ll, blending and harmonizing with any color scheme or 
loes not take the place of regular 
and the all ‘round usefulness of 
» people who never 
Sold anywhere, to every on 
hard to believe that such a | 
to the retailer of 
this new 


room decoration. 
2 Clamp-o-Set. It fills 
the Clamp-o-Set. It 


$2 


two fields—the 


will give 
Id t 


want of 


a decorated 
you new sales 


owned a 
Sets 


Clamp-o-Set. Sold to people who already have one or more Clam 
on sight 

¢ ] 

eautifu 


a full $1.00. You 
decorated 


S article with so many 
can easily figure 


uses can be 
Buss Clamp-o-Set. 


retailed for 
what a 


big market there 


BUSSMANN MFG. CO., ST. LOUIS, MO 


Clamp-o-Set 


$3.00—with ; 
is f« ge €y¥ery 














She Handest fight in the World 
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The advertisement repro- 
duced here appears in the 
October issues of Electrical 








Merchandising, Electrical 
Record, Electrical South, 
Electrical Retailing and Light- 
ing Fixtures and Lighting. 
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HOME LIGHTING 


Has Your Town 
Started a Home 
Lighting Contest? 


ING 
OM UCT 
CONTESS 








To Jobbers’ Salesmen 


AGAIN we are telling Edison Mazpa Lamp 
Agents and prospective Agents about the new Par- 
rish emblem. It makes your job easier and the em- 
blem and the display material built around it make 
it easier for Agents to sell more lamps. 
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Bread and Butter Business 





No. 1425 
Loxon $6.00 Dozen 





No. 1420 
Loxon $6.00 Dozen 








No. 4675 ~GY/f4Z 
Bulldog 7 /, 


No. 4645 
Crescent 
$2.50 


No. 1450 
National $2.50 


Star Soldering Paste 
Approved by National 
Board of Fire Under- 
writers. 

This is another steady 
seller A high qualit: 
soldering flux 


2775— 2-oz. box $0.30 
2776— 4-oz. box .40 
2777— 8-oz. box -70 
2?778— 1-lb. box 1.20 
The 2-0z. box is fine fo: 


the radio. sections. of 
dealers’ stores. 





Levolier 


Heavy Dury Put Sockers 
eave Dur 






| PECGILL 


MANUFACTURING CO. | ::: 


VALPARAISO - INDIANA 


That is the way one contractor- 
dealer referred to McGill Portable 
Lamp Guards and Loxon Lamp 
Guards. There is a good, steady 
profit in these items for the dealer 
who shows them. There is a good 
steady sale for the Jobber’s Sales- 
man who points out the profit pos- 
sibilities of these items to dealers— 





Do you know— 


Manufacturers in every line of business 
are familiar with the economies and ad- 
vantages of Loxon Lamp Guards. For 
years these manufacturers have been 
reading in their favorite magazine about 
the lamp guard that locks on—the 
guard that stops theft and keeps lamps 
where they belong. 


The introductory sales work on Loxon 
Lamp Guards in the way of advertising 
Between you 
and your dealers, you can get a mighty 
nice volume on Loxon Lamp Guards 
from these good prospects. 


has been done for years. 


McGill Portables are in a class by them- 
Each has a friendly grip and 
perfect balance. The guards are correctly 
designed and strongly made. 


selves. 


We are carrying the tmessage of 
McGill Portables and Loxon Lamp 
Guards to. dealers this month. 
You can pick up some of this 
‘“‘bread and butter’’ business by 
talking these items now. 


wy mw 
CHATTERTON COMPOUNDS 


ESTABLISHED 19004 














| To Tue 





The unlighted safety zone is a hay: 
for pedestrians in daytime only. T 
addition of flood-lighting means - | 
The lighting of the. 
zones should not be confined to strec', 
with inadequate lighting—it must 


hour safety. 


considered an adjunct to good lig] 
ing—not a substitute. All indicatio,, 
point to a wide and increasingly in 
portant field for this particular illum 


nation. 
* * * 


The Central Station and the 
Lamp Business 
Epiror: 

The article on page five of Sep 
tember Jopsper’s SatesMan  [ “The 
Factor that Keeps You in Business, 
by Kenneth Lindsay], while it is « 
good one does not seem to be written 
entirely in line with the policy of the 
magazine which is advertised as “Th 
Magazine of the Wholesale Electrica! 
Distributor and his Salesmen.” 

The part I am interested in is that 
part on page six devoted to lamps, in 
which the your article 
that station 


writer of 


states “Central lam) 


| business can be increased very mate 
_rially by the jobber’s salesmen who 


can sign contracts in their smaller 
towns for the purchase of lamps 
through the central station contract.” 
Permit me to point out the fact that 
the great majority of central stations 
are now owned by syndicates, all of 
their lamps direct 
from the manufacturer. So when you 


whom purchase 
advise jobbers’ salesmen to sign lamp 
contracts for service through central 
station contracts you are advising 
them contrary to their own interests 

What should be done is to make 
a strenuous effort to convince the cen 
tral station managers that it would go 
a long building up 
valuable local good will in the vari 


ways towards 


' ous towns in which their plants ar: 
| located if they were to get out of the 





' year in comparison to what they cou’ 





lamp selling business altogether and 
leave this business to the hardware 
and electric stores who are right!) 
entitled to it. If this is done, then 
the jobber’s salesman can really pus! 
lamps in every town in his territor) 
and would be able to sign lamp cor 
tracts direct through his house. 


Another thing which should | 


worked on is the practice of centra! 


stations of cutting lamp prices to suc’! 


4 


an extent that local Mazda agen’ 
(who are compelled to mainta 
prices) can sell very few lamps p:' 
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$1000.00 


forWindows! 


The Big Benjamin Two-Way 
Plug Window Contest is on. 
Forty-three handsome Mer- 
chandise Prizes. 


Every ‘Dealer 


Eligible 


Write for your Hallowe’en Trim 
—it is free—and full particulars 


Benjamin Electric Mfg. Co. 


120-128 S. Sangamon St., Chicago 


247 W. 17th St., 580 Howard &St., 
New York San Francisco 
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Part of the organization of the Nor 
Coast Electric Co. of Portland, Ore. B 
Wheat, manager, is fifth from the left. 














sell if the central station maintainc| 
lamp prices or went out of the lam) 
business altogether. 

The writer feels that a series 0 
articles along these lines would be 0! 
great and encouraging interest to tli 
electrical jobber and his salesmen. 
F. J. NeumMan> 


* * %* 


| Walt Mason on Electric Lights 
| In his well-known poetic writings 
7 on subjects of popular interest Walt 
_ Mason does not forget how the science 
Indisputable _of electricity has benefited modern 
e /man. Here is the way he describes 

Evide nee / the blessings of electric light: 

° | “When in my cosy room o’ nights, | 
count my blessings every hour; I push 
a button and the lights shine forth 
with potency and power. Last night 
the button failed to work, some dyna 


mo had broken down, and midniglit 
shadows seem to lurk o’er all the sore 































The best proof of the consistent, dependable 
service given by Hartford Time Switches is 
their continued and increasing use by the lead- 
ing industrial plants, the U. S. Government pe 
ane and saddened town. 

and Central Stations throughout the country. we , 

q : Pb ‘ My aunt produced an ancient lamp, 
In fact, Central Stations have considered with misfit glass and shade of green. 


and its exterior was damp with evil 


smelling kerosene. I cranked it up 
Time Switches 


and lit the wick and said, ‘Now, w: 
standard practice for twenty-five years. 


shall have some light;’ the smoke it 
sent forth dark and thick, increased 
the blackness of the night. When 
turned too low it gave no light, when 
turned too high it acted drunk, and | 
exclaimed, ‘Confound the wight who 
You will make no mistake in recommend- ever made such hopeless junk!’ 
ing these Time Switches to your customers. iar op ris . wr ae, nes 
\ ° ys a ° . ectl more important chores, and ! 
There is a Hartford Time Switch in just the | the end saw it explode, and blew my 


right tvpe and capacity for every switch pur- 
, . . ] 


aunt clear out-of-doors. My clothes 

| were wet with kerosene, my hide was 

| full of broken glass and neighbors sa) 

they wist and ween my language 
shriveled up the grass.: 

“Our fathers used such dizzy tra)» 

i : | to light their home and thought them 

A. ALL BERR : great, and much I fear we modern 

| chaps don’t realize our rich estate. | 

General Sales Agent count my blessings, count them ai. 

, since with that coal oil lamp |! 

71-73 Murray St., New York, N. Y. vias i Mane sient | 

and lo, the light to me is brought!” 
—Arkansas Utility News. 


pose. 


Latest Bulletin gladly sent on request. 
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Showing new detach- 
Plel(metia caarteteme (te leoe 
able acorn. Acorn has asy to ttach 


no loose parts to get lost. 


Show dealers how this new Hub- 
bell Pull Chain Candle Socket 


saves time and labor. 


sandal 


The hickey screws are above the 
level of the candle plate. The 
socket body can be quickly at- 
tached to’ the detachable hickey. 


EN a ee ee ee 


New — superior — your oppor- 
tunity for some very profitable 
business. 


2519-U 


No. 3927 
With attached short 
hickey. 
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Cincinnati Jobber Remodels 


In the accompanying illustrations. 


is shown the general arangement of 
the re-modeled quarters of the F. D. 
Lawrence Electric Co., 217-219 West 
Fourth O. Tae 
building is five stories in the rear 
and four in the front. The company 
has this location for 20 
odd years, starting with half the first 
floor and part of the basement. To- 
day it has the entire building and 
the of 
tures extra 


street, Cincinnati. 


been in 


adjoining struc- 
The 


building has recently been remodeled. 


basements 

for warerooms. 
This includes new wiring a sprinkler 
system and many time saving devices 
which have proved satisfactory in 
every respect. 

On the first floor are kept all of 
the fast moving shelf articles, such as 
wiring devices, appliances, specialties 
of all kinds—items that the contrac 
tor will purchase and which are used 
a great deal by industrial plants. 
The order filling department is also 
located the first floor. If the 
order calls for materials located on 
the floors above, they are obtained 
the of 


placed on an elevator in the rear of 


on 


by use inter-house phones, 





the building and sent to the ship- 
ping room. At the order filling 
bench there is a roller-chute shown 
in one of the photos leading to the 
packing bench in the shipping room 
where the orders are gotten together, 
checked, packed and 
trucks. 


put on the 

Another photo shows the sales of- 
fice with Warner P. Sayers, secre- 
tary and sales manager and his “‘ad- 
jutant,” Howard Holiday. The sales 
office is placed directly across the 
main aisle of the store from the city 
This 


the sales department to be on the 


counter. enables members of 





lookout for out-of-town and_ other- 
| acu see = 
QUTEATIOME ag ts 
He 





Lavies Mars 
REST Root 





ELEVATOR * 





| MALL AND 





paar serra) 
ne 








pie. s'avo 
Lane ORF TS 
GENRRAL. ASIENBLY MALL, pani 








Lawrence—Roller Chute from Shipping Room to Packing Bench. 





PRE. SIORNTS 
orn 





Lawrence Office Floor Plan. 


with Special Sling for Pipe. 











wise important customers, keeping tl 
quality of service at its highest. 

On the second floor front is th: 
new office. Plenty of room for every 
body without stepping on each other's 
toes when trying to get about. Wel! 
lighted by the use of X-Ray indi 
rect lighting fixtures, well heated by 
the use of a new heating plant and 
well ventilated by the use of Ameri 
can Blower ventilating equipment 
The morale of the employees has 
been boosted to a million since quit 
ting their old cramped quarters and 
getting some place where they could 
at least work in comfort. 
the photos are the billing and quo 
tation departments, also the lobby 
and office entrance, with switchboard. 
etc. In addition there is a sketch of 
the general office floor plan. 

On the second floor rear, is a 
double-decked lamp stockroom also 
illustrated, with the space along the 
sides allotted to stocks of safety 
switches, and a few other fast mov 
ing items that must be reached quick 
ly. On the third floor, a misce! 
laneous stock is kept. Reflectors. 
wiring devices, X-ray reflectors, loom. 
and all the lighter materials. Thes: 


Shown in 
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Holiday Stocks of 


‘Yotpoitle Servants 


Should Be Ordered Now 


URING the next few weeks 

every jobber salesman should see 
that his dealer friends cover them- 
selves on their Holiday Hotpoint re- 
quirements. Indications point to 
heavy last-minute rush orders with 
stocks low. Protect your dealers 
against this condition by getting their 
orders placed at once. Every year 
sees an enormous increase in the 
demand for “Hotpoint Servants” — 
particularly for gift purposes. 


Twelve new appliances added during 
this year to the already large selection 
of “Hotpoint Servants” affords by far 
the most complete range of necessary 
household electric devices. All are 
quality merchandise, beautifully de- 
signed and built for long, highly-sat- 
isfactory service. 


Concentrate on Hotpoint—the line en- 
dorsed by public approval, evidenced 
by an enormous popular demand. 








A POPULAR LEADER 





VERY boy and his dad are prospects 
for this convenient, ever-ready elec- 
tric soldering iron. Just the thing for the 
countless radio sets and automobiles in 
every community as well as for house- 
hold repair jobs. Does the finest work. 


Built for long service, with famous Hot- 
point “sheath wire” heating unit in 
heavy copper chisel tip. Comfortable, 


ebonized handle on steel shank. Separa- 
ble plug prevents snarling and breaking 
cord. ‘ 

Attaches to any 110 volt socket. Com- 
plete with a rest and a supply of rosin 


core solder in a carton. 
$2.25 
eee as 


Retails 
at 














EDISON ELECTRIC APPLIANCE CO., Inc. 


5612 West Taylor Street 


Chicago, Illinois 


BOSTON + NEW YORK + CLEVELAND + CHICAGO « ATLANTA « ST. LOUIS « SALT LAKE CITY « ONTARIO, CALIF. 
Canadian General Electric Co., Ltd., Head Office, Toronto 
Factories: Chicago, Illinois, and Ontario, California 


ee 


a 
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Jobbers’ 


Salesmen! 


Which are you selling— 
merely “lighting units” 
or correct illumination ? 











































WHEELER 
STANDARD 


Meet the industrial light- 
ing requirements of your 
customers with 


Wheeler Reflectors 


and you will be providing 
them with the most correct 
lighting system equipment 











The Wheeler Group “‘H” (Stand- 
ard RLM Dome) Reflector, a unit 
presenting a continuous surface so 
proportioned that with a corres- 
ponding Mazda “‘C’’ lamp, the fila- 
ment center will be cut off from 
view at an angle of 17'4 degrees 
below the horizontal, giving a wide 
light 


of undue concentration of light 


distribution with avoidance 
immediately below the unit and 
an average efficiency of 75 per 


cent of the light generated by the 
bare lamp. 


WHEELER 


Wheeler Reflector Co. 


BOSTON, MASS. 

















| department. 


| been 


| are all very easily handled items and 


are kept in sections aranged so that 
even without the use of a card system, 
stock taking would be a very easy 
matter. 


On the first floor rear is a special 


| room used for condulets only with 
_ shelving arranged so that even for 


a novice it would be an easy matter 


to make up an order for condulets. 


—e 





Lawrence Double Deck Lamp Stock. 


In front of the condulet room is 
another room where a large reserve 
stock of appliances are kept. Fans 
are also kept in this room so as to 
have them close to the order filling 
In the basement, to the 
rear of the shipping and receiving 
departments, conduit stock is placed 
in bins especially arranged for same. 
Pole line hardware, insulators, etc., 


are used to stock wires, cables, etc., 


and all reserve stocks of all other 
equipments. 
A crane hoist (see photo) has 





Lawrence Sales Office. 


installed in the back of the- 
building, for the purpose of unload- 
ing conduit, heavy reels of wires and 
cables, etc. By the use of a special 
sling, conceived by one of the com- 
pany’s truck drivers, conduit is hauled 
from a railroad siding, some seven 
blocks away, and unloaded at the rate 
of an extra large size car in one work- 
ing day. Before the crane was in- 
stalled, it took at least two days and a 
half to unload a car of pipe by hand. 
Reels of wires and cables weighing 
up to and over three tons are handled 
with considerable ease too and from 
the trucks. By the use of the crane 
it will not be necessary to replace 








Lawrence Office Entrance. 


the concrete sidewalk where it mig! 
be cracked, chipped and caved in b 
letting these heavy reels drop from 
truck to the walk. 


As a general result of this remo 
eling, and proving its worth to tl 


business, the officers state that tl) 








Lawrence—Purchasing and Quotations. 


morale has been “boosted to a mil 
lion” and a new atmosphere created. 
More and better work is done |} 
cause of plenty of room, light and 
good tools to work with. Also error, 
have been reduced and customer ser\ 
ice improved. 


* * * 


Merit System in the Shipping 
Room 
An interesting idea is presented ii 
a letter received from the Hyland 
Electrical Supply Co., Chicago, whic!) 
follows: 


Tue Josper’s SALESMAN: 

We are planning the installation of son: 
sort of a merit system in our stock as 
sembly and shipping room. What we wan 
will probably be something that will tak: 
into consideration the time of reportiny 
in the morning, errors, etc. It strikes us 
that some of your subscribers may at som 
time have had a system of this sort;in us 
Is there anything that you know of ? 

Hyland Electrical Supply Co., 
Chas. H. Weicensang. 
Sales Manager. 

Who has installed a merit systev 
of this sort, either in the shippins 
room or in other departments? Thos 
who have will confer a favor by sen 
ing a description of their system an‘! 
the results obtained, which will | 
printed in THe Joppers’ SALesMa 
for the benefit of all. 
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THE FITZ-M-ALL Moves 


FROM YOUR STOCK ROOMS 


Fitz-M-ALL 


OUTLET BOX HANGER 









































As Used on Conduit 
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Jobbers and their salesmen | 
have found the FITZ-M-ALL is | 
accepted by their trade. It’s | 


giving the best kind of service 


on the job and is accordingly | 
making a lot of money for con- | 


tractors. 


The FITZ-M-ALL Outlet Box 
Hanger can be used with equally 
good results on old or new work 
with either conduit, loom or 
armored cable. It can be posi- 
tioned up or down for deep or 
shallow boxes, in or out to the 


exact position desired. 


Any style box can be used. 
It does not interfere with con- 
duit pipes, cable or wire. It is 
made in two sections for easy 
and quick installation on all 


work. 


It can be used between stud- 
dings for side outlet boxes, as 


the two sections may be made 
into an adjustable bar which ex- 
tends from studding to stud- 
ding. The clip fastens the box 
and at the same time clamps 
the bars together. 


Put FITZ-M-ALL in with all 
your contractors. They'll install 
them on all their jobs. FITZ- 
M-ALL won't stay in your stock 


rooms. Send us your orders. 





THE KRUSE 


The Kruse Switchbox Sup- 
porting Strip is a packaged prod- 
uct. It comes in 1644 inch 
lengths. Made of soft metal and 
is easily snipped. Lath ends en- 
ter holder easily without whit- 
tling. Short pieces can be used 
without waste. Saves hours of 
time, both yours and your cus- 
tomers’. 

Over 400 jobbers are selling 
the Kruse. 


Sell it to your trade. It’s the 
original switchbox supporting 
strip. 

















MID-WEST METAL PRODUCTS Co. 
MUNCIE 


INDIANA 














Here is the indoor loading platform i: 
the warehouse of the Western Electric Co., 
Indianapolis, Ind. Heavy shipments are 
easily loaded on trucks, which drive in fron 
the street and back up to any of the four 
sides of the platform. Chain hoists mak: 
the work of loading safe and swift. This 
plant is blessed with lots of room and 
many skylights, reducing the need for ar 
tificial illumination and making the wor! 
more pleasant. 





The Building Situation 

Because the prosperity of the ele: 
trical industry depends in a great 
measure on the building that is donc. 
every manufacturer, jobber, salesman 
and contractor-dealer should be vital 
ly interested in the figures given be 
low by the U. S. Department of Com 
merce, whose report states: 

“In view of the statements current 
in some portions of the press that a 
depressed condition exists in the con 
struction industry, the Department of 
Commerce issues a_ statement cal! 
ing attention to the immediate situ 
ation as compared with conditions « 
year ago. The value of contracts let 
in 86 states in July, 1924, shows an 
increase of 10 per cent over that of 
a year ago, and the total contracts let 
from January 1 to the end of July. 
1924, also gained 10 per cent over the 
same period of 1923. Practically all 
classes of construction contributed to 
the increase, although in varying de 
gree, just as there has been relativel\ 
greater activity in some cities and dis 
tricts than in others. 

“Residential contracts for July this 
year show an increase of three per cen! 


| over those of last July; industrial and 


commercial building combined show 
three per cent increase; public works 
and utility construction 10 per cent in 
crease; educational buildings, 26 per 
cent increase; and miscellaneous, in 
cluding hospitals and institutions, r 


| ligious and memorial buildings, and 


public buildings, 42 per cent increase 
Cement shipments from the mills. in 
July increased 21 per cent over tlic 
same month last vear, and for the 
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Another ARROW Accomplishment 


An Interchangeable 
Tumbler Switch 


With Composition Handle — Rectangular Slotted Plate 
Visible Indicator 















Another Make of Switch 
with Narrow Handle 
in an Arrow Plate 


Arrow Switch in Another 
Make of Plate with 
Narrow Slot 





DOD NEPNOD NO) NOP NO! 


(NGAGE 
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ARROW SWITCH WITH ARROW PLATE 














3 1 INCH TYPE 4% INCH TYPE 
Arrow Switch in Another 6444 Single Pole 6844 Another Make of Switch 
3 2 6445 Double Pole 6845 ‘ - 
Make of Plate with 6446 Three Point 6846 with Wide Handle 
Wide Slot 6447 Four Point 6847 in an Arrow Plate 


Ne) 


Simplification — Standardization 


Arrow Switches and Plates will fit other makes of Switches and Plates 













CQ of the same type of construction. No need any longer to stock different 
4 makes of Tumbler Switches. Use “ARROW COMPOSITION HANDLE 
S TUMBLER SWITCHES” and avoid duplicate stocks and installation troubles. 
: Made in both 1” and 1%” types. For full information send for circular giving 
4 complete listing of switches and plates. 

: THE ARROW ELECTRIC COMPANY 

> HARTFORD, CONNECTICUT 
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IN THE INTEREST 
OF BETTER WIRING 
SELL CONTRACTORS 
THE STEEL CITY LINE 


There are no better 
wiring devices than the 
Steel City Line. 


That’s why, inthe interest of 
better wiring you should sell 
your trade the complete line. 


They give a better job and 
last longer, yet cost no more. 


Furthermore, you jobber’s 
salesmen have less trouble in 
selling the Steel City Line. 
It’s well and favorably known 
to all your contractors. 


In the interest of more and 


should sell the Steel City 
Line. Send for Catalog No. 
34-F and get on familiar terms 
with the complete line. 


Steel City € 


PITTSBURGH PENNSYLVANIA 





A, Clectric€a 








seven months ending with July we: 
four per cent higher. 

“Although there was some decrea: 
in lumber production during the fir- 
seven months of the year, orders fo 
lumber reported by eight leading a, 
sociations during six weeks ending t}) 
middle of August show an increase « 
29 per cent over the same period o 
last year. There has been some r 
cession in the cost of construction 
The Department of Commerce inde, 
number for frame house material- 
shows a decrease in 12 months, from 
214 to 199, compared with 191: 
as 100, and for brick house materials 
from 217 to 201. Other index’ num 
bers show a decrease in general con 


struction costs from 222 to 214.” 
* *& & 


Barney Google Should be In- 
formed 

A few days ago in a Central Ala 

bama town I attempted to sell a dealer 


| a stock of a standard make spark plug 
| The dealer was handling a competi 


tive spark plug and the best I could 


| get was his refusal. 


That night in the hotel I had an 
attack of appendicitis and was 
promptly moved to the hospital where 
the doctor found the pains a_fals« 
alarm. Nevertheless I was confined 
to the bed and my friends called upon 
me to offer their sympathy and good 
wishes. 

Among my callers was the dealer 
who had refused to buy my _ spark 
plugs. I was informed that he was on 
his way up and I conceived the idea 
of feigning delirium. Mr. Dealer 
knocked. I slid down under the sheet 
and my nurse called to him to com 
in. He immediately inquired how | 
was getting along and my nurse in 
formed him that I had very high fever 


, and was not doing so well. He took 


better sales and profits, you 


a few steps nearer my bed and as 
this was my cue I mumbled. 

“Spark plugs! He turned me down 
I'll bet a good salesman would hav: 
gotten that order! Spark plugs!” 

Refraining from laughing was thi 
hardest bit of work I have ever don 
but I am rewarded by the dealer 
leaving word with my nurse that 
should be told when awakening tha! 
the spark plug order was mine whet 
ever I was better. 

This dealer is a very good frien: 
of mine and on my next trip I inten’ 
to tell him all about it while checkin: 
up his spark plug stock and probab!: 
we will laugh it off —S. G. Neuberge: 
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Some Job! 
But We Like It. 


The busy days and nights 
spent in rearing children are 
forgotten when the boy or girl 
stands forth on graduation day 
or wedding day - - and justifies 
the pains taken and the sacri- 
fices made in the bringing-up 
process. 


Our 1924 catalog has matri- 
culated. It’s ready for work. 
Painstaking months have been 
lavished on it and it’s all set for 
business. Our plans and hopes 
will be justified if you give it a 
chance — and you will profit 
mightily by its ability to work 
for you. 


So, Mr. Jobber’s Salesman, 
tell your trade about this young 
fellow. See to it that they all 
get Bryant 1924 catalogs. 
Every copy that is sent out 
works for you. Make sure that 
you’ve got plenty of ’em on 
your pay roll. 











This advertisement appears in the 
Electrical World of September 20, in 
the September issues of Lighting Fix- 
tures and Lighting and Railway Elec- 
trical Engineer, in the October issues 
of Electrical Record, Electrical Re- 
tailing, Electrical Merchandising, Elec- 
trical South, The Electragist, Journal 
of Electricity, Industrial Engineer, 
Vodern Hospital, Electric Light and 
Power and Hornsby’s Hospital Maga 
cine, and in the November issue o 
Electricidad en America. 
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Telling your story from 
House to house 
WV ATEANTIC 


MONTHLY 


2 


GENERAL ELECTRIC. — 








Advertising Is Making Prospects 
For Your Dealers 





National advertising is going from door to door with a 
story of electrical convenience and your dealers’ service 
in making the home up-to-date electrically. 


Readers are being urged to get the interesting book, 
“The Home of a Hundred Comforts,” and to give a 
thought to the features of electrical convenience set 
forth within its covers. ; 


G-E advertising is stressing G-E Wayne Bell Ringing 
Transformers—one of those electrical specialties that 
have repeatedly proved themselves opening wedges for 
the sale of additional wiring and general increased 
business. 


MERCHANDISE 


GENERAL] 


GENERAL ELE&ecrFTR 1 € COMPAN Y 
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Tell your story at your 
salesroom and cash in 





2 % e sg 
~ mw. 3 ee. 
we “~~ . pA a. =F 





Your dealers can make profitable customers of the readers of 
G-E national advertising and “The Home of a Hundred Com- 
forts.” 














Their story of service is an interesting one—it makes sales— 
get them to tell it everywhere. 


| Your dealers’ windows should show G-E Wayne Bell Ringers 
and other G-E quality material which is instrumental in making 
their work dependable and their customers’ homes more com- 

| fortable and convenient. 

| G-E Complete Wiring Displays catch the eye of every passer-by 

| and turn interest into sales. Get your dealers to put them to 

work. G-E folders distributed in dealers’ stores and sent through 

the mail to prospects will create additional sales. 


Advertising in local newspapers is a direct tie-in with G-E 
national advertising. It identifies your dealers’ stores as the 
places to get G-E quality material and reminds people that the 
contractor-dealers are prepared to make their homes “Homes 
of a Hundred Comforts.” Electrotypes sent to dealers free. 
Get them to use them in their local newspapers. 





Other G-E helps for your dealers—get them to use them all to 
make sales. 


DEPARTMENT 


ELECTRIC 


MERCHANDISE DEPT... BRIO @GaEeeCa Tt... COND. 
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Pacific Radio Show a Tremen- 
dous Success 

The biggest single thing ever done 
to put California definitely and per- 
manently on the radio map was the 
Pacific Radio Exposition, held at the 
Civic Auditorium, San Francisco, from 
August 16 to 21 inclusive. Opening 
at eight o'clock on a Saturday evening, 
the show started off with a bang, 
nore than 10,000 people being present 
at the The total 
tendance for the six days was over 
50,000. 

Herbert E. 


the Pacific Radio Trades Association, 


initial session. at- 


Metcalf, president of 


presented the Exposition to the pub- 
He was followed by Supervisor 
Jesse C. 
treduced Herbert Hoover. 


lic. 
Coleman, who in closing in- 
The Secre 
tary of Commerce reviewed the growth 
He 


also stated clearly the ability and de 


of radio in a striking manner. 


sire of his department to aid in every 
way possible the future development 
of the radio industry. 

Everything in the way of decora 
tions, entertainment, comfort and con 
venience was provided to make the 
show a real benefit and a lasting mem- 
Exhib 
iis and experts came from every part 
of the U. S. (some from Canada), to 
make the show complete. The 
budget system worked like a charm— 
all being liquidated with 
funds from the sale of booth 
Features galore heightened the inter- 


ory to the thousands of fans. 


new 


expense 
space. 


est—a radio wedding, a radio chris- 
tening, novelties, comedy stunts, mu- 
lectures, etc. A minutes 
after the show opened, Cunningham 
registered a scoop by distributing the 
Cunningham Tube News, by means of 


sic, few 


which visitors got a line on the feat- 
ures of the show, as well as the latest 
The San 
Chronicle also issued a radio edition 
of eight pages on Sunday, August 17. 

There were 146 booths and no dead 
Each drew its share of atten- 
tion. The exhibit of the United States 
Navy was unique as it.embodied ap- 
paratus shown to the 
general multi- 


radio news. Franc'sco 


ones. 


never before 


The Navy's 


public. 


one of the only two 
in the U. S. and is the most perfect 
in the The 
from Mare Island, the other operates 
in Washington, D. C. 
showed a frequency meter which cali- 


vibrator set is 


world. one shown was 


The Navy-also 


rates ship and coast radio stations, 
also checks transmitting stations ty» 
ascertain if they are working on their 
officially assigned wave lengths. 

The Coast is to be congratulated 
on staging this show because it un- 
doubtedly did more for radio in six 
days than could be done by ordinary 
As- 


suming that some folks went every day 


sales effort in a couple of vears. 


there would still be left an attendance 
of over 30,000 separate individuals, 
each of whom multiplied his or her 


radio knowledge and interest several 


24 
of ta 
times. This, of course, simmers dow 
to a big increase in radio sales. Ther. 
foré it looks like the best radio se: 
son ever for the coast, and indeed the, 


richly deserve it. 
* * * 


Radio Credit Committee 
Formed 


The first comprehensive system for 
the interchange of credit information 
in the radio industry has just been in 
stalled in the central office of the Radio 
Manufacturers: Association at 12:5 
West Madison street, Chicago, IIl.. 
under the direction of the association . 
credit committee. This committee is 
composed of Walter H. ‘Trimm, Trimm 
Radio Mfg. Co., Donald 
MacGregor, Rauland Mfg. Co., Theo 


chairman, 





Above left to right are W. D. Jackson, store manager, A. J. Fisher and A. G 


Caldwell, all of Milnor Electric Co., Cincinnati, O, 


‘packs ‘em in” with sidewalk radio. 


Below you may see how Milno: 
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Radiola Regenoflex, with Ra- 
diola Loudspeaker, and 4 Ra- 
diotrons -WD-11; with space 
for batteries inside; (complete 
except batteries and antenna) 
—$191. 





Every Radiola has its outstanding selling 
points. Strongest of all—and easiest to 
prove—is fone quality, 


The Regenoflex circuit has other achieve- 
ments to boast of, too. It gets big distance— 
; it is non-radiating—it is extremely simple to 
a operate, yet very selective. And it operates 
on dry batteries. 





But above all—the universal appeal—is a 
surpassing clearness and reality of tone, re- 
producing music and voice with perfect clar- 
i ity and sweetness —and no background = 
noises. And tone quality is the one big & 
9 ty thing that everyone wants in radio. = 





Radiola X 


The Regenoflex circuit, 
richly cabineted, with its 
swn loudspeaker enclosed 
—a spec.al new  ioud- 
sy ’ . : speaker gaining swift 
bg Radiola Regenoflex is advertised for ae fame jor “its rare ione 


‘ 7" . lity. $245.00 
October with full pages in the following —— ‘ 
magazines. Are your stocks ready to meet 
the demand? 








Saturday Evening Post, Literary Digest, 
Popular Science Monthly, American Boy, 
Atlantic Monthly, Harper's Magazine, 
| Scribner's Magazine, Popular Mechanics. 





| “There’s a Radiola for every purse” 


| Radio Corporation of America 
aS Sales Office, Dept., 5410 
* 
; 


233 Broadway, New York, N. Y. 10 S. La Salle St., Chicago, IIl. Bre = ~ > 
433 California St., “ay 





San Francisco, Cal. Ree 


mee. U.S. PAT. OFF. 
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MODERN 


“Push-Pull” 


Transformers 
Were First 


—to be offered the Radio 
public. Today they are the 
recognized last word in 





Quality Amplification 








Amplify the MODERN way! 


The MODERN SUPER- 
SIX REFLEX is the peer 


of all receiving circuits. 
New simplified wiring dia- 
gram of this circuit is now 
ready. Write for it. 


Sold Through Jobbers Exclusive'y 


MODERN Transformers are sold 
exclusively through the jobbing 
trade. A most complete line of 
advertising literature forms a part 
of our co-operation to MODERN 


jobbers and dealers. 





The MODERN Line 
“Push-Pull’’ 
Reflex 
Standard Audio 
Radio Frequency 
Long-Wave 
Transformers 











Some choice territory still open. 
Write or wire today for informa- 
tion. 


The Modern Electric Mfg. Co. 


Builders of Transformers 
Exclusively 


Toledo, Ohio 








TRANSFORMERS 





dore Sheldon, Carter Radio Co., Ron- 
ald Webster, John C. Tully, Bremer- 
Tully Mfg. Co., and H. E. Wilkins. 


The committee in its report to the 
association which resulted in the in- 
stallation of the system said: “We are 
in a new business, a business growing 
faster than any industry in the coun- 
try. It is not strange then that we 
source of credit information 
not heretofore provided. Our business 
is not confined to one class of mer- 
We reach the radio jobber, 
the electrical jobber, the hardware 


need a 


chants. 


jobber, the automotive jobber, the 
For 


our own protection we must have avail- 


music trade jobber, and others. 


able all the credit information we can 
all of 


tomers, no matter what their business 


secure regarding our cus- 
may be outside of radio lines and your 
committee believes that the only way 
to secure this protection is to inter- 
change credit information among our 
selves.” 

The 
the 


committee will actively direct 


work of the credit bureau and 


| states that the plan will be elaborated 


_~—— 


from time to time just as fast and as 
much as the enlarging membership of 
the Association requires. 

* * & 


Sarnoff Backs Long Waves 


David Sarnoff, vice-president and 


| general manager of the Radio Corp. 
| 


| investigating 
| there”’. 


of America recently returned from a 


seven weeks trip through Europe, 


radio conditions ‘‘over 
“T have seen nothing, as yet, 
in this new field of short waves either 


in Europe or at home,” said Mr. Sar- 


| noff,’ which justifies the claim that 


the present high power long wave 





“A solid man” is considered a high con 
pliment among Americans and it applies 
very appropriately to F. H. Johnson, sales 
manager of the Baltimore Electrical Su; 
ply Co., Baltimore, Md. If he asked us 
for a match, we’d come across quick. 





trans-oceanic communation will be sup 
planted by the low power stations 
Reliable radio transmission over long 
distances during the daylight and busi 
ness hours, must still be conducted 
with high-power and long waves, such 
for example, as we are now using at 
Radio Central, on Long Island, N. \ 

“While in England, I saw a good 
deal of Mr. Marconi and his experi 
ments with short waves. These ex 
periments have given fresh impetus to 
the work of research men and radio 
engineers in the United States, wher 
the short-wave field has been 
scientific 


unde: 


investigation for several! 





stations employed for commercial years. It may be confidentially ex 
FOR YOUR INFORMATION 
Mr. aie of a 


has inquired of us about ZENITH and we have referred him to you 


as our dealer. 


An acknowledgement of this card will be appreciated 


so we may know it is having your attention. 


_ Very truly yours, 
COMMERCIAL ELECTRIC SUPPLY CO. 


Per 


RADIO DEPARTMENT 


This card is sent by the Commercial Electric Supply Co., Detroit, Mich., to it 
various radie dealers to appraise them of inquiries from their respective neighbo: 


hoods. 


The results have been highly satisfactory from a sales standpoint and ii 


addition the dealers are showing their hearty appreciation of the service. 





October, 1924 
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George Richards &-.Co., Inc., 557 
West Monroe street, Chicago, has 
recently announced the manufacture 
of the Hemco radio dials. 

They are moulded of condensite 
and are practically indestructible, 
and are made in sizes of 2% in., 
3 in., 4 in., and 5 in. 

The Hemco radio dial was de- 
signed to meet the growing demand 
for accurate tuning. The large knob 
makes this possible, as the hand is 
placed at a greater distance from 
the shaft of the rotated device, thus 
reducing the “hand capacity” to a 
marked degree. 

In addition, the interior of the 
knob is of skeleton design. The ad- 
vantage of this new feature is read- 
ily apparent, for the amount of ma- 
terial of high dialectric constant is 
thus reduced. Accordingly, the 
body capacity is again reduced. 

There is one other new feature 
embodied in the Hemco radio dial 
worthy of mention. This is the me 
thod of constructions of the knobs. 
They are made with raised ribs at 
regular intervals, thus allowing a 
firm, yet delicate, grip for close tun- 
ing. “The Dial that fits the hand”, 
is a good general description of this 
new Hemco product. 











Chas. A. Branston, Inc., 
Buffalo, N. Y., announces 
a new super transformer 
and No. R-199 super kit. 
The kit contains the fol- 
lowing: one three-stage 
long wave radio _ fre- 
quency transformer unit; 
one specially designed 
long wave single-stage 
tuned radio frequency 
transformer; one short- 
wave radio frequency 
transformer; one special 
tuned radio frequency 
coupling transformer, and 
one two-stage audio fre- 
quency transformer unit. 





Two outstanding features 
of the new Type 269 vari- 
ometer manufactured by the 
General Radio Co. Cam- 
bridge, 39, Mass., are its 
size and efficiency of oper- 
ation. It is much smaller 
than the average variometer 
which gives it a decided ad- 
vantage where compactness 
and portability of the set 
are a consideration. It is 
equally efficient mechanically 
and electrically and covers 
a range of wave lengths 
from 150 to 600 meters. ‘The 
stator and rotor forms are 





of genuine moulded Bakelite, wound with green double silk covered copper 
wire. Terminals are accessible and a soldering lug is. provided for using 
the instrument in circuits requiring split variometer connections. The bear- 
ings are long and smooth running. All metal parts are brass with nickel 


finish. 








This horn is of generous 
proportion, gracefully shap- 
ed and designed along. sci- 
entific lines. The flare, 14 
inches in diameter is made 
up of handsomely polished 
black pyralin. This is prac- 
tically unbreakable and 
gives a distinctive, rich ap- 
pearance to the instrument. 
The aluminum sound column 
and pyralin bell are prac- 
tically non-vibrating. In ad 
dition to the large volume of 
tone, the Burns speaker is 
free from distorted or false 
tones. The Burns speaker 
unit is employed. This has 
a convenient adjuster for 
regulating tone and makes 
it possible to adapt the 
speaker to any type of re- 
ceiving set, regardless of 
current output or batteries 
employed. No additional or 
separate batteries are re- 
quired for the speaker. The 
horn is well balanced on a 
wide stable base on which it 
freely swivels, thus permit- 
ting the horn to be turned 
readily in any _ direction. 
Parts are built along sub- 
stantial lines assuring rig- 
idity and_ serviceability. 
Manufacturer, American 
Electric Co., State and Six- 
ty-fourth streets, Chicago. 








An excellent four-phone  series- 
multiple plug, shown at the right, 
is being placed on the market by 
the H. H. Eby Mfg. Co, Phila- 
delphia, Pa., manufacturer of Eby 
binding posts. With its design the 
phones can be connected either in 
series or parallel and contact is 
made on a special style spring. ‘The 
plug is moulded of the same ma- 
terial as the binding posts. This 
company is also making a post of 
the same design with two stems 
(left cut) to which phone connec- 
tions can be made. The post is fur- 
nished with soldering lugs so that 
it is not necessary to solder wire 
leads directly to the stems 




















































THE JOBBER’S[A]SALESMAN 


































This trade mark signifies not only 
superior mechanical excellence but 


also a most helpful dealer policy. 








Patented in U.S. A. 
and Foreign Countries 


World pioneers in the development 
and manufaéture of sound ampli- 


_ fying and reproducing apparatus. 


Now a Complete Line— 


The Best Dealer Connection 
in Radio 


5” i UNEQUALLED opportunity to create and maintain a 
U profitable volume of sales is offered the reliable dealer 
who identifies himself with the Magnavox Radio Line. 


The quality of each Magnavox Product, the completeness 
of the line, and the highly favorable Magnavox sales policy, 
thoroughly establish Magnavox as the best Dealer Connection 
in Radio. Your special attention is called to the new Magnavox 
Receiving Sets and Vacuum Tubes listed on opposite page 
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and advertised in current National publications with a com- 
bined circulation of more than eight millions per month. 


The Magnavox Line 


Reproducers 


The first radio Repro- 
ducer ever designed 
was a Magnavox, and 
Magnavox instru- 
ments are the best 


Receiving Sets 


The latest Magnavox 
achievement is a highly 
perfected tuned radio fre- 
quency circuit with Unit 
Tuner encased in hand- 





somely carved cabinets, knownandlargestsell- 
with and without built-in ing Reproducers to- 
TRF-50 (as illustrated)—1s a 5-tuoe Magnavox Reproducer day. 
tuned radio frequency receiver with unit, as illustrated. 
built-in Magnavox Reproducerunit. . vr ; 
$150.00 Ranging in price from 





In se. simplicity $25.00 to $50.00, the 
and also beauty, Magna- -4—Semi- j : evaded 
vox Receivers pa a dis- Reproducer which aint tanet Re. 
detwaiines: leidedam, requires no ——. producers meets every 
ing these sets, Magnavox radio requirement. 
engineers met the re- 
quirements of the largest 
number of buyers. 


Of special interest to 
dealers is the electrical 
Volume Control now 
furnished with Mag- 
navox R3 and R2 and 
the superior tone 
quality and graceful 
appearance of M4 in 
comparison with or- 
dinary instruments 
whichoperate without 
the use of a battery. 





TRE-5 (as illustrated)—is identical 
with the above but encased in 
smaller cabinet without built-in 


Reproducer. . . $125.00 Vacuum 


= Tubes 


Magnavox amplifier and 
detector tubes are the re- 
sult of the discovery of 
new principles in tube 
construction making Printed matter, display 
them superior to ordi- material and news- 
nary tubes. Each tube R-3—Electro-dynamic paper advertisements 


ee eS are furnished on each 


QYy 





Type A and Type D—Six-volt 
storage battery tubes with standard 
SS el a ee as illustrated R-2, larger size, $50.00 Magnavox Product. 


packed in wooden box, 





Y THE MAGNAVOX plan of distribution, the Registered 
Dealer is given assistance that insures him becoming an 
important factor in the radio business of his community. 


Make sure that your trade is thoroughly acquainted 
with the merits of a Magnavox Connection. Magnavox 
dealers are the radio salesman’s most profitable customers. 


THE A§AGNAVOX COMPANY, Oakland, California 


NEW YORK: 350 West 31st Street SAN FRANCISCO: 274 Brannan Street 


Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg 
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A Silent Salesman 
For Your 


Dealers! 








Place one of these display stands with each 


your dealers and his sales and yours 


will increase, 


The condenser is mounted on a beautifully 
finished walnut base and the dial mount- 
ing is on a large square of amber celluloid 
making a display any dealer will be glad 
to have on his show case. 


silent salesman will increase your 


dealers’ sales because the 
operate the dial and condenser for himself 
ind see and feel that ‘Velvet’ touch 


This 
customer can 


With an order for twelve dials or con- 
densers we will mount one on the display 
stand which is given to the dealer at no 


cost 


JOBBERS: If you will tell us the number 
required for your sales force we will mail 
you a large halftone illustration for each 
salesman to use in his sales talk. 


SALESMEN: Send us your name and the 
name of your firm and we will mail you 
one of these illustrations as explained 


above. 


The National Perfect 
Vernier Condenser 
Type Dx. 





disinterested radio tech- 
that electrically and me- 
chanically the National Condenser has no 
superior in the present market. The lead- 


Tests made by 


nicians show 


ing jobbers are selling them. 


NATIONAL CO. 


INC. 
Cambridge 39 
Boston, Mass. 














We 


wish F. W. L. 
Fullerton Electric Co., New York, N. Y., 
had worn a smile when this was snapped, 
as without something to say about sunny 


Fullerton, of the 


smiles, beaming countenances, radiant 
glows, ete.. we find it diffeult to write this 
foot-note. 





pected that the use of short-waves 
will immeasurably and in a practical 
way advance the art of radio communi 
cation in the field of wireless teleg 
raphy as well as wireless telephony.” 
the 
systems of England, France and Ger 


“IT investigated broadcasting 
many, and met the principal persons 
both in Governmental and private cir- 
cles, responsible for the developneut 
of radio in Europe. My conclusions 
are, that broadcasting, which was ini- 
tiated in our own country, has ad 
vanced in the United States, both as 
a public service. and as an industry, 
to so great an extent as to make com 
parisons with European countries al- 
most impossible. In France it is just 
beginning, and in Germany it has 
hardly begun. In England greater 
progress has been made than in other 
About 800,000 


government licenses have been issued 


European countries. 


permitting British listeners to receive 
But even in 
England, broadcasting cannot be said 
to compare favorably with the United 
States, either as to quality or variety 


programs from the air. 


of programs, or as to effectiveness, 
simplicity, or small cost of receiving 
apparatus, manufactured and sold for 
home use.”’ 

“Nor is there to be found abroad 
the same freedom from censorship and 
restriction which exists here. 
ample, in England, where freedom of 


For ex- 







speech has been such a hera!ded trac: 
tion, political broadcasting is forbi: 
den over the radio stations, which ar 
all controlled by the British Post O 

fice. In other European countri-. 
governmental regulations and restri 

tions are even more severe, and thes 

in a large measure, restrict and r 

tard the growth of the broadcastin. 
art in Europe, and at the same tin 

deprive their listening public of tl) 
freedom, enjoyment, and instructiy 

information available to all in th 
United States.” 

“T endeavored to interest the Brit 
ish, French and German broadcaster, 
in the idea of increasing the power o! 
their sending «stations, so that th: 
programs of London, Paris and Berlin 
might be easily heard by the American 
At the same time | 
suggested the possibility of American 


listening public. 


stations sending over their programs 
which could be regularly heard abroad 
Much interest was shown in these pro 
posals, and I believe that an era o{ 
trans-oceanic broadcasting is near at 
hand. Realization of such a plan. 
would greatly enhance the value 0! 
broadcasting to the public on this sid: 
as well as on the other side of tl: 
Atantic Ocean, and help to bring tli 
old and the new world a little close: 
together.” 
* * 


New York Show To Feature 
Radio Developments 


The extraordinary progress mad 
iy the radio industry of the United 
States since the last National Radio 
Exposition in New York in 1923, and 
the many striking improvements in 
radio apparatus to be placed on thx 
market in 1925, will be reflected in 
hundreds of exhibits at the Third An 
nual National Radio Exposition to b: 
held on the main and mezzanine floors 
of the Grand Central Palace, New 
York, November 3-8, inclusive. As 
the exposition takes place during 
presidential election week, leading ra 
dio organizations in the United States 
will cooperate to give a remarkabl: 
demonstration of the power and plac: 
of radio in the nation’s political bat 
tles. Not only will facilities be place: 
at the disposal of the three candidates 
for the presidency of the United 
States to broadeast from the Grand 
Central Palace closing messages '° 
millions of radio listeners in thi 
United States, but efforts will be mad: 
to broadeast election returns on ' 
country-wide scale. 

Great interest attaches to the “‘my 
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“PUTTING A SOUNDER HEART IN RADIO” 
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o aehart the most notable jury vot experts known 
to ss tadio world have given this much-talked of 
- new tube their hearty endorsement. 


Bice SPONTANEOUS enthusiasm has rarely greeted 
any new device before. 


cA TUBE CAN BE as good as its filament only—and 
there is the great secret of W. Harrison Cole’s latest 
achievement. 


Wert PERFECT OSCILLATION in all circuits, it brings 
to radio perfection of reception never before known. 
eno : 
Unique in Clarity 
Immense Volume 


Ce) 
WITH - WITH - GUARANTEE - THAT « MEANS - SOMETHING 


ae 


LIST PRICE WHOLESALE 


$3. 50 Everywhere $2. 25 


Distributor-Jobbers write for quotations. 


BACKED HA MILO 























4 
ee 


LS Se os 
OUR GUARANTEE | National advertising is giving our ide, “SALES POLICY 
i’¢ authorize dealers to repiace any great momentum. A BRENDONNE dis- Dealers will be given exclusive sale of 


BRENDONNE Tubes that light but  tributorship will be a valued asset. Write BRENDONNE Tubes in their section. 


. 7 : : : pe a wi ey 
rove unsatisfactory, New tubes er for particulars at once! Dealer agencies Mie sill cvaperals Sth dealer in is 

; money wi e refunded immediately : : ‘ : 7 aie 9 " n th 
1 pon receipt of any such tubes— will be taken up quickly. No obligation full list price of $3.50. Their name will 


ithout question. whatever. Sodoit before it slips your mind! appear in all local advertising. 


BREN DONNIE 


CORPORATION 
ORANGE NEW JERSEY 


MAKERS OF THE BRENDONNE RADIOMETER—PRECISION TUBE CERTIFIER 
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Great er 


NEUTRODYNE 
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"New Model B 
5 Tubes $175 


GREATER Selectivity 
GREATER Distance 
GREATER Simplicity 


At last a_ receiver spent 
enough to make it worth 
your while recommending 
it to every customer as 
THE receiver! Wonder- 
ful enough to pay you well 
for every effort. Think of 
the possibilities of a re- 
ceiver you can sell with an 
iron-clad, one year’s guar- 
antee. 


The EAGLE One Year 
GUARANTEE 


This guarantee packed 
with every Eagle Model B 
Receiver helps you sell 
and protects your profits. 


Write for Literature 


Independent Radio 
under Hazel- 


Licensed by 
Manufacturers, Inc., 
tine Patent Nos. 
1923 and 1,489,228, dated 
patents pending. 


EAGLE 


17 Boyden Place = 


1,450,080, dated March 27, 
April 1, 1924. 


Balanced Receiver 


OTT 






‘Because 





The EAGLE 
Ball - Bearing, 
Die-Cast Con- 
denser. 


The EAGLE 
Multiple (Fila- 
ment Control) § 
Switch. 


The EAGLE 
Revolving 
Resistor Ele- 


ment Rheo- 
stat. 
These EAGLE instruments found 
ONLY in Eagle Receivers. They in- 


corporate new principles vitally inter- 
esting to every dealer. pee 





MODEL BS 
m\ New Eagle Artistic 
Console Cabinet 


Price $100 


An artistic Console cabinet, 
for the EAGLE in American 
Walnut or Mahogany, with 
fume-proof compartments for 
battery and charger. 


RADIO CO. 


Other 


es | 
9 cones Newark, N. J. 


Se Newane = serset 





| tery set” 











to be exhibited by Maj 
Armstrong, of regenerative fame. | 
a specially enclosed glass booth Maj 
Armstrong will operate his new lal 


oiatory model super-heterodyne © i: 
full view of thousands of spectator 
at the show. For the first time i) 
the history of radio expositions, ama 
teur set building contests will be hel: 
at the exposition on a really nationa 
scale. With the cooperation of lead 
ing exhibitors, arrangements are bein 
made to inaugurate a series of local 
set-building contests in leading cen 
ters of the United States.. The win 
ners of these contests are to be brought 
to New York to compete in the na 
tional event that will be staged final], 
at the Grand Central Palace. 


“Many radio features and products 
which will not be placed on the market 
until 1925 will be exhibited for the 
first time at the National Radio Ex 
position in New York beginning No 
vember 3rd,” declared Harold Bol 
ster, director of the exposition. “Th: 
tremendous business strides made b 
radio is sufficiéntly reflected by figures 
published during the last 12 months,” 
he added, “but the progress made by 
radio both as an art and an industr) 
during this period will prove a revela 
tion to the thousands who will visit th: 
Exposition this year.” 

J. C. Johnson, general manager ot 
the exposition announces that an ad 
ditional feature to be shown will lx 
moving picture reels made by thie 
|Radio Corporation of America, tl 
| General Electric Co., Western Elec 
'tric Co., and a number of other lead 
ing manufacturers whose products will 
be exhibited at the exposition. A 
unique feature of this exhibit will b 
'a series of scientific films that will il- 
lustrate some of the most intricat: 
radio transmission and reception prob 
lems in such a way that the merest 
amateur will be able to grasp the fun 
damentals of radio science. Work on 
this film has been in progress for the 
‘last four months and the final pictures 
will be exhibited for the first time at 
|the National Radio Exposition. 


| 








* * * 


Wetmore Hunts in Canada 


Bruce Wetmore of the Wetmor: 
| Savage Co., Boston, Mass., left Sep 
tember 12 tor a two weeks’ hunting 
trip in New Brunswick. He was ac 
companied by R. M. Topham, 


‘manager of the company. 


sales 
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A Remarkable Achievement © 


Many refinements are embodied in 
the new Bradleystat.The graphite disc 
columns are enclosed in a smaller 
container; two terminals suffice for 
ALL tubes; a new mounting simpli- 
fies installation; the os is of a 
daintier pattern. And the noiseless, 
stepless control of the old Bradley- 
stat remains, unchanged. Such a 
combination of advantages can be 
found in no other filament rheostat. 





Every radio set can be 
improved by substi- 
tuting the new Allen- 
Bradley radio devices. 


Big News for Jobbers’ Salesmen 


The biggest event in the rheostat and potentiometer market is the introduction of 
the new Allen-Bradley Line of Radio Devices. A brand new design, including 
the compact “one-hole mounting,” a smaller container for the well-known graphite 
discs, and a more beautiful knob are the outstanding features. 











Radio dealers, everywhere, are enthusiastic about the attractiveness of the line, 
and are getting ready to meet the tremendous demand, created by our national 
advertising program. Now is the time for you to step in and book some nice 
Allen-Bradley business. We are doing all we can to sell the line to the dealer. 
With a little extra effort, you can get the orders. We have price sheets, ready for 
your sales book, and some handy circulars. Let us send them to you. 


> nV 
AL A 
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Electric Controlling ‘Apparatus 


Tell your radio 492 3 
dealer about Clinton B Milwaukee, 


the new Allen- St. Wis. 


Bradley line. —— 


Baltimore Buffalo Cleveland Knoxville Philadelphia 
Birmingham Chicago Denver Los Angeles Pittsburgh 
Boston Cincinnati Detroit New York Saint Louis 
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New Radio Products, Illustrated 





The Magnavox Co. Oakland, 
Calif., announces two new Maganox 
models known as TRF-50 and 
TRF-5. The same circuit is em- 
ployed in both models, the differ- 
ence being that the TRF-50 (as il- 
lustrated) has larger cabinet with 
built-in Magnavox reproducer. The 
new set is a 5-tube tuned radio fre- 
quency circuit consisting of two 
stages of tuned radio frequency of 
special design, detector, and two 
stages of audio frequency. Magna- 
vox broadcast receivers offer three 
decisive advantages; unequalled sim- 
plicity of control; reproduction of 
exceptional clearness in any desired 
volume, and handsomely carved pe- 
riod cabinets which harmonize: with 
any style of furniture. One out- 
standing feature is the “Unit Tuner” 
which permits all tuning to be done 
with a single dial. 









Herewith is featured 
one of the products man- 
ufactured by the U. S. 
Tool Co., Inc, 124 Me- 
chanic street, Newark, 
N. J. Fig. 1 is a repro- 
duction of the one-piece 
stator as it comes from 
the die; Fig. 2, first fold- 
ing operation; Fig. 3. the 
stator complete and 
ready for assembly in the 
condenser; Fig. .4. the 
hexagon shaft; Fig. 5. 
the rotor blade with the 
punched hexagon hole, 
and Fig. 6 the D split 
washer. 








Two important fea- 
tures of the “Reliable” 
battery filler, manu- 
factured by the Reli- 
able Parts Mfg. Co., 
2819 Prospect avenue, 
Cleveland, O., are: It 
can be carried con- 
veniently, and the tap- 
er-tipped nozzle makes 
it accessible to the 
small openings of “B” 
battery cells, as well 
as “A” batteries—both 
radio and automobile 
types. 








To round out a 
complete line the 
Hart & Hegeman 
Mfg. Co., Hart- 
ford, Conn., has 
brought out an am- 
plifying transform- 
er known as type 
W303. The magnet 
circuit is made 
from high grade silicon steel, with the 
leads firmly anchored in the winding. All 
connections are rigid so that no loss of 
the tiny current can occur through de- 
fective design. Each “H & H” trans- 
former is mounted by means of two neat- 
ly cast aluminum frames which also act 
as clamps for holding the laminations 
firmly in place. The transformer can be 
securely fastened by means of the holes 
drilled in the aluminum frames and 
nickelplated wood screws are furnished 
complete with each device. 





AEN ee 
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The “Pacent” low loss variable con- 
denser, pictured at the left, is especially 
designed for use in tuned radio frequency 
circuits. It is made in both 15-plate and 
25-plate models having capacities of 
.000815 mfd. and .000503 mfd. respec- 
tively. The plates of this new condenser 
are heavy gauge brass, which reduces the 
resistance loss to a minimum. No Wash- 
ers are used between the stator plates. 
Instead of this, the spacers are accurately 
formed out of the plates themselves. The 
ends of this new Pacent condenser are of 
Radion and the mounting studs are so ar- 
ranged that a dial as small as 21% in. 
n diameter may be used without exposing 
the mounting screws. 








One of the new Pacent radio essentials 
making its appearance this fall is a col- 
lapsible loop aerial, shown at the right, 
designed for use with portable and per- 
manently installed radio sets. The loop 
stands in a black moulded socket, the 
base of which is engraved with gold inlay, 
and indexed for 180 deg. The base 
proper is made of white metal, having a 
dull black finish and sufficient weight to 
give the loop a solid foundation. A felt 
table pad is fastened to the bottom of 
the base. The insulation is hard rubber 
throughout. Enough wire is wound on 
the loop frame to cover the broadcasting 
wave length with a variable condenser of 
approximately .0005 mfd. capacity. The 
spread of the loop when erected measures 
28 inches. Manufacturer, Pacent Elec- 
tric Co., 22 Park place, New York City. 
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New Radio Products, Illustrated 











One of the most important de- 
velopments in radio is a new “B” 
storage battery that eliminates hiss- 
ing and sizzling in reception and 
does away with the annoyance of 
constant returning. This battery is 
known as the Ray-dio “B” storage 
battery. No separators are used in 
this battery, thus completely doing 
away with current resistance that 
causes disturbances and _ noises 
usually laid .to static. The Jordan 
Battery Co., Ypsilanti, Mich., is the 
manufacturer. 








Ihe Chicago Fuse Mfg. Co., Laf- 
lin and Fifteenth streets, Chicago, is 
bringing out a new fuse designed to 
protect the filament circuit of radio 
tubes. The fuse is designed to be put 
in the minus “B” battery line and 
will burn out instantaneously between 
140 and 200 milliamperes. The “B” 
battery, when properly connected 
delivers only a few milliamperes; 
therefore, under normal operation 
this current does not affect the fuse. 
The fuse is made with an element 
of very fine fuse wire stretched be- 
tween two metal terminals and cov- 
ered over by a small glass globe to 
protect the element and make the 
operation of all fuses uniform, and 
still to have the element visible to 
tell when the fuse has burned out. 
The fuse is held in a molded block 
by two spring clips so that the fuse 
may be replaced by a new one when 
it has burned out. For convenience 
| in connecting, the outer ends of the 
two spring clips on the block are in 
the shape of soldering lugs. 











By carrying Marathon unit 
cells of only two sizes: in stock, 
the dealer eliminates the neces- 
sity of carrying three sizes of 
tubular batteries and still is in 
a position to supply a battery 
for any size or make of tubular flash- 
light case. Manufacturer, Marathon 
Battery Co., Wausau, Wis. 








In constructing the “H & 
H” variocoupler, the Hart & 
Hegeman Mfg. Co., Hart- 
ford, Conn., has used high 
quality materials. The wind- 
ings are secure and present 
a neat appearance. The mov- 
able flexible connections as 
in the “H & H” variometers 
are of the “pig-tail” type. 
Stops are provided to en- 
able the listener to know his 
limits of tuning. Plenty of 
connection loops are fur- 
nished so that few or many 
may be utilized. For the average person five or six loops are ample, and yet by 
utilizing all of the loops of the stator, and disregarding the rotor connections 
entirely, it may be used as a coil. Some amateurs have used the Flewellyn cir- 
cuits by using the rotor as a primary coil in the grid circuit and the stator as a 
secondary coil in the plate circuit, no switch points being used. The variocoupler 
due to the silk covered wire and Bakelite parts, presents an attractive appearance. 














The Remler Radio Mfg. Co., 248 First street, San Francisco, Calif., an- 
nounces the addition of the “Remler” capacity unit to its well-known line of 
radio products. Some of the features embodied in this unit are: leakage paths 
are longer than can be obtained with any other type of construction; insula- 
tion resistance averages 2000 megohms; insulating material (Bakelite) is in 
weakest part of electrostatic field, reducing dielectric losses to a minimum; no 
metallic connection to a condenser plates extends through the panel; both sets 
of plates are insulated. This is a valuable feature when using condenser as a 
part of any correctly designed super heterodyne or tuned radio frequency set 
requiring close tuning; lowest minimum of capacity; rotation is 360 deg. be- 
tween maximum and minimum setting; the entire capacity is subject to vernier 
tuning through the use of Bakelite gears, constructed to eliminate back lash; 
condenser gearing can be meshed so condensers can be mounted in “gangs” of 
two or more and controlled from a single dial; Remler unit bearings eliminate 
all adjustments otherwise necessary to compensate for bearing wear; plates 
are made from sheet brass, die embossed and tempered to insure flat surface; 
the design permits the use of pigtail connections throughout; rotor sections 
have only a 90 deg. motion and the condenser takes a minimum of space behind 
panel. 
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New Radio Products, Illustrated 
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The Allen-Bradley Co., Milwau- 
kee, Wis., has made some improve- 
ments in its well-Known line of 
graphite disc radio devices. Herewith 
is featured the new “Bradleystat” 
which gives complete filament con- 
trol for all tubes without change of 
connections and enables the radio 
fan to change tubes without touch- 
ing a wire. An _ enclosed switch 
opens the battery circuit when the 
knob is sufficiently to the left. All 
metal parts of the new models are 
nickeled. 








One chief advantage of the Pacent 
No. 60 “Autoplug” designed by the 
Pacent Electric Co., 22 Park place, 
New York City, is that when the 
phone cord tips are inserted, their 
entire length is incased in the plug 
handle. This, together with the non- 
conductive material used in the push 
buttons which release the tips, makes 
the plug shock-proof. The handle of 
the “Autoplug” is of genuine Bake- 
lite and its high lustre contrasts 
beautifully with the white nickel 
stem. The contact springs are of 
phosphor bronze and are designed to 
hold all sizes of phone tips with a 
biting grip. No screws are used in 
the assemblv of the “Autoplug” and 
there is nothing to work loose and 
cause trouble. 











The Lincoln Radio Corp., 224 No. 
Wells street, Chicago, has developed 
a sturdy efficient low loss condenser. 
The plates are of aluminum, die cast 
en bloc to rotor shaft and stator 
mountings. ‘This reduces series re- 
sistance always present in built-up 
spacer condensers. A broad spiral 
type pigtail is used in accordance 
with recommendations of the United 
States Government Bureau of 
Standards. This method of con- 
denser connection has been used for 
a year by the Lincoln Co. without a 
single broken contact. No connec- 
tions are dependent on bearings or 
brushes. ‘There are only two pieces 
of insulation in the whole condenser, 
these are hard rubber and well out 
of the electrostatic field. The rotor 
is grounded, eliminating exterior 
capacity effects when used in oscil- 
latory circuits. The plates are free 
from burrs or rough edges and the 
castings are designed so no sharp 
corners exist to increase corona 
losses. The frame was so designed 
that only three holes in a panel are 
needed, one for the rotor shaft and 
two for mounting screws. Wide 
faced studs make the mounted con- 
denser as rigid as any three point 
mounting. An outstanding feature 
is the large cone bearings. The 238 
plate condenser has a maximum ¢ca- 
pacity of .0005 mfd., minimum ¢a- 
pacity of .000011 mfd., and a series 
resistance at 500 meters of 0.75 ohm. 








A cabinet used by amateurs which 
is artistic and harmonious in design 
is featured herewith. It is being 
manufactured by the Wright Radio 
Mfg. Co., St. Paul, Minn. 








The “Durham” double mounting, 
illustrated above, is for use with re- 
sistance coupled amplifiers—grid 
leaks in multiple, or in conjunction 
with tubular grid condensers, and is 
being placed on the market by Dur- 
ham & Co., Inc., 1936 Market street, 
Philadelphia, Pa. This mounting is 
packed in cartons of 24, individually 
boxed. 








The silent “France” multi-duty 
super-charger is announced as an 
addition to the F-F line of battery 
chargers built by the France Mfg. 
Co., 10887 Berea road, Cleveland, 
O. By the embodiment of a new 
principle, practically noiseless 
operation is afforded and rectifica- 
tion of alternating current is made 
absolutely dependable. The mag- 
netic “push and pull principle” em- 
ployed to make-and-break special 
alloy electrodes, imparts to the 
armature a vibratory movement 
backward and forward that is pos- 
tive like the movement of a gas 
engine piston rod. A _ distinctive 
advantage is ability to charge at 
varying rates as desired, up to 120 


volts of “B” batteries, in series. This eliminates the necessity of rewiring 24 
volt sections in parallel in order to charge them, 2, 4, 6 or 8 volt “A” hat- 
teries may also be charged at a 5 to 7 ampere rate. It is furnished with meter, 
standard fuse plug, socket for lamp to vary “B” charging rate, 6 ft. of lamp 
cord and 2-piece attachment plug also two rubber covered charging wires 41/, 


ft. long with clips. 
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Better-Cost Less 
OX Radio Products 


wee oeceeeeneeeel 


Millions Know Crosley 


The name Crosley in a window or hung from a store is the stop 
signal for more radio prospects than any other name that might be Price $14.50 
displayed. It is a guarantee to the public that the dealer offers in hana 
radio receivers the greatest efficiency at the lowest cost. Crosley Head Phones $22.25. 


It is quantity production that has enabled Crosley to build the 
best of radio receivers at such remarkably low prices. And, it is the 
efficiency of the instruments themselves, coupled with a great 














Crosley Model 50, 


. a a 
amount of national advertising, that has made the Crosley fran- Crosley Model 50-P, Price $18.00 
chise so valuable to any Jobber’s Salesman. With one tube and Crosley Head Phones $25.75 


If your dealers want to keep up with the fast moving radio proces- 
sion, they should display the name Crosley and Crosley Radio 
Receivers. 


They Will Pay You Big Dividends. 
Good Jobbers Everywhere Handle Crosley Receivers. 
Write For Free Catalog. 
THE CROSLEY RADIO CORPORATION 


POWEL CROSLEY, JR., PRESIDENT 
1064 Alfred Street, Cincinnati, Ohio 





Crosley Model 52, Price $30.00 
With three tubes and Crosley Head Phones $45.75 










All Crosley regenerative sets are licensed under 
Armstrong U. S. Pat. 1, 113,149. 
Prices West of Rockies—Add 10% 
Crosley Trirdyn Regular, Price $65.00 
With three # tubes and Crosley Head Phones $80.75, 
Crosley owns and operates Broad- o 
casting Station W. L. W 





Crosley Model 51, Price $18.50 
With two tubes and Crosley Head Phones $30.25 





Crosley Model 51-P, 


Crosley Trirdyn Special, Price $75.00 = Price $25.00 
, With three tubes and Crosley Head Phones $90.75 With two hes and Crosley Head Phones $36.75 
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TYPE 301 
Rheostats 
10 Ohms 30 Ohms 


Potentiometers 
200 Ohms 


Price *125 
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reception. 


RADIO season. 








Big Season for Quality Parts 


Every indication points to a record breaking 
season in the sale of Quality Radio Parts. The 
radio public has learned the folly of buying 
inferior apparatus and is now insisting upon 
apparatus which is thoroughly dependable 
mechanically and electrically. 


For over a decade GENERAL RADIO parts 
have given unquestionable satisfaction in radio 


Jobbers—this is going to be a big GENERAL 
Place your orders now for 


\ 











. deliveries. 





TYPE 214 


Rheostats 


2 Ohms 
20 Ohms 


Price $225 


Potentiometers 
400 Ohms 


Price $300 


7 Ohms 
50 Ohms 
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GENERAL RADIO Co 
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RCA Holds Convention for 
| Jobbers’ Representatives 


Forty RCA wholesale distributor 
| representatives from seventeen stat: 
| came to attend a private trade an 
| service convention held by the Radi 

Corp., of America at the Radio Insti 
| tute recently, where manufacturin: 

engineers, production men, advertis 

ing, sales and service representative: 

of the Radio Corporation made a: 

eventful week with demonstrations 
| lectures and inspection tours to Sche 
| nectady, New York and Springfield 
| Mass., for the delegates who respond 
ed to the RCA’S invitation. The pur 
| pose of the convention, which lasted 
| six days, was to acquaint the technica! 
_ and sales force of the jobber with th: 
| proper methods of installing, servicing 
| and operating the new RCA line. 





sessions of thx 


There were six 
“Distributors’ Service Class’, held in 
the Technical Class Room of the 


Radio Institute. Messrs. Chubb and 
| Holmes of the Westinghouse Electric 
& Manufacturing Co., spoke at tli 
first session, their subjects being thi 
single circuit tuner and balanced am 
plifier. At the second session, Mr 
Chubb discussed non-radiating — re 
ceivers and their use in densely popu 
| lated city sections. ; 

‘The third session was addressed b) 
Messrs Langley and Holmes, both of 
the General Electric Co., who illus 
trated their discussion on the super 
heterodyne’ receiver with lantern 
slides. Both Adam Stein of the Gen 
eral Electric Co., and Major Edwin 
H. Armstrong were present at this 
session and answered a host of ques 
tions which the members advanced. 

At the fourth session a talk on tly 
design of the loop antenna, for us: 
with super-heterodyne receivers, was 
given. 

An inspection of the 
Lamp Works, included a 
demonstration of three of the most 


Harrison 
practica! 


important tests to which vacuum tubes 
are subjected before packing. 

At the fifth session special attentio: 
was given to the subject of servicing 
A description of the methods employe 
by the RCA service department wa- 
made. After a talk by J. M. Sawyer 
the delegates were taken to the Bus! 
Terminal Warehouse. Mr. Walter: 
explained that a shipment of appara 


1 | tus consigned to Pittsburgh, place: 





on a car at 3:00 P. M. moved by floa 
to Hoboken and coupled up wit! 
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Charges 
4, 6 or 12 volt 


Charges 
“B”’ storage 
storage ‘‘A”’ batteries 
batteries up to 120 volts 
or in series 
any multiple 

thereof 


up to 12 volts 200 WATTS 


Made in 2 amp. 


and 6 amp. sizes 


- 
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ELECTRICAL DIVISION 
BAGLE CARBURETOR co 
CLEVELAND OHIO 


THE EAGLE BATTERY CHARGER 


Any man who will listen to facts becomes an ardent Eagle Battery Charger customer 
without the influence of sales pressure, price arguments or the gift of gab. 


Take a moment or two to compare Eagle facts to the most inflated claims or 
appraisals made for other battery chargers—and you've convinced yourself. 

THE SPECIAL TRANSFORMER CANNOT BURN OUT RADIO TUBES 

VARIABLE CHARGING RATE ENABLES YOU TO CONTROL CHARGE 


CHARGES 120 VOLTS OF “B’ BATTERY IN SERIES. DISTINCTLY AN EAGLE FEA- 
TURE. THE AUTOMATIC SWITCH IN THE PRIMARY AUTOMATICALLY CUTS OFF 
AT ZERO 


ALWAYS UNDER CONTROL BECAUSE CHARGING RATE IS VARIABLE. QUIET, 
EFFECTIVE IN ITS WORK. BULB RECTIFIER CONSTRUCTION TUBE APPLIED BY 
SPECIAL ARRANGEMENT WITH GENERAL ELECTRIC CO. _ IT’S LEGITIMATE. 

Plenty of other good talking points, too. 

But the Big Point is this:— 

You can sell them—We can supply them with the right kind of service. 

Get in on this while the season is young. 


THE EAGLE CARBURETOR COMPANY 


ELECTRICAL DIVISION 
11502 MADISON AVE. CLEVELAND, OHIO 
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RADIO-B Cem B 


30 CELLS 45 V 


radio fans. 


The battery is p 


match the finish 


Built right to 
best of service. 
1614, 18, 1914, 21 





LANCASTER, 


For Your Most 


Particular 
Bere Customers! 


Your customers want the best in Radio-B Batteries. 
The ACE meets every demand of particular dealers and 


The ACE Radio “B” Battery, as exhibited at the 
World’s Radio Fair at Madison Square Garden, New 
York, attracted more than the usual amount of attention. 


ut up in a beautiful mahogany finish 


case, with a minimum of lettering, and is designed to 


of the Radio Receiving Sets. 


last long and accordingly gives the 
May be connected to give voltages of 
, 221% and 45. 30 cells. 


Stock your dealer for fall business. 









oducts CG 


Ono 



































VOLT- 
METERS 


$4.00 
and 
$5.00 
list 





AMMETERS 


$4.00 
list 
























PANEL METERS 


This line of meters is designed especially 
for use on radio receiving sets. They are un- 
usually accurate and thoroughly reliable. The 
movement is of a magnetic type which has 
been developed through years of meter ex- 
perience. They are of the flush mounted 
type and require a hole in the panel only 2 
inches in diameter, the overall diameter of 
the flange being only 25¢ inches. This small 
size, together with the nickel plated flange 
and black finish metal dial makes a very at- 
tractive addition to any radio panel. The 
fact that we manufacture thousands of 
meters every day makes it possible for us to 
offer these to the radio public at a price well 
within the reach of everyone. 


When They Ask 


For Meters of Course 
They Mean Sterling 


THE STERLING MFG. COMPANY 
2851 Prospect Ave. Cleveland, Ohio 














' sets will all be able to tune it out. 


other cars, was on its way before 9:(() 
P. M. with its merchandise deliver. | 
the following morning in Pittsburg |. 
At the sixth session Mr. Melhui: 
assistant manager, sales departme: | 
RCA, delivered a brief talk, his su 
ject being, “Service and What 
Means to the Radio Industry”’. 


* * * 


The Chronic Kicker in Radio 


In practically every line of «1 
deavor we have the chronic kicke: 
In radio they take on various form, 
—the man who always knocks ti 
local program, the man who knock, 
radio because he has heard someon. 
try to tune in on a poorly constructed. 
squawky receiver, and the man who 
says its plain foolishness and a wast: 
of time. 

Each one of the above feels that 
his complaint is of prime importanc:. 
They do not hesitate to “tell th 
world” about it, and without a doubt 
they do their share in holding back 
radio sales. On the other hand the 
actual damage they do is sometimes 
doubtful. It is true that the more 
radio is talked by the average man thi 
more public interest will rise, whether 
all of the talking is good or bad. 
That such denunciations are forth 
coming at all is sufficient indication 
of an intense interest. Any type of 
chronic kicker usually has the ear 
marks of one and is treated by man) 
as such. His conversational treat 
ment once more brings “radio” to 
mind, whereas if he had kept quict, 
someone might have had a chance to 
forget about it. 

In Minneapolis, the knocker of tlic 
local program has had the shock ot 
his life. The large local station shut 
down for six weeks, not because ot 
the knocker but because of other rea- 
sons. These very same knockers, can 
now daily be seen, eyeing each other 
and wondering just what they had 
meant before. They find they miss 
the old reliable station that cou!d 
always be turned in by the wife or 
daughter. 

True, when the station starts up 
again they will once more kick, but 
the sure cure is in sight. The sta 
tion is to be moved twenty or twen 
ty-five miles outside of the city. T!” 
crystal set users will then be alle 
to tune in the station and the tu 


+ 


' The station will be more powerf®!. 


_ will have better programs, and 1 
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ut rrade Name—“‘G-G-H” Reproducer 
Material of Horn—DuPont Pyralin 
Finish—Black, Shell, Pearl De Luxe 
a Type of Magnet—Witt 
in Action—Indirect 

Control—Adjustable 


Height—20 inches; diameter of bell 13 


id inches 

Weight—2% Ibs. 

Price—Model W-10, Black $12.50 
id Model W-20, Shell $15.00 


or Model W-50, Pearl De Luxe 
$20.00 


4540 Armitage Ave. 


GRIGSBY ~ GRUNO 


G-G-H RERRQOUCER 


Quality and Volume 


In any comparative test the feature of great- 
est value is the degree of clarity and fidelity of 
the instrumental or vocal reproduction. Harsh, 
metallic, or ‘‘barrelly”’ sounds are displeasing to 
the ear regardless of volume. 


The first object of G-G-H engineers was to se- 
cure the highest possible “tone quality’’, which, 
coupled with ample volume, would meet the 
requirements of the average home. This was 
achieved by the adoption of DuPont PYRALIN 
for the amplifying horn, a material with so low 
a period of vibration as not to be able to produce 
a sound, i. e., “dead’’. Then, the unique Witt 
operating unit eliminating both permanent and 
electro magnetic diaphragm control and the dis- 
tortion they caused. 


The exceptional beauty of the G-G-H RE- 
PRODUCER is of importance from a decorative 


point of view; that feature is incidental to its 
tone quality. 


Quantity production makes it possible to mar- 


ket the G-G-H REPRODUCER at prices but 


little higher than a good head set—prices which 
permit a liberal profit margin to the trade and 
which are irresistible to the radio public. 


JOBBERS: Write for prices, discounts 
and catalog sheets for your salesmen. 


Sole Manufacturers 


~ HINDS ~ CO 


Chicago, Ill. 
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Low-Loss 


Grounded Rotor 
Condenser 


The 


23-plate model now ready for the 
trade. 


Most efficient electrically—strong- 
est mechanically. Several radical im- 
provements. Heavy aluminum plates. 
Complete die cast job. Construction rugged 
and fully guaranteed. Before purchasing 
condensers get the facts, prices and speci- 
fications of this superior Lincoln product. 
Write for details today! List price, $4.50. 
MANUFACTURERS WRITE! 
Before you decide what condenser you will 
use in your set... get all the facts and 
specifications of the Lincoln. Investigate 
this condenser now. Write at once for 
further information and prices. 


Lincoln Radio Corporation 
224 North Wells St., Chicago 
Manufacturers of 


The ‘‘Long 45’’ Tuner—The Lincoln Oscillascope 
Lincotn Collapsible Loops—The Lincoln Kit. 














Morse 


SPRING TERMINALS 


Make the best contact because they 
are the strongest and most durable. 
Finished in Lead, Galvanized, Cop- 
per or Nickel. 

> Made in five sizes 
Sw opening from 4 








SSS to 1% in. Solder 
or lock nut con- 

nections. 
Price 3 to 


25 cents. 

Ournew 
Radio cat- 
alog is out, 
write for 
it, men- 
tioning 








Frank W. Morse Co. 


Boston, Mass. 











one swoop the chronic “local pro- { 


gram’ knocker will be eliminated. 
The man who heard the squawky 


receiver, merely needs to be shown 


how a good receiver works. The man 


who feels radio is a waste of time, 
forgets one thing, we live in this world 


| to enjoy ourselves 





-we all work hard 


| to get what we want—the wherewithal 


to enjoy life as we go, and to eat 
and sleep. If radio furnishes a por- 
tion of the enjoyment we have been 
looking for, more people have been 
supplied with a portion of the “‘de- 
life. Of course 
denounces the 


sirable” in 


same man 


church, business and social gather- | 


ings, the family circle, and such 
things, he is impossible and will be 
considered as such. 

* * * 


The Arrangement of Radio 
Stock 


Radio sets, which are completely 
set up much more 
effectively shown when entirely apart 


in cabinets are 


from the part and accessories stock. 


| It is hardly necessary for the jobber 


| sets look. 
| ranged in the show room in a manner | 
easily accessible to both the customer | 


 alibi—the light was poor. 





to arrange to have a separate demon- 
strating room in order to show the | 
It is necessary, | 


sets to the dealer. 
however, to clarify the dealer's mind 
on certain things, just what sets are 
handled by the jobber, and how these 


The sets should be 


and the jobber’s salesman. 























W. H. Bechtold, sales manager for the 
| Iron City Electric Co., Pittsburgh, Pa., 
| deserves a better picture. We’re going to 
take a chance because we have a good 
(S. O. 8.) 














if the | 
theater, 





200 STYLES 
OF 


“INSULATE” 


(Molded Composition) 


and 


“HI-HEET”’ 


(Bakelite.) 


Knobs 
Mouth Pieces 
Binding Posts 

Insulators 


ready for immediate ship 
ment to your trade every 
where. 









mrreeeren 


We mould all shapes and 
sizes to order 





General Insulate Co. 
1033 Atlantic Ave., Brooklyn, N. Y 
Established 1904 






| 


| 


| 


| 








ae | 





The Latest 
Achievement in Radio 


WONDERFUL STRIDES have been made 
in radio, The latest one is the new 


RAY-DIO 


“B” Storage Battery 


This battery is made after a principte 
different from all others. It is the on 
different way ever invented for maki 
hatteries. It is known as the famous 
Lavier Formula, and has just been appl! 
to radio batteries. 


= 


The result is a battery of long life, stead 
voltage, and unequalled capacity. Easi!y 
and quickly recharged. Amazingly 
nomical to operate. 


It is the greatest step forward in rad 
batteries—yet the prices are surprising'y 
reasonable. 


Get a Ray-dio “B” Storage Battery 
enjoy clear, distinct reception free 
disagreeable sounds and disturbances 


Write at‘ once for prices and particul 


JORDAN BATTERY C0. 


YPSILANTI, MICH. 


Dept. 3 


Jobbers: All these things are making the Ray-“'0 
“*B”’ Storage Battery the most sought after ra‘'o 
battery ever made—and Jobbers everywhere 
finding a tremendous demand for them. Absolut: y 
nothing to compare with it. Ask for full det 
Don’t delay. Be First! 
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“Go Lp SEAL” HEADSETS 


‘‘The Best That Money Can Buy”’ 


























2200 Ohms 
$6.00 






3200 Ohms 
$8.00 





“GOLD SEAL” HEAD SETS are electrically and mechanically,—as well as 
from a radio standpoint,—as perfect as the highest-priced Head Set on the 
market,—yet, with all their perfection, they retail at only $6.00 for 2200 
Ohm, and $8.00 for 3200 Ohm. 


The trade mark ‘“‘DEVEAU” has stood for the highest quality in telephone 
apparatus for thirty years,—a guarantee that every known advantage in 
design and manufacturing has been taken into careful consideration. 


Magnets are extra-heavy one-piece units; cups are of aluminum to keep down 
the weight but unlike other Head Sets, every exposed metal part of the set 
is finished in genuine 24-karat gold,—aunder a protective lacquer so that the 
finish will last for yearsggthe terminals of each unit are concealed,—no contact 
possible with users’ hands. 


“DEVEAU GOLD SEAL” HEAD SETS are like a piece of fine jewelry in 
appearance, but with all the radio niceties that the most advanced radio en- 
thusiast can desire. DEWEAU Units exactly match each other in tone,—each 
has maximum sensitivity and perfection of tone quality. 


“DEVEAU GOLD SEAL” HEAD SETS are guaranteed to be electrically and 


mechanically perfect,—our Guarantee protects every purchaser. 


STANLEY & PATTERSON 


INCORPORATED 


~~ General Offices and Factory: 250 West St., New York, U.S. A. 


(3 Blocks Above Franklin St.) 
Cable Address: ‘“‘Eleclight’’» New York 
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New Radio Products, Illustrated 








An adjustable loud speaking unit 
known as the Model N65 is produced 
by the Metro Electrical Co., 67 
Goble street, Newark, N. J. It con- 
sists of a metal casing, aluminum 
shell and heavy nickeled cap. The 
cap fits the standard Victor phono- 
graph and an adapter for the Col- 
umbia phonograph is supplied free. 
A loud speakirfg unit does not work 
the same on all sets and varies with 
different voltages of the “B” bat- 
tery. This adjustable unit, by means 
of a simple adjustment, may be 
properly balanced for maximum ef- 
ficiency and best tone quality under 
widely varying conditions. 








The Magnavox Co. of Oakland, 
Calif., announces the development of 
a new storage battery vacuum tube 
known as Magnavox radio vacuum 
tube Type A. It departs radically 
in every respect from the construc- 
tion of previous tubes, especially in 
that it does not make use of a grid 
or any other kind of electrode in- 
terposed between the filament and 
plate. To insure delivery to the ul- 
timate consumer in perfect condi- 
tion, Magnavox tubes are packed in 
individual wooden boxes with double 
seal. Each tube is tested by the 
dealer at the time of sale and the 
box re-sealed in the presence of the 
customer. 











The Pacent Electric Co., Inc., 22 
Park place, New York City, man- 
ufacturer of the “Duoplug,” accom: 
modates two pairs of phones in par- 
allel. No tools are required for 
making connections. One of the 
outstanding features is the toggle 
structure of the connector screw. 











PSO sre 
ee a eae 


The Crosley No. 52  three-tube 
Armstrong regenerative receiver of- 
fered by the Crosley Radio Corp., 
Cincinnati, O., consists of tuner, re- 
generative detector, two stages of 
audio frequency, phone-jack to plug 
in on two tubes and filament switch 
to turn off the “A” and “B” bat- 
teries when the set is not in use. 
This set is unusually efficient, and 
is ideal for the home. The parts are 
mounted on a beautifully grained 
panel of highest grade insulating 
material, and in a hardwood, ma- 
hogany finished cabinet. 








Take a tube and try it in this 
Bakelite “Double Contact” socket 
which has just been developed by 
the Mazda Radio Mfg. Co., 8405 
Perkins avenue, Cleveland, O. No- 
tice how easily it goes in or comes 
out of the socket and yet the double 
contact locks the tube in the socket 
so that it is as one piece. A lock 
grip in each prong of the tube, no 
chance for a “Sputtery Contact.” 








The Pacent Electric Co., Inc., 
manufacturer of the widely used 
Pacent radio essentials, has recently 
developed a new balancing con- 
denser. This new condenser, known 
as the “Balcon” is especially de- 
signed for use with tuned radio fre- 
quency circuits or any other circuit 
where a capacity balance is de- 
sired. 








No. 25 copper web, braided rib- 
bon antenna wire is made of 25 
strands of copper wire braided into 
a strong flexible ribbon aerial *%% 
in. wide and containing in each 100 
ft. nearly ¥% mile of single copper 
strands. This type of construction 
gives the greatest possible capacity 
and conducting surface with less re- 
sistance and is said to increase the 
efficiency of sets considerably. It is 
equally good for an indoor antenna 
and on account of its great tensile 
strength is the ideal outdoor aerial. 
It is made in copper, tinned copper 
and enameled copper and put up in 
coils of 50 ft., 100 ft., 150 ft., and on 
spools of 500 ft. It is a product of 
the Ross Antenna Co., 9 Charles 
street, Providence, R. I. 











The No. 3020 “Marathon” double 
service radio “B” batteries can b° 
used for both detectors and ampli- 
fiers by the user who prefers on: 
45-volt battery to two 224, vol! 
batteries. It has one negative an: 
six positive screw binding post 
terminals to give 1614, 18, 191, 
21, 22% and 45 volts. They are 
packed in individual corrugated 
containers and are being manufac- 
tured by the Marathon Battery 
Co., Wausau, Wis. 
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No. 153. Bindin Post. 
Insulated Top. eavy 
Nickel Plated Brass Collar 





oe YOU CANSELL THESE NEW 
HOOSICK RADIO PARTS! 


socket. 
Jobbers, everywhere, and their salesmen are getting orders 


for these new Hoosick Radio Parts. 


These scientifically correct radio parts are getting a big recep- 


No. 115 V. T. So.ket. Construction same tion from radio fans; and dealers are quick to stock them to 
as triple panel mounting socket. 










meet the demand. 











24-HOUR SHIPMENT 
ON ALL 
HOOSICK RADIO PARTS 


















No. 404. Bakelite ''. V. 199 Adapter. 





Quick delivery is our specialty—let us pove it by shipping 


you an initial order of quality Hoosick Radio Parts. 


HOOSICK FALLS RADIO PARTS MFG. CO. 
HOOSICK FALLS, N. Y. 










SCOTT BROS., Ltd., STACKHOUSE & ALLEN RUSSELL ELECTRIC CARL A. STONE CoO., 
332 St. Catherine St., West, - SALES ee 1113 So. Wall St., 
Montreal, Que., Canada 27-29 No. Morgan St. 305 Donavan Bidg., Les Angeles, Calif. 
Chicago, III. Detroit, Mich. 
CAut New Call Bldg.” WOOD & LANE co., ©: N. HYDE ELECTRIC CO., THQMAS E. GRIFFIN, 
San Francisco, Calif. 915 Olive St, 101! Chestnut St., Sorlagheld, Mann. 
No. 302. Potentiometer. Bakelite Base St. Louis, Mo. Philadelphia, Pa. Box 512 
and Knob. Resistance Unit of Nichrome WALTER |. FERGUSON CARL A. STONE CO ate ~ > a. CHARLES GOLDFUS co 
Wire. i a = " os uite ° - 
SS Sees 14th & Walnut St., 1116 Minor Ave., Tribune Bidg., 301 No. Seventh St., 
Kansas City, Mo. Seattle, Wash. 154 Nassau St., N. Y. C. Minneapolis, Minn. 














3 — 7. Boa. wath og 
' ase an . Resistance Unit : F 
i of TN we Ar Wire. Supplied in No. 108. Triple Panel Mounting V. T. Socket. Made of Genuine Bakelite. All Metal Parts made of Nickel 
* 6-10-15-20 and 30 Ohm Resist- Plated Brass and Phosphorous Bronze. Walls extra thick. Fitted with tube stops in base to protect 

ance. contacts. " 
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The jobber’s salesman on the other 
hand should talk to the dealer, encour- 
age him to set apart a portion of his 
store to show sets only. <A _ great 
many people in various communities 
_ are a little inclined to avoid radio dis- 

plays because they feel that the whole | 











































4 al 
“< situation is completely above them 
POINT NUMBER ONE : - j - 
TOWARD PERFECT RECEPTION They will be encouraged by a suit- 
ONE PIECE able plainly arranged display in a 
ST TO portion of the store, arranged so that 
A they will not be embarrassed when 





tuning the set, looking it over, and 
One of Several 


> 4 y , 7 > > » 
siietilinaaianatie feeling how fine the controls work. 


Almost all of them feel that some Looking for 
day they will naturally get a radio | Something 9 


Four New Types. 


Stamped out of 
one piece of alum- 
inum—the one 
piece stator elim- 
inates broken 


set. It is the duty of the dealer to 
hasten this day and his display should New and Salable e 


kee is type of - 
eep this type of person from becom A at ee opportune -—_— 


contacts and sold- ing bewildered. uct gives ous selling ta xs solmaing 
ed joints. Posi- appeal. at’s why yo 
pte s ccadealitieclains The man who already has a set, and good with the 


leakage. Found in 
types 3 and 4, 
celoron end 
plates, and types 
5 and 6, Jow loss y 
—metal end, plates Y 


the fan who likes to build his own, R E L I A B = E 


| wish to see everything in the store. 
Display cases should be arranged RADIO 


showing the maximum variety handled. -BATTERY FILLER 
: . Apparatus on the shelves, in boxes, ;, 
S h d f h 1 
100% GUARANTEED or out of sight, is far harder to sell wanted. “it holds a half gallon of dis. 
. tilled water. Makes easy, quick and 


Write for Proposition than that which is readily visible, the safe work of an otherwise tedious 
sloppy job filling “A” and “B” bat- 


U S Tool Co , Inc moment the store is opened. There tories. 
e a * o 


Y 








174 Mechanic Street NEWARK, N. J. are always certain desirable acces- THE RELIABLE PARTS MFG. CO. 
Mfrs. of ee vgn yon jigs, automatic | sories, improvements in the method of 2819 Prospect Ave., Cleveland, O. 
machinery and sub presses. 














supplying battery voltages to the set, 
| additional headphones, speaker, con- 
a =) venient plugs and the like which 
should be displayed in order to create 


the desire to buy. The windows should 

a 1 QO attract the shopper’s attention and 

make him wish to come in. The dis- 

play inside should also hold his at- 
IT / f tention, but should, in a large measure, 
NSU a 0 VS create the desire which will lead to 


the purchase of the material. 

















BRUNT 
auauity PORCELAIN 











We have produced in these Radio 





| and Antenna Insulators high grade * & * 

products which the jobber may sell : 

| at a low price and still make a good Wetmore-Savage Radio 

| profit. Meeting 

| They are vitreous, brown glaze On September 5 and 6 the radio 

| and are very well and neatly made. sales force of the Wetmore-Savage 

|| A sample of either size insulator 

|| will be mailed to any radio jobber Co., Boston, Mass., gathered to hear 

| upon request. the latest and best on radio affairs. 
Addresses by 14 representatives of 


radio manufacturers covered the inti- 
mate and technical details of various 
No. 1—2% in. long, 13% in. overall diameter. branches of the trade. 

V. C. B. Wetmore, president of the 


















Manufactured under 









company, reviewed the progress of license from the Patented 
A a = las ki Porcelain Appliance Feb. 3, 
radio sales and ethics, taking an op- Com. cans 






No. 2—4'4 tn. long, 15% in. overall diameter. timistic view of the future. A dinner 


We also manufacture a complete at the Brunswick Hotel was tendered 
line of Electrical Porcelain— | 85 of the company’s radio salesmen 


in standard or special and the manufacturers men. K. L. 
patterns. ‘ : ~ , 
Norris, vice-president and sales man- 


|THE MOGADORE | ager, addressed the men on the morn- 
INSULATOR CoO, || ing of September 6. There was also 4 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 













MOGADORE, OHIO) meeting of the automotive men, pre- 
: sided over the Elmer Littlefield. | 
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c 
SLECTRIC 1 


Retails 
Complete for 


‘575 





e 


at Once 

















Now Ready! 


The Wonderful New 


Bee-Vac Electric Iron 
“The Iron with the Tilted Handle’’ 


BEE-VAC, : 


Cc ial 





Why Pay More? 


Ask Your Jobber 
for the Details 





*e 


UG Male OG Si RY £ 
AINE LEER 


vs SQe! Ki 
























The Bee-Vac Electric Iron has many 
exclusive improvements that will 
instantly appeal to every woman. 
Just a few of these are, the tilted 
handle (patent applied for) afford- 
ing natural, non-tiring position for 
hand, while allowing greater pres- 
sure for smooth ironing; brass 
nickel-plated cover, reducing radi- 
ation of heat and giving greater dur- 
ability; heating element designed 
on original lines, giving more direct 
application and uniform distribu- 
tion of heat, and preventing burn- 
outs and shorts. The Bee-Vac iron 
will positively hold its heat much 
longer, making it exceptionally 
economical in operation. Entire 


construction produces an iron that 
is practically unbreakable and 
trouble-proof. 


Furnished complete with special, 
durable cord, and improved revers- 
ible stand, packed in handsome 
carton that attracts favorable atten- 
tion in your store. 


Here is a distinctly different and 
BETTER iron that gives you a real 
opportunity. New features to help 
you sell, a lower price for a quality 
iron to bring more and quicker 
sales, substantial discounts to make 
your profits worth the sales effort, 
and National Advertising in the 
Saturday Evening Post and Good 
Housekeeping to bring inquiries. 





RrRTMAN SLECTRIC (OMPANY 


Departmen 8101) 


Lake and Desplaines Streets 


+ Chicago, U. S. A. 
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Activities of the Society for Electrical 


Development 


Work Under Way and Suggestions of Business Building Value to the Industry 








Camp Co-operation IV 

Many pages would be required to 
give even a resume of all the subjects 
that were discussed at Camp Co-opera- 
tion IV. This was the third confer- 
ence of local electrical leagues, spon- 
sored by the Society, and was held 
September 2 to 6 at Is- 
land, Henderson Harbor, N. Y. It 
was the largest, both in attendance 


Association 


and number of leagues represented, 
of any of the three. Owing to the un- 
avoidable absence of W. W. Freeman, 
president of the Society, the address 
of welcome was made by W. E. 
Robertson, president of the Robert 
son-Cataract Electric Co., Buffalo, 
sf 

In reading through the daily con- 
densed report there are interesting 
high lights that appeared in the dis- 
cussions, some of which may be noted 
in an informal way as indicative of 
the helpful interchange of informa- 





tion which took place throughout the 
five days of the conference. 

Red Seal Pointers.—The Associated 
Manufacturers of Electrical Supplies 
as well as the Electrical Supply Job- 
bers Association have enthusiastically 
adopted the Red Seal Plan and it is 
expected that the contractors’ associa- 
tion and the central station organiza- 
tion will be back of it as soon as it 
is officially presented to them. 

In Toronto, in definite cases, jobs 
originally set up to be wired for $100, 
when set up under the Red Seal 
quantitative standard were obtained 
at $135 or more. 

The Plan is the Jogical follow-up 


of the Lighting Educational Pro 
gram. Steps to launch the Plan in 


an extended way will be taken im- 
mediately after. 

The Plan presents a background 
upon which the local electrical leagues 
may advertise and dramatize an ade- 


The inclosed photograph shows the delegation that represented the Cincinnati Elec- 
tric Club at Camp Cooperation 4 conducted by the Society for electrical development 


at Association Island, September 2 to 6. 


Reading from left to right as you look at 


the picture are: S. D. Heed, president of the Cincinnati Electric Club and vice-presi- 
Cent of the Union Gas & Electric Co.; Chas. Beltzhoover, electrical contractor dealer 


and vice-president of the Cincinnati Electric Club; 


Frank M. Lillie, advertising man- 


ager of the Union Gas & Electric Co.; “P. A.” Bowman, of the Donaldson Lithograph- 
ing Co. (the initials “P. A.” stand for poster advertising), and Warner Sayers, sec- 


retary and director of sales of the F. D. Lawrence Electric Co. 


He is also chairman 


of the speaker’s committee of the better lighting campaign now being put on by the 
Cincinnati Electric Club. 





quately wired home and its advantages. 

The Providence, R. I., league is 
ready to budget and go ahead with 
the Plan. 

Promoting the Use of Industrial 
Equipment :—The three most product 
ive ways were outlined by F. H. Hill 
of Cleveland, Ohio. (1) The indus- 
trial electrical page. (2) Organization 
and maintenance of men in factories. 
(3) Special exhibits for interesting 
factory owners and managers. 

Community electric shows help 
wonderfully to promote classes of 
equipment which do not require spe 
cialized technical service. 

In Torento they get one of the 
ieading bakers to write a paper on 
electric ovens. He sold himself on 
electricity and interested others in his 
field. 

The Electric Homes:—Do not put 
too much furniture in the homes. It 
distracts the attention of the visitors 
and confuses the electrical idea. 

Hire hostesses and guides instead 
of depending on all volunteer help, 
but have dealers, jobbers, salesmen 
and others take part in the evening. 

Be on hand rainy days. The car 
riage trade makes these days as profit- 
able as the others. 

Call the young ladies of the staff, 
hostesses rather than demonstraturs. 

Very successful homes have been 
operated by the joining forces of sev 
eral towns in a county instead of being 
held under the auspices of a league of 
2 single one. Get in the municipali 
ties and the privately owned compan 
ies. 

Electrical Equipment for the Home 
—Selling the Idea:—Women buy 95 
per cent of the home equipment ac 
cording to Miss Bessie Swan of the 
Public Service Corp. of New Jersey. 
Service in a woman’s mind is more im 
portant than electrical detail. 

Do not over-state the usefulness of 
electrical appliances to women, said 
Miss Mildred Nichols of the Western 
Electric Co. Women do not believs 
all the things they read. Early mis 
takes in advertising and presentation 
are vet being felt. 
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" RENEWABLE 


FUSE Pi 


, 
GOOD_WIRING 
COMPLETE WIRING 


GREAT BUILDINGS 
MODEST BUILDINGS 

















DE LUXE JOBS 
COMPETITIVE PRICE JOBS 


Were with you! 








WALL PLATES 





Switches sold and installed 








more than 30 years back— 
they’re sti// with you! They’re 
still operating, still co-operat- 
ing all they can. To-day’s job 
sets that same support in 
switches, sockets, convenience 

















outlets and other devices. The 
line puts permanent quality in 
so many places, that it’s easier 
to make your own place in the 
confidence of the contractor. 
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ull Dos 


REGISTERED 


assembled 


SPLIT KNOBS 


When you talk to buyers of stand- 
ard porcelain products don't for- 
get to tell them about the longer 
cement coated nail of the Bull-Dog 
Split Knob. The extra length of 
the nail and the cement coating of 
rosin give this knob holding prop. 
erties equalled by none other. 


We want to help you sell more 
Bull-Dog Knobs. That's one of 
the reasons we are advertising 
them to your customers. 


ILLINOIS ELECTRIC 
PORCELAIN CO. 


Macomb, IIl. 



































Has a Grip like its Namesake 





One woman used motion pictures 
in conjunction with her lectures to 
women’s clubs, 
Lists of 
furnished 


get in touch with 
churches, rotary clubs, ete. 
people to be invited were 
by the lighting company. Generally 
churches and organization’s preferred 
to capitalize on her lecture by charg- 
ing a small admission fee, and it went 


over better for that reason. 


Home Lighting Contest 


The Lighting Educational Commit 
tee that a of 


committees are sending in to the So 


reports number local 
ciety (distributing agent for the Light 
Committee ) 


for Home Lighting Contest material, 


ing Educational orders 
which are not accompanied by remit 
tances to cover the cost 

In view of the fact that it 
mated that a revolving fund of $250, 
000 would be needed to take care of 
the orders for material from suppliers, 


is esti 


it has been necessary to notify all 
sending orders, without remittances, 
that material cannot be supplied until 
the money is received. 

The industry will understand the 
necessity for a ruling of this kind as 
it is not feasible to keep a cash fund 
of that proportion available to take 
care of requirements. 

¥ * * 


“Give Something Electrical’’ 
The Society will, as usual, have a 
wide of 


paign selling helps and it is the in- 


assortment Christmas ¢am 


tention this year to produce a number 
of standard packages, which will be 
supplied at cost. These packages will 
consist, for example of a_ six-color 
background panel, 


window display 


37 by 60 ins., carrying the slogan 


Window Display Background Panel. 


“Give Something Electrical’; a set o 
nine Santa Claus cut-outs (in colors 

Christmas poster stamps (in fou 
colors); wreaths and booklets or fold 
ers. Standard packages of the valu 
of $10.00 and $12.50 containing a, 
sortments of the and others 
containing Christmas background dis 
play panels and Santa Claus cut-outs 
For furthe: 


above 


only will be available. 
information, write to The Society for 
Electrical Development, 522 Fift! 
avenue, New York N. Y. 


* * * 


Some Consolation 


Before lamenting the variety oi 
situations that a salesman has to 
solve, be encouraged by the fellow 
who enjoys the game of bridge. 

He picks up the pasteboards with: 
confidence, knowing that his 13 must 
comprise one of 635 thousand million 
combinations that he might get. 


Of course, they can be_ placed 
among the four players in 53 octil 
lion different ways. But on examin 
ing his cards he is soothed by th: 
certainty that each of the other hands 
is one of only 8 thousand million pos 
sibilities. 


toe bid. 


If a few rules can be made to cover 


So he knows exactly how 


many millions of situations in a gam: 
of cards, it ought to be easy for tl: 
earnest salesman to make fewer rules 
fit the small variety of circumstances 
that he encounters with customers. 
Customers, like card players, ex 
pose their weaknesses and proclaim 
their strengths. The salesman who 
senses the significance of his oppo 
nent’s play can guide his game ac 
win.—The Kodah 


cordingly and 


Salesman. 
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A New R. & S. Floor Outlet 


The illustration is that of the new R. & S. No. 2580 non-adjustable floor box. 
It is the type that is usually installed in residences, apartment buildings, stores 
or similar places. The electrical contractor expects to procure such floor out- 
lets from the stock of the jobber who is serving him in other materials. 








1. The R. & S. No. 2580 is 4. The recept icle used is the 
ruggedly bu‘lt and is the en a ee moabes 
asiest to install. ype taking the standard, 
. — parallel or tandem _ blade 
2. It consists of a heavy caps. 


galvanized box with four 
one-half inch conduit out- 
lets, three of which are 
plugged with solid brass 
screw plugs. 


5. A forged brass bell nozzle 
is also provided. 


6. The R. & S. No. 2580 is non- 
adjustable, made right—fits 
tight and gives the highest 
degree of satisfaction and 
long usage. 


w 


. Receptacle interior is 
mounted on a heavy, elec- 
tro- galvanized steel plate 
which drops into a recess in 
the hox and is secured by 
the clamping action of the 
gasketed heavy brass plate. 





The Twenty-five Eighty 


This box is packed in individual cartons plainly marked so that a stock may 
be easily carried on the jobber’s shelves. 


We manufacture floor outlets for every requirement. 


Send for Bulletin No. 52—get your share of this profitable business in your 
territory. 


RUSSELL & STOLL COMPANY 
53 Rose Street New York, N. Y. 


DISTRICT SALES OFFICES 


Buffalo Birmingham Cleveland Philadelphia Boston 
Chicago Detroit Los Angeles San Francisco Portland 
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One piece all metal, con- 
venient and safe. 


TERE Ek Y 


SNAP-IN BLANKS 
and BUSHINGS 


Snap into place and 
Stay there. 


Ten good reasons why every elec- 
trician should use them: 


Will not break 

Save work, installing 
Rust-proof 

Neater in appearance 
Greatest factor of safety 
Occupy less space in box 
One piece only 

Snap in place, like a glove 
fastener 


Fit all makes of service and 
outlet boxes 


Cost less 


Made in two sizes to fit 44-inch and 
34-inch knockouts in any service or 
outlet box; also used in steel gutter lin- 
ing, meter loops, drop cord covers, 


roof sign letters, etc. 


Approved by Underwriters Laboratories 


N. E. C. Standard 


WRITE FOR SAMPLES 


UTILITY 


TOOL, DIE & STAMPING 


COMPANY 
Toledo, Ohio 

















The Light That Sells 


(Continued from Page 6) 
Bill has never said, “Hey, I’m sell 
ing lamps, buy ’em from me—TI’!] 
lug ’em over.” 

And the small town merchant is 
no slower to sense what light can do 
for him than is the merchant in the 
big city. All either one needs is to 
have somebody offer to sell him light, 
not merely fixtures or glass. There 


may not be a lot of stores in town 


but there’s sure to be some excellent 


| prospects even though the number is 
limited. 





One of the first things your light 
ing dealer will encounter in his sales 
calls is the merchant who says, “Yes, 
better light probably would help 
some, but, say, I rent this store and 
the owner is as tight as a bass drum 
—he hasn’t spent a dime since the 
World’s Fair in Chicago.” Unless 
your dealer is prepared for this 
come-back he'll probably become 
tongue-tied and throw up the sponge 
right then and there. The thing to 
do is to sell this merchant so hard on 
what better light will do for his sales 
that he is willing to pay for it himself 
if necessary. What most of them do 
is to buy it and then sell it back to 
the landlord by taking something 
off the rent each month until paid 
for. 

It's a rare merchant nowadays 
who hasn't read or heard something 
about better light as a means of 
stimulating sales. Whether he ad- 
mits it or not, right off the bat, step- 
ping up sales is sweet music to him 
—he’s interested all right, like a cat 
is interested in fish; just can’t help 
it. 

Reduced to its most simple terms, 
good lighting in a store consists of 
two levels or layers. The lower layer 
is purely  utilitarian—a necessary 
thing to keep customer and _ store 
keeper from breaking their necks, 
to enable the customer to distinguish 
a shirt from a pair of socks and per 
mit the store-keeper to wrap up the 
purchase and ring up the sale. That 
much light is pure overhead expense 
like rent or insurance. The second 
or upper level of light is not merely 
to see by. It is sales light—light 


_ that attracts the passerby—light that 


makes the goods in the window look 


| more desirable—light inside the store 
| that says, “This is no morgue; here’s 


' a busy up-to-the-minute place where 
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E VERY foot .of PARANITE possesses 
the self same high quality so instru- 
mental in establishing PARANITE as 


“more than code requires.” 





Sell it to all your trade. 
If It’s PARANITE It’s Right. 











INDIANA RUBBER & INSULATED WIRE CoO. 


JONESBORO, INDIANA NEW YORK 


THE THOMAS & BETTS CO. 
63 Vesey St. 
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“Super Service” gives you 
something to talk about 


N numerous industries, in mines, in tunnel work, 
and in building construction—everywhere, Rome 

Super Service Cord and Cable stand up under the 
severest conditions. 
For instance, as illustrated, No. 83-Conductor Super 
Service Cord is used by the Kenneth M. Devos & Co. 
building contractors in Brookline, Mass. 
It comes in contact with gravel, sharp stones, water, 
mud—is run over by heavily loaded trucks— is yanked 
around, coiled and uncoiled—and under all condi- 
tions delivers a steady flow of current. 
Super Service has a double thick jacket of Para 
rubber—and is the only cord and cable vulcanized in 
molds under tons of pressure. 


For further information write to Dept. B-20 


ROME WIRE CO. 5,.c003Gyices: ROME, N.Y. 


Diamond Mills, BUFFALO, N. ¥ 


LOS ANGELES, J. G. Pomeroy, 330 Azusa Street 


2204-1 





Gy ” 

feel for the namé 
Every 20 feet the words “Super Service” 
are embossed on this cord and cable 








NEW YORK BOSTON CHICAGO CLEVELAND DETROIT 
50 Church St. Little Bldg. 14E. Jackson Blvd. 1200 W. Ninth St. 25 Parsons St. 













































you'll like to trade and where you’: 
get good stuff and real service.” 

Light says all that to the customer 
subconsciously, just as_ cleanliness 
does—they go together like ham and 
eggs. The second layer of light 
that extra seven or eight foot-candles 
of illumination isn’t overhead ex 
pense, it is sales expense and every 
foot-candle of it pays a handsom: 
dividend. ‘ 

If, by adding a few cents a day to 
the cost of lighting his window, 
merchant can stop 42 per cent mor 
people in front of his store to ex 
amine his display, does it pay? If. 
by putting 10 foot-candles or so 
more illumination inside his store, a 
merchant can boost his sales any 
where from 12 to 29 per cent. Does 
that pay? 

These things have been tested and 
proved. There’s no gamble about it. 
If the merchant is a renter and has to 
pay the whole shot himself for light 
ing renovation, he is still so far 
ahead of the game on the sales re 
sults he will get that he can’t afford 
to stay in the dark. 

Trial installations will sell better 
light and it is very seldom that a trial 
installation has to be taken out. 
Once a merchant has lived and done 
business for a month under good 
light, you can remove it only over 
his dead carcass. Nevertheless, trial 
installations are recommended only 
as a last resort, an ace in the hole 
when all other sales appeals have 
failed. Most sales ean be made with 
out offering the trial installation, so 
why offer it unless you have to. It’s 
a fine way to sell if you happen to 
be deaf and dumb but seldom neces 
sary otherwise. 

It surely does help if time pay 
ments may be offered. Letting the 
merchant pay for the new lighting at 
so much a month with a whole year 
to meet the total cost has a great ap- 
peal to the merchant who has no 
great surplus of cash: Many a mer 
chant who could sell out for a very 
pretty figure has all his capital tied uj) 
in the business. Even though he may 
have to pay a few more dollars on .1 
time basis than by paying at once. 
he may choose the time payment. 

It is not hard as a rule for any 
lighting dealer to get his banker to 
finance such time payments either as 
a loan to the dealer or by having 
the bank take over directly for cash 
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Backed by the 
Prestige Y saned 


That’s a point worth thinking about. Not every article you sell 
has the backing of a firm established that long—a big, substantial 
concern with a reputation to maintain that will stand back of every 
fuse bearing their name. 


“Union” Fuses must be right because we could not afford to put 
out a product that did not measure up to the highest standards. 


This talking point alone paves the way for easy selling. 


When you add to it the following features for which “Union” 
Renewable Fuses are famous, you have something to talk about. 


Few parts and simple construction makes renewal easy. 


Link blows without flash or violence, and brass parts cannot fuse 


or stick. 
Metal parts are extra heavy and tubing almost damage proof. 
They withstand the greatest number of blowouts. 


Our catalog is the first step toward a bigger fuse business. Write 
for it—Today! 


Chicago Fuse Mfg. Co. 


Manufacturers also of Switch and Outlct Boxes, Cut-Out 
Bases, Fuse Plugs, Fuse Wire and Automobile Fuses 


CHICAGO NEW YORK 





‘eg. U. S. Pat. Off. 


“UNION” 


oa) erage 
RENEWABLE FUSES — 














marae cee 
a Ca 
Hi alt 


i mi Wy Hy | iH 

ee i 

|; |i 
i 











CAE We. 4247 


s [_— wre. CO. 

































THE JOBBER’S(AJSALESM 





AN 








PPAPDPDPDPDOPDPHDOD ® @® 
Do You Study Your Profit? 





Be a Specialist On 
Panelboards 


When you take the order for ma- 
terials on a wiring job, do you 
stop with wire, conduit, and other 
staples? Or do you make more 
money for yourself and your house 
by selling the panelboards too— 
at the same time? 


@ Panelboards give a_ wider 
profit-margin and pay higher com- 
mission than staple goods. Go- 
getter jobber’s salesmen are mak- 
ing far more money everywhere by 
learning to figure @# Panelboards 
and sell them along with the other 
materials for the job. 


You too can be a panelboard spe- 
cialist, and make this same _in- 
creased profit, simply by studying 
@ Panelboards and concentrating 
on their sale. They are easy to 
learn about and easy to sell be- 
cause they have real selling points. 
To know them is to sell them. 


If you need information and want 
to be one of the real money- 
getting jobber’s salesmen, write 
to Mr. Zinsmeyer and he will be 
glad to answer your questions 
and help you in every way he ° 
can. 


Arank Adam 


ELECTRIC COMPANY 
ST. Louis 
District Offices: 


Detroit, New York, Dallas, Minneapolis, 
Kansas City, Cincinnati, Indianapolis, 
New Orleans, Chicago, Denver, 


Francisco, Los Angeles, Seattle, Phila- 
delphia, Pittsburgh. 








Triumph Type R is made of standardized units, under 


standardized manufacturing practice. Immense enono- 
mies are effected in this way. to the benefit of the con 
sumer. The Triumph Panelboard is absolutely safe; 
can be placed anywhere in the house, and, therefore, at 
the logical center of distribution; is ready for wiring. 
and is stocked comp!ete in a package for quick delivery 


DAD PDD DPD PPD DBD HOOP 
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San | 


the notes off the various merchants 
who buy better light. 

It is no easy task to get a lighting 
dealer to go out and sell. Even the 
contractor-dealer who is accustomed 
to being away from his store, balks 
when it comes to bearding a mer- 
chant in his den, so to speak, and 
trying to sell him something. 

Your dealer has had people come 
to him all his business life and ask 
for what they wanted. To go out 
and sell something is venturing into 
a new and awesome world—an ordeal 
to be shunned as long as the pangs 
of hunger or the nagging of a wife 
for a fur coat are not too unbearable. 

Many worthy merchants, including 
not a few lighting dealers, are going 
to be fearfully unhappy when they 
pass through the pearly gates be- 
cause there are no counters in Heaven 
behind which one may stand. 

Teaching the dealer to go out and 
sell is like teaching a girl to swim. 
She loves it after she learns but any 
water over ankle deep is too deep to 
suit her for learning purposes and 
she never learns unless you get bru- 
tal and drag her in by the scruff of 
neck. You'll just have to get 
your dealer primed and then shove 
He'll swim, 
never fear, and live to thank you for 
it. 


him off into deep water. 


Home Lighting Contest 


(Continued from page 22) 


Fort Worth, Texas 
Abilene, Texas 
Amarillo, Texas 
Marshall, Texas 
Franklin, Mass. 


Baton Rouge, La. 
Caddo Parish, La. 
Meridian, Miss. 
Omaha, Neb. 
Portland, Oregon 
Memphis, Tenn. 


If your town has the endorsemen 
of the school authorities you can di 
other communities a great amount 0! 
good by passing the word along. 

Just a few instances may be recited 
specifically to show the enthusiasn 
which is being manifested in every 
state in the Union and jobbers every 
where are adding their support to th« 
organized effort. 

lifty-two companies in Detroit have 
subscribed $6,300 towards the fund 
for the local Home Lighting Contest 
All the money will be spent locally to 
tie in with the national campaign. 

Sixty localities served by the Geor 
gia Railway & Power Co. will have 
contests, according to plans being mad 
by that company. 

The Alabama Power Co. will con 
duct contests in 82 localities in whic: 
it provides electric service. The ter 
ritory will be operated on the basi» 
of their existing districts, in each of 
which contests will be conducted, with 
the exception of Montgomery, for 
which a separate contest operation will 


be set up. 





He Was a Brave Man 
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HERE LIES THE BODY OF OLD YOE DUM™M 
WHO WENT LAST WEEK TO KINGDOM COME 
HIS WILL WAS GOOD HIS JUDGEMENT BUM 


HE LAUGHED, WHEN THE 
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PACKER SMASHED HIS THUMB 
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It's a DURABILT PRODUCT 


Reg. U. S. Pat. Off. 


—that means Quality. 








URAFL 


Reg. U. S. Pat. Off. 





D EX 


is made to give you an armored conductor which is 
extremely flexible and absolutely safe. 


The insulation of DURAFLEX is made entirely in our 
own plant, from tested materials. Weare thus assured 
uniform high quality. 





The clean, easily stripped armor means easy installa- 
tion. Combined with our safe insulation, it is a visible 
sign of the superior quality of DURAFLEX. 





Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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Emerson Junior Ventilator will sell the 
year ‘round and that’s where the profit 


comes in for your dealers. 


Emerson Junior is a 9-inch A. C. ven- 
tilator with a capacity of almost 500 
cubic feet of free air per minute. It 
will pull out smoke and odors the year 
‘round and in summer expel super- 
heated air from the kitchen. 

Show your dealers the possibility of 
selling Emerson Junior Ventilator for 


installing in home kitchens, pantries, 


booths—in any small room where fresh air 


in Price Book No. 57. 


50 Church St., 


is needed. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
New York City. 


The Emerson Company sells no apparatus at retail. 


A year ’round Residence Fan! 


Emerson Junior Ventilator 





bathrooms, lavatories, small private offices, telephone and phonograph 


‘Emerson Junior Ventilator with mounting boards lists for only $17.50. 
Emerson 12 and 16-inch Ventilators also sell easily the year ‘round. Listed 








Thirty Years. 
and Service. 


Buzzers is 
that the line is right. 





Japanned. Silver contacts. 


transformers. 
Bell: 
non-adjustable. 
Buzzer: Made in one size only. 

Combination Bell and Buzzer same 


standard 2'4 inch Bell. 


SIG: 


IMhfetGa, 
Boston, Chicago, Minneapolis, Montreal, 


San Francisco, Toronto, Philadelphia, 





New York, 
Los Angeles, 


Signal 


Bells and Buzzers 


Have Been Giving Satisfaction for Over 
Time is the Test of Quality 


The fact that a line of Products 
has been on the market as long 
as the Signal line of Bells and 
conclusive 


proof 


The base and cover of Signal 
Bells and Buzzers is made of drawn steel black 
They will operate 
equally well with dry batteries or bell ringing 


2% inch, 3 inch, 4 inch adjustable or 


size as 





1970 Broadway, 


MENOMINEE, MICH. 


Pittsburgh, 
Seattle, 


Havana, Cuba, 





Electiis Factory and General Offices 


St. Louis, 
Winnipeg 


You'll find our local address in your Telephone Directory. 




















Price Campbell, of the West Tex, 
Utilities Co., Abilene, Tex., announ: , 
his local and outside territory has be » 
organized, and plans laid for pub! 

ete. 

Sturgeon, Jr., commer 
of the Ohio Pewer Co. 
Steubenville, O., is key man for | 
city. There are 6,087 residence 1 
ters in this district, and it is estimat: 
there 736 children eligible t 
the contest; 1,894 Lighting Prim 
and badges will be ordered for dist: 
bution among the school children. 

Twenty-five suburbs around Phi! 
delphia will have their school childr: 
participate in the contest. This has 
total population of 2,100,000, 
there are 250,555 residence meters i) 
this section. It is estimated that 100 
000 children are eligible and that 7\) 
per cent of these will wish to enter 


ity, prizes, 
G. M. 


manager 


are 4, 


and 


the contest. 


The first essay submitted on tli 
Home Lighting Contest came _ into 


Headquarters the week of August 30) 
from Joseph H. Cortes, of Walsen 


burg, Colo. Master Cortes evident!\ 


| saw the publicity created by Clare \ 


| didn’t know it by that name. 


Stannard in Colorado and was am 


bitious to win a prize. 


Making It Easier to “‘Do li 
Electrically” 


(Continued from page ©) 
heater; so that the two men decided 
At each place the an 





to investigate. 
swer received was to the same effec! 
“Oh! is that what you meant? 
Where the Jobber Comes In 
The jobber has the best oppor 
tunity of all to correct such condition: 
wherever found contractors 
and dealers, and to d-rect applian 


among 


sales through a channei wherein | 


connection it is but fair to say 


And in tha 
that 
everywher: 


may figure as a factor. 


such conditions are not 


present; with many, in fact, custome! 


| find it just as easy to spend money > 


| it is to do so in other lines. But su 
examples ought to be the invariab 
rule; and the jobber, by workii 


through his salesmen, can accompli- 


much. The following points, for « 


| ample, are easily within the ability « 


each and every contractor and deal: 


to observe; and if all were to do so t! 


| results could not but be beneficial 





the jobber’s business. 
Sell the Ready Prespect First 
Encourage the _ contractor, < 
dealer, as may be, to concentrate up 
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Their show-case brought $2500 in 


Eveready Flashlight sales 


IT is no mystery to T. M. and W. L. 
Hunter, of Fayetteville, N. C., why 
their Eveready Flashlight and Battery 
sales amounted to $2500 in ten months, 
in a town of 9000 inhabitants. Here is 
the story in their own words: 

“The handsomest mahogany floor-case in 
our store is filled with Eveready Flashlights. 
It is the first case to the right of the entrance. 
Hence, it holds a place of importance. In it 
is one flashlight each of every style Eveready 
makes. We carry every type of battery. The 
reputation of having odd and unusual types has 
brought us much business for regular material. 

‘“‘We use all the Eveready advertising-helps 


and our windows are often devoted entirely 
to Eveready Flashlights. . . . This is how 
we sold over twenty-five hundred dollars’ 
worth of your material in the past ten months, 
in a town of nine thousand inhabitants.” 


The newly designed and improved 
line of Eveready Flashlights is the most 
attractive, the most satisfactory, and the 
fastest-selling line of flashlights on the 
market. Ask your jobber to show you 
the line and the Eveready selling-helps. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INc. 
New York San Francisco 

Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
& BATTERIES 


—they last longer 





SALESMEN—A great national advertising campaign is helping dealers 
sell Eveready Flashlights. And intensive advertising in all the impor- 
tant trade magazines is helping you sell Eveready Flashlights to the deal- 


ers. This is a reproduction of the current advertisement in trade papers. 
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BARBER QUALITY 








BARBER 


UNIVERSAL SERVICE 


SWITCHES 





CATALOG No. 5755 
Pat. Pend. 


HE new Barber Universal Serv- 
ice Switch line has been brought 
out to meet the demand for a highly 
efficient service switch with branch 


circuits. 


The customer can replace branch 
fuses without disturbing the ser- 
vice switch. When the top of the 
switch box is sealed this automa- 
tically protects the live parts and 
wiring insuring safety to the user 
and protection to the central sta- 


tion. 


Universal Service Switch 


Barber 
catalog No. 5755 has been approved 
for use on the lines of the Edison 


Electric Illuminating Co., of Boston. 


This switch can be furnished in one, 
two or three pole with grounded 
neutral. By 
the branch circuits can be changed 


removing one strap 


from four circuits grounded neutral 


to one or two circuits not grounded. 


BARBER ELECTRIC MFG. CO. 


NO. ATTLEBORO, MASS. 
SALES OFFICES 


Boston San Francisco 
Detroit Pittsburgh 

New York Kansas City, Mo. 
Baltimore St. Louis, Mo. 
Philadelphia Worcester, Mass. 
BARBER QUALITY 




















| Help 

















those who, like John A. C., are itch- 
ing to do business. Their name is le- 
gion. Sometimes the transactions 
would be small, but they, nevertheless, 
go to swell the total. For example, 
the writer has been waiting for three 
years for some energetic electrician to 
call at the house and sell him a bell- 
ringing transformer. A_ neighbor 
wants an electric ignition system 
rigged up to his gas water heater, 
which, with the storage boiler, is lo- 
cated in the cellar. 

It is the case frequently that the 
men of the household doesn’t know 
enough about whatever the electrical 
something is that is needed, to enable 
them to instruct their wives to take 
the matter up with the electrician dur- 
ing he day; and in the evening when 
the men folks get home—well, if it 
isn’t bridge it’s something else that 
interferes with getting the electrician 
on the wire and discussing the matter 
with him. But the business is there 
and is worth going after. For an- 
other example, the man who sold John 
A. C. the washer and ironer convinced 
the writer that he had, within a period 
of 10 days, sold 11 such washers 
within a radius of four blocks, and 
that his own personal selling averaged 
better than one washer daily. 


Keep All Promises 


Not infrequently when the house- 
holder is assured that a job of electri- 
cal work will be begun at a stated 
time, or an appliance delivered at a 
specified hour, the household plans are 
keyed accordingly. Visits are de- 
ferred; invitations to guests arranged 
so as not to conflict with the work, 
and so on. When such promises are 
broken disappointment ensues and a 
certain amount of ill-will results. 
Promises are made to be kept and they 
should be. It pays. 


Customers Specify What 
They Should Have 


Frequently it has been observed 
that when the contractor is called in 
to figure on a job of work he tends to 
leave too much to the customer to de- 
cide. His attitude seems to say: “I’m 
here to do what you want, now what 
do you want?” And often as not the 
poor householder is at a loss to say. 
He knows the results he wishes to 
secure, but it’s up to the man on the 
selling end of the deal to say what 
will do it. Moreover, the man who 





does do so shows that he is taking , 
warm, sympathetic interest in the cu 
tomer’s problems. And that is go 
business always. 


Tie In With the Plumber 


Satisfaction in using a washing m 
chine is enhanced by facilities f: 
running fresh hot and cold water int 
the washer, and draining it off late: 
without having to do so by hand. Gen 
erally speaking, the plumber’s bill fo: 
arranging the necessary connections 
will be relatively but a small addition, 
to the cost of the washer and it saves 
trouble for the customer by arranging 
for that work at the time of sale 
Some contractors have a working 
agreement with the plumber, whereb 
they make a tentative estimate of th: 
cost of such work and endeavor to 
secure the business for him. The 
plumber, in turn, boosts the elec 
trician’s business wherever possible. 


Demonstrate Appliances Ade- 
quately 


Many households that have consid 
erable money invested in electrical ap 
pliances do not know how to get th 
most out of them. Just within the 
circle of the writer’s own knowledg: 
can be mentioned several examples 
that go to show the scope of this con 
dition. For instance, one woman is 
condemning her washing machine, d 
claring that it is too slow. She ha 
bitually overloads it from one-third 
to one-half. Another declares he) 
washer has never washed as well for 
her as it did when demonstrated. Sh: 
regularly uses too much soap and th: 
great quantity of suds that results act 
to interfere with the process, An 
other does not know how to make ful! 
and correct use of the attachments t: 
her sewing machine. Another is iron 
ing by hand many pieces that prop 
erly should be done on her ironer: 
likewise, few women are fully ac 
quainted and sold on the advantage: 
of the attachments to the electric 
cleaner. 

Telling a customer once how to d 
these things does not always suffice 
the habit of the old way of doing is 
too strong. They become confused 
something goes wrong, and so, let i' 
go at that. 


Keep Away From Technicalities 


Recently a plumber did some wor! 
in the writer’s house and, while there. 
something occurred which caused hin 
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WHATEVER YOU WANT TO KNOW—IF IT’S ELECTRICAL 
LOOK IN THE “EM F”—YOU’LL FIND IT THERE 


Published by ELECTRICAL TRADE PUBLISHING CO., CHICAGO, ILL. 
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Revision of Line 


Prices are reduced, effective at once, on our ent're line and new numbers are ready. 
These retain —, ae. of merit and their capacity described below accerds wi h 
lar est t ede aemard he new umes will ue packed in cartons of ten guards 
each. Portable guards will be boxed singly. 


locking |FLEXCO- IO K| —— 


Regular Type 
In sizes for st’d brass and 1% 
1%, 1% in. W. P. sockets for 
lamps 60-watt or less and 150 
watt or less 

















brass and 14% in. W.P. for lamps 
60-watt or less. 


Mill Type 


For the new popular 25 and 50- 
watt mill type lamps. In sizes 


Reflector Type 
for st’d brass and 14%, 1%, 1% 




















Halt of guard is aluminum fin \ 
ish reflector In sizes for st’d in WV P 

a WZ 

— -_ 

Closed with Screws are 
plain screw self retaining 

FEROS ART 

Regular Type Mill Type 
Same sizes as FLEXCO-LOK Same size as mill type above 


Regular type, but guard is non- Guard is non-locking 
locking. FLEXCO Guards will fit 
oversize sockets. 


Portable Type 
Regular and Reflector types with 


Reflector Type split handles. Packed one to the 
Same sizes as_ reflector above. carton with hook and ring handle 
Guard is rion-locking lock 





FLEXIBLE STEEL LACING CO. 


4698 LEXINGTON ST., CHICAGO, ILLINOIS 














VERE person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER’S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER'’s SALESMAN 


Send a dollar for a year’s subscription. 

















' moving in and out at high speed. 


























to discuss the relative merits of two 
of his workmen. To illustrate how 
much faster one worked than the other, 
he cited an instance where the two of 
them were working on an apartment 
house job, and the one, the rapid one, 
“wiped” out four bathrooms while the 
other was “wiping” two. Inquiry 
' made clear what he meant, but at first 
his talk was just about as intelligible 
_as that of the gob on one of Uncle 
Sam’s ships who was asked by a lady 
visitor where she could get a drink of 
water. His reply was: “There’s a 
water breaker, ma’m, on the starboard 
side of the main deck in the turret just 
abaft the mizzen hatch.” 


Such technicalities serve only to 
confuse the customer; and when a 
/'woman who has listened to a lot of 
technical jargon about things electri 
|cal attempts to explain what she has 
-heard to her husband—well, good 
night. 





McKew Parr 


(Continued from Page 21) 


|two months at a time, he kept a saddle 
| horse at a stable near the factory, and 
_whenever he was on his trips gener 
| ally managed to borrow or hire a 
horse. In the same manner, the other 
'pastime of swimming was constantly 
indulged in, and a pool soon located 
wherever he might be—as soon as hx 
settled at Warren street it was the 
|good pool in the basement of the 
| Woolworth building. He swims ther 
| practically every day, both winter and 
| summer. 











| The Iron City Electric Co., Pittsburgh, 


Pa., is justly proud of the two men in 
this picture. They are Lawrence Holden, 


| receiver (on the left), and Harry Wald- 
|man, shipper. They do say Harry can 


lift —— lbs. Anyhow they keep the stuff 
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You Can Sell This Campaign 


yi Back of Music Master is an inten- \ 


sive consumer advertising campaign, 
reaching 11,538,079 families—51,921,- 
354 individuals—nearly half the popu- 
lation of the United States. 

It means that practically every per- 
son interested, or likely to be interested, 
in radio, is reached often and impres- 
sively by Music Master advertising. 

You can tell your customers that 
this is one of the biggest campaigns 
ever carried through for any item in 
radio. 

Urge each one to direct interested 
prospects to his store by placing an 
instrument in his window, by pasting 
up ads clipped from the Saturday 
Evening Post. and by mentioning 
Music Master in his local papers. 

Folders, display material and cuts 
or complete dealer ads will be sent 
direct by us upon request. 

And don’t forget to talk about the 
new Music Master Cabinet Model. 


This too will soon be advertised nationally. 


{lusic S\taster Corporation 


Makers and Distributors of High- Grade 
Radio Apparatus 
10th and Cherry Streets 


Chicag® PHILADELPHIA Pittsburgh 
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Double Service—Day and Night 


This Switch Not Only Controls the Ceiling Light But 
Provides an Ever Ready Receptacle for Appliances 






















Kitchen Units brought the development of this new 
Cutler-Hammer switch—then its convenience and neat 


appearance invited many other uses. Wherever pendent ae ee 
control of any service (ceiling light, heater, fan, or motor) in the famous Seventy-Fifty 
. : : ° . ‘ Cord Switch used on more 
is desired —in homes, factories, stores or offices— this bet- than 3,000,000 appliances 


ter switch handles the job in a shock-proof, business-like nial 


way and makes a neat, enduring installation. 

And in addition, at the base of the switch, a handy 
receptacle is ever ready to furnish current to any appli- 
ance, whether the switch is ON or OFF. 

Like all C-H push button devices, this switch is 
designed for easy installation, all parts being assembled 
complete in one half of the Thermoplax shell. The mech- 
anism is of the C-H quick make-and-break type and is 
ruggedly built for years of service. 






The C-H 
Seventy- Fifty 
Switch 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 
Works: MILWAUKEE and NEW YORK 


CH! SWITCH - TAP 


THE COMBINATION PENDENT SWITCH AND RECEPTACLE 
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"The Socket: that. =, 


Every lamp is important the fewer the lamps —the 
more important is each lamp 


Yy 


Bi] ; 
Proper lighting means quick, accurate work, It means safety. 


means better working conditions. 


SHURLOK Keeps the Lamp. on the Tob 


SHURLOK is a practical, economical means of locking 


Shurlok Key will operate a Sigler Socket — no ther tools will pick the 
: ~ 


- 






If you haven't the Key— 


It ts Imposstble to Re- Shurlok 


move This Lamp from 
the Socket because it 1s a Prevents Darkness 


h: 1 Darkness means danger, disorde 
Sharrloke «discontent. 


—the Socket 


Use your Letterhead today 


“hy, 





7 


It 


’ electric lamps—and only a 


lock. 


rand 


ya : i w you aSHURLOK Socket. 
Ties Lacks Let us show youaS Soc 


Pass €§ Seymour, Inc. 


Solvay Station, Syracuse, N.Y. 
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New York 
114 Liberty St. 


JUST OUT 


THE “R M” SWITCH 


Small Size 


FULL SAFETY SWITCH 


Tue FrumBuu 
ELect 
MFG 








Box closed—8”"x54,"x4.” 


SIZE. 
The Switch box is very compact (2 Pole 4%4”x8”, 3 Pole 
634”x8”"), meeting a long-felt need for a rugged, full safety 
article for installations where size is a prime factor. 

SWITCH EASILY REMOVED FROM BOX. 
Removing two screws enables entire Switch and iuse block 
to be taken from box. Thus, entire box space is available 
for connecting conduit and running wires. 

QUICK MAKE AND QUICK BREAK WITH 
INTERLOCK. 

SIMPLE IN OPERATION. 
Handle operates a compression spring on same principle 
as rest of Type “A” line. Handle would operate Switch if 
spring should fail. 

Constructed on DOUBLE BREAK PRINCIPLE. 
Blades are carried by a rotor of moulded material, actuated 
by the cam of the Q. M. and Q. B. mechanism. 

ARC IS SNUFFED OUT. 
When blades are in “off? position they throw into deep 
narrow slots in the base and thus effectually snuff out any 
arc which might have a tendency to follow. 

MOULDED MATERIAL USED. 
The Switch base, fuse block base, and rotor are all of high 
grade moulded material of unusual strength, and will stand 
much abuse in handling. 


FUSE BLOCK 
The fuse block mounted over the Switch base, brings fuses 
i AD 


directly to the front in most accessible position. DE 
FRONT construction. 


LINE AND LOAD TERMINALS. 


LINE terminals on Switch 
moving fuse block. 
LOAD terminals are on fuse block above the line terminals. 
Thus on fusible Switches, both line and load terminals are 
on same end of box. 


TYPE “A” 


is mounted over the Switch. 


base are accessible without re- 





| 
| 
; 





Box open. Fusible 
Fuse block and shield are reversible 
































10. TOP OR BOTTOM CONNECTED. 
By reversing position of fuse block, line and load con- 
nections can be made at the bottom of Switch if desired, 
WE REGULARLY FURNISH THE SWITCH TOP 
CONNECTED. 
11. SHIELD. 
A shield attached by one screw, covers line terminals, pre 
venting any possible contact with live parts. This shield 
will fit only on terminal end, top or bottom, depending on 
position of fuse block. 
12. FUSIBLE OR NO FUSE. 
Switches furnished fusible or no fuse. On no-fuse Switch 
the fuse block is omitted and line can be connected at either 
top or bottom, as desired. 
13. PRICE VERY ATTRACTIVE. 
This Switch gives the trade a very high grade article, 
Quick Make and Quick Break, with full Safety features, at 
an exceedingly low price. 
14. 440, 550 Volts SWITCHES. 
2 and 3 Pole will shortly be placed on the market. 
15. HANDLE. 
Handle is a ribbed steel punching with cast iron knob— 
practically indestructible. 
NO FUSE 250 V. FUSIBLE 25¢ V. 
CAT. NO. | POLE | voLT LIST || caT NO. | POLE | vott ; LIST 
EACH EACH 
46221 2 250 $4.80 92221 2 250 $5.50 
46321 3 250 6.00 92321 3 250 7.00 
| _ 46421 a 250 8.50 92421 a 250 9.50 
We can furnish 3 Pole fusible Switches with solid Neutral at 


regular prices on request. 


Discount Trumbull Schedule C. 


The Trumbull Electric Mfg. Co. 


San Francisco 
595 Mission St. 
Boston 


Plainville, Conn. 


icago 


Ch Philadelphia 
2001 W. Pershing Rd. Atlanta 
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Melican Meter Gyp China Boss 

The following letter from a member 
of the Chinese colony of Sacramento, 
Calif., was received by the Great 
Western Power Co. 

10th May 1924 
Present 

H. S. Rush, 
Sacramento, Calif. 
Sir: 

Your kind letter received in the 
same date, soliciting me why it is that 
we used electric current to the extent 
during March for the sum is $4.45 
whereas for February it is only $1.25. 

I beg to tell you the reason why we 
used in March so extensive, because I 
can scarcely remembered the meter 
man always come to copy our meter 
not fix in the end of every months. 

Sometimes they come before twenty. 
days soon, and afterwards that ten 
days come over again. So that the 
amount one month will make more, 
and the another month will make more 
less. (Sometimes no come.) 

At the beginning we got light in the 
China Camp, I can remembered only 
used about $2.00 Sometimes in each 
month. | 

You can easily understand we only 
used one point in my sitting place, and | 
sometimes open the middle one in the | 
use time, the rest is all stop. When| 
our sleep is all shut. How can we| 
used double prices. 

If we do this more expenses, and| 
you ought to be punish us. While J | 


dare not to do it. | 





In this case, not you asked me this 
surprise question, on the other hand, | 
[ asked myself so wonderful. 

Now I cannot describe you no more | 
but you can ask the Great Western 
Power Co.’s man, perhaps they copy 
the wrong points in the meter. 

Yours faithfully, 
YET LEE TONG, 
China Boss. 

P. S. I asked the neighbor he says 
sometimes 50 days no copy the meter 
and the amount always some more or 


less in all time. 
ss a 


Roberts Adds Albany House 

The H. C. Roberts Electrical Sup- 
ply Co., announces the opening on 
September 1, of a new branch at 
356-858 Broadway, Albany, N. Y. 
This branch will carry a complete 
stock and will be under the manage- 
ment of E. F. Keefe. The company’s 
other houses are at Philadelphia. 
Syracuse, Washington and Baltimore. 








Women Prefer ANYLITE Products 


—Saf ety—Reliability—Convenience 











These Three 
Are the Appealing Features 





>. Women purchase Anylite Regulators for 
their convenience and safety. They want Anslite 
aities. the bedrooms, bathrooms, hallways and en- 7 
Reguietor trances equipped with Anylite Regulators for 
; the convenience and safety of the family and 
guests. 


They make 1t easy to get about the house at 
night and afford protection from accidental 
injury and from intruders. 


Anylite Regulators are preferred because 








they are quickly and easily adjusted to give 
any degree of light. They are approved by 
the National Board of Underwriters and i 
are fully guaranteed. 


Women are eager to purchase Anylite Plugs 
because of their convenience and safety. 
They will know that when using Anylite 
Plugs there will be absolute freedom from 
danger of shock, short circuit or annoyance 
so common with many lower priced plugs. 








Send for prices and complete 


Anyute information. 
TP-3 





See that your customers are supplied. 


ANYLITE ELECTRIC CO., Fort Wayne, Ind. 


i ecemennee 
(a rasan tn te REE 





























Lynchburg Glass Insulators 


are being ordered by the largest users and specified by the Elec- 
tric Engineers everywhere. 
Ask us for descriptive literature and prices. 


GLASS The Perfect INSULATOR material for medium volt- 
age lines. 
Unaffected by time or the Elements. 

The same service anywhere and everywhere, under all climatic 


conditions. 
“SUPREME WHERE QUALITY COUNTS.” 


LYNCHBURG GLASS CORPORATION 


LYNCHBURG, VIRGINIA 
MANUFACTURERS 


INSULATORS 
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MANUFACTURERS 


NEWS 














E-Z-Toon Radio Co. Formed 

The E-Z-Toon Radio Co., has taken 
over the manufacture of the E-Z-Toon 
dial formerly made by the Butler 
Mfg., 3236 West Washington street, 
Indianapolis, Ind. 

Charles Sparks, formerly general 
manager of the Kellogg Co., has 
accepted the same position with E-Z- 
Toon. Otherwise the organization re- 
mains unchanged and the address the 
same. 

Mr. Sparks reports that last year’s 
orders were far in excess of produc- 
tion, but that the company is now en- 
joying larger manufacturing facilities. 
This means greatly increased produc- 
tion and he promises that all orders 
will be taken care of promptly. 

* & &. 


Magnus in New Factory 

On September 1, the Magnus Elec- 
tric Co., Inc., moved from 451 Green- 
wich street to its newly completed 
plant at 787-797 East 138th street, 
New York, N. Y. The company will 
extend its activities in the manufac- 
ture of quality electrical and radio ma- 
terial. A new general catalog of 
Magnus products is now on the press. 





Pittsburgh Co. Shortens Name 


E. W. Simmons, vice-president of 
the Pittsburgh Reflector & Illuminat- 
ing Co., Pittsburgh, Pa., announces 
that hereafter the name will be the 
Pittsburgh Reflector Co. The change 
is in name only, the management, 
ownership and policies remaining the 


sane. 
* + 


City Electricians Will Convene 
in Dixie 

The International Association of 
Municipal Electricians will assemble 
in convention at Partridge Inn, Au- 
gusta, Ga., October 14 to 17 inclusive. 
Joseph L. Caldwell, city electrician 
at Colorado Springs, Colo., is presi- 
dent and Wm. R. Arbuckle, depart- 
ment of Public Safety, Bayonne, N. 
J., is secretary. H. B. Kirkland. vice- 
president, American Wiremold Co., is 
chairman of the exhibit committee and 
promises an interesting display by 
standard manufacturers. The assoc- 
iation engages the support of makers 
of fire alarm, street-lighting, signal 
apparatus, safety-switches, etc. Great 
ly improved facilities for exhibitors 
will be in order at this convention. 











A group of district sales managers and officials of the American Wiremold Co., 
attending a sectional sales conference, held at Hartford, Conn., July 16, 17, 18. Left 
to right, front row: W. D. Ball; L. S. Zahronsky; J. M. Foley. Second row: C. E. 
Rutherford; Edw. Rigby; H. C. Moran; Mrs. D. Hayes Murphy; D. Hayes Murphy, 
and C. C. Sibley (recently deceased). Third row: O. A. Frederickson; W. K. Murphy; 


Ernie Hedler; H. B. Kirkland; J. A. Carey and H. C. Biglin. 








Music Master Builds Cabinet 


Instrument 


One of the latest moves by the Mu 
sic Master Corp. of Philadelphiia, Pa.., 
is the introduction of a Music Master 
radio reproducer of cabinet design. 
The trade has asked for it repeatedly. 
Many radio users also have shown a 
preference for the cabinet type, and 
their wants are entitled to considera 
tion. 

Instead of fixing the horn rigidly) 
to the cabinet they avoid distortion by 
suspending the horn, making it “full 
floating.” 

All the essential elements of the 
horn type Music Master have been re 
tained. The sensitive precision unit is 
the same. The tone chamber is still 
made of cast aluminum, for they have 
found that no other material is so 
free from distorting influences, none 
so capable of developing and purify 
ing the signal. The horn is of wood. 
such as is used in violin making. 

No effort has been spared to mak: 
the cabinet a handsome piece of fur 
niture. It is made of solid mahogany. 
gracefully proportioned, artistically 
designed and finished with a piano 
like lustre. . 

The new cabinet reproducer is at 
tached to the receiving set like head 
phones. No batteries are required 
No adjustments are necessary. 

* & # 


Johnson Discontinues Selling 
Agency 

Formerly the products of the John 
son Electric Mfg. Co., Warren, R. I. 
—conduit fittings known for man) 
years under the trade names of “Jem 
colets,” “Bx-O-Lets,” and “Johnson 
lets”—were distributed through th: 
firm of Mathias-Hart Co., of Boston. 
Mass. Announcement has just been 
made that this contract has _ been 
terminated and the products hereafter 
will be distributed direct from th: 
factory. 
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° reR QUICK CONCENTRATED 
HEAT FOR ALL PURPOSES - 


{et the {iberty Twins cook your meals 
cence 








COMBINE WITH YOUR COOKING 
UTENSILS - PREPARE COMPLETE 
MEALS AT YOUR TABLE- - = 





New Liberty Hot Plate Show Cards. 


Brandes Smashing Campaign 


A Smashing sales campaign, built 
up around the jobber, is being 
launched by C. Brandes, Inc., New 
York, N. Y. This picture shows the 


ammunition. 


There is a small .blue book for 
counter use and as an envelope stuffer 
for the dealer—a larger one with a 
similar style of cover has also been 
sent to every dealer in Canada. 

A folder entitled “Smashing Cam- 
paign” contains complete details of 
the advertising material which has 
been prepared and is intended for the 


A small sign for window use is de- 
signed to be hung up or for counter 
use on an easel, while a larger one 
has a flange for fastening it to the 
front of the store. 

The booklet “Facts” 
chandising information of great value 
to the dealer. 


contains mer- 





New Displays for Liberty 
Dealers and Distributors 





“AMERICAN 
BRAND” 


| Weatherproof and 


| Bare Copper Wire 
| and Cables 


The Liberty Gauge & Instrument | 


Co., Cleveland, O., has just pre- 
pared, ready for distribution, a new 
set of easel cards for counter and 
window display purposes. These 
easels feature “something good to 
eat” for breakfast, luncheon and din- 
ner and Liberty Hot Plates to make 
it with. 

Dealers can arrange a most attrac- 
tive and exclusive window with these 
plates. 

* * * 


Hartzell Represents Coto-Coil 
in Chicago 

The Coto-Coil Co., radio manufac- 

turers of Providence, R. I., has ap- 

pointed the Hartzell Sales Co., 508 

South Dearborn street, Chicago, IIl., 


as its factory sales representative. 
* * * 





— 





Displays for Brandes Jobber Campaign. 


BIGGER SALES 
wt BETTER WIRE 


That explains why so many 
jobber’s salesmen are __ talking 
“‘American Brand™’ and “‘A-1"" to 


their trade. 


Everywhere, “‘American Brand” 
weatherproof wire and “A-|” 
magnet wire have a well known 
reputation for giving long service 
on the hardest kinds of jobs. 


Samples will show you how 
other salesmen are getting more 
and bigger sales. 


American Insulated 
Wire & Cable Co. 


CHICAGO 


















“AMERICAN BRAND’ 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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The “Glass-Steel” type of ABolite 
has been designed by the National 
Screw & Mfg. Co., Cleveland, O., to 
méet the demand for a unit having 
the advantages of the standard por- 
celain enameled steel ABolite re- 
flector, combined with the greater 
diffusion and more attractive ap- 
pearance of the glass bowl type. 
The type “GST” reflector being pro- 
vided with the standard ABolite 
threaded neck, is fully as adaptable 
to differing installation conditions, 
and permits the same easy removal 
for cleaning, as do the other types 
of detachable ABolite reflectors. 


























(lio 


Here is the new “ABC” vacuum 
electric washer that will turn wash- 
day drudgery into a few hours of 
easy, simple work. The heavy cop- 
ad tub is lacquered outside and 

rightly tinned inside. Its capacity 
is eight sheets. It has a full swing- 
ing wringer, automatic lock, and 16 
different wringing positions. Three 
heavy vacuum cups are mounted on 
an extra strong arm; only one posi- 
tion for cups on piston, as extra 
long spring takes care of all loads, 
whether large or small. Manufac- 
— Altorfer Bros. Co., Peoria, 











In addition to its line, the Beaver 
Machine & Tool Co. of Newark, 
N. J., has placed on the market a 
number of new lighting units. The 
Beaver “Pen Tap” pictured at the 
left comes in a white glazed porce- 
lain casing and has the Beaver 
standard push button to control the 
ceiling light and at the bottom has 
an Edison screw shell lamp outlet 
which accommodates either one or 
two-piece attachment plugs and will 
also take a lamp. A _ shade-holder 
rim has been provided on the cas- 
ing to enable the householder to use 
this efficient device as a drop light 
when desired. At the right is a new 
two-piece attachment plug of the 
pony type. The manufacturer di- 
rects attention to the sturdy con- 
struction of the plug and to the se- 
cure method of securing the screw 
shell to the body piece of the plug 
by means of the large cup-shaped 
brass piece on the end of the body. 








The Wirt Co., 5221 Greene street, 
Germantown, Philadelphia, Pa., is 
bringing out a new lamp called the 
“Dim-a-lamp.” The entire lamp is 
made of brass and is finished in old 
ivory. It is furnished with a separ- 
able plug, Dim-a-lite socket and 8 
ft. of silk cord. It gives five changes 
of light and is just the lamp for the 
bedroom, sick room, desk, nursery, 
in fact, anywhere where a decorative 
lamp of neat design is desired. 








One of the important features of 
the new porcelain outlet box recep- 
tacle, No. 1688, recently placed on 
the market by the Connecticut Elec- 
tric Mfg. Co., Bridgeport, Conn., is 
that it leaves plenty of room in the 
outlet box for the wires. 








The Yaxley Mfg. Co., 217 North 
Desplaines street, Chicago, is man- 
ufacturing a new midget battery 
switch. It has one nut mounting in 
single panel hole, quick snap break 
contact, and an escutcheon plate 
shows “on” and “off” positions. 








George Richards & Co., Inc., 557 
West Monroe street, Chicago, an- 
nounces the recent manufacture of 
the Hemco Heater Plug, which em- 
bodies original features throughout 
its design. The material from which 
it is made is heat-resisting and keeps 
the plug cool at all times. It is 
practically indestructible, and is not 
injured by dropping or striking. 
There are several other original fea- 
tures: the interior contacts are so 
made as to allow a flush fit over the 
male prongs of any device to which 
it is attached. In detaching, these 
contacts prevent burning by break- 
ing the electrical circuit sharply. 
One other oe feature is the 
finger grip which permits the easy 
removal of the plug from any appli- 
ance to which it is attached. Be- 
cause of these qualities, in addition 
to other new and improved features, 
the Hemco heater plug is univer- 
sally serviceable and will render 
years of satisfactory service. 
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The World Fliers used 
YALE FLASHLIGHTS 


on their trip ‘round the World 


UCK played positively no part in putting YALE FLASHLIGHTS in the cock-pits of 
the World Flight planes. Not an ounce of anything other than the world’s best of 
everything necessary for the success of this world-famous flight around the world, was used. 
Everything had to pass the most rigid tests and inspection before being accepted, that is why 


YALE FLASHLIGHTS went’round the world. 


The YALE line consists of twenty-one different 
models and all have the eight new distinctive Yale 
features, including the patented three-way switch 
with positive locking device. The only switch that 
cannot be short circuited. 





MONO-CE! 
YALE MONO-CELLS eyinen 
Fit All Standard Tubular Flashlights en 


HE patented construction of theYale Mono-Cells makes {| 
a short circuit impossible in a flashlight. 


They are “chock” full of dark-dispelling energy. 


YALE ELECTRIC CORPORATION 


Chicago Brooklyn San Francisco 











THE JOBBER'’SMIJSALESMAN 














New Electrical Products, Illustrated 











‘The Cullman Wheel Co., 1844 Alt- 
gold street, Chicago, has recently de- 
veloped a new casing-head for use 
with the Cullman electric pump 
jack. ‘The casing-head is installed 
directly in the well casing in con- 
nection with the pump jack and no 
pump stand is needed. Since the 
pump jack is strapped to the well 
casing, no foundation is required. 
‘lhe casing-head includes guides and 
gland for the pump rod, with stuf- 
fing box especially designed for 
pressure service. This equipment 
permits the use of a standard cyl- 
inder and pump rod, from local 
stock, exactly suited to local condi- 
tions. 











A new type of cross bar construc- 
tion has been designed and _ incor- 
porated in the Square D safety 
switch. A steel cross bar is heavily 
insulated with molded composition 
tubes. This molded composition not 
only possesses superior mechanical 
strength but greater dielectric 
strength as well. It has an ex- 
tremely low per cent absorption of 
moisture, which prevents warping 
and the consequent distortion of 
blade alignment. Wide fibre wash- 
ers have been provided to prevent 
accumulation of dust, breaking up 
any continuous path of dust to 
ground. Manufacturer, Square D 
Co., Detroit, Mich. 











A new relay for use in 
connection with burglar 
and fire alarm systems has 
been designed by J. Struth- 
ers Dun, 1109 Race street, 
Philadelphia. This relay, 
style 401, is similar to their 
thermostatic control relay, 
style 400, with the addition 
that it has a hold-in device 
which holds the relay closed 
and rings a bell or signal 
until it is reset either me- 
chanically or _ electrically. 
An easy method of resetting 
has been so arranged for 
both mechanical and electri- 
cal resetting that either of 
these methods can be used 
and one does not interfere 
with the other. 








The Besco Electrical Mfg 
Corp., 260 Stone avenue, 
Brooklyn, N. Y., has added 
to its line of wiring devices 
a composition flush recepta- 
cle provided with slots, for 
accommodating parallel or 
tandem blades. The con- 
tacts and terminals are 
punched out of one piece of 
heavy phosphor bronze 
metal, and the device is par- 
ticularly adaptable to thin 
partitions, measuring ap- 
proximately 15/16 in. deep. 
The receptacle has an at- 
tractive appearance and neat 
outlines. 





The Beaver Machine & 
Tool Co., Inc., of Newark, 
N. J., has developed a new 
armored attachment plug of 
the full standard size, and 
particular attention is di- 
rected to the special design 
of the cap, the concave sides 
of which permit easy grip- 
ping to pull the two parts 
of the plug apart. The 
plugs are offered in two 
standard finishes, dull nickel 
and black nickel. This black 
nickel finish is embellished 
with a bright copper colored 
rim which lends a touch of 
distinction to the cap. 

















The “Security” electric soldering iron No. 25 
is especially designed to meet the requirements 
of radio work. It has a black ebonized handle, 
nickel plated rod and removable copper tip. 
The heating element of genuine nichrome wire 
is located in the tip where the heat is needed. 
The No. 25 “Security” iron heats quickly and 
flows the solder freely. It is guaranteed for 
one year and is being manufactured by the 
Security Electric Mfg. Co., 2685 Canton street, 
Chicago, III. 














A new, portable, electric clothes wringer de- 
signed for use with washing machines not pro- 
vided with power wringers and as an auxiliary 
in laundry equipments for homes, hotels, clubs, 
schools, ete., has been recently placed on the 
market by the Lovell Manufacturing Company 
of Erie, Pa. The wringer, which is mounted 
on a tripod, has a swivel hanging permitting 
it to be swung to any position over a washer or 
stationary tub. For permanent use on sta- 
tionary tubs or boilers, the wringer is built 
without the stand and provided with clamps to 
hold it in place. The motor is reversible elec- 
trically and will operate without stalling under 
all loads. A snap switch on the top of the 
motor controls the operation of the wringer. 
A 10 ft. cord and connecting plug are provided 
for connecting the motor to a lamp socket. 
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PEERLESS PRODUCTS LINE 



















Fin This Peerless Wall Case 
J Bracket Support and Adap- 
ter fastens directly to any 
3 in. or 3% in. box or to 
any standard wall case and 
permits hanging, without 
use of stud or hickey, any 
a wali bracket equipped with 
ceannneeenennnt either stem or French back 
or any ceiling fixture equip- 
ped with 4 in. stem. 


NIN ANN - 
N NY ye ISS 


ASS 


















al 








Type A Peerless Hanger is designed to securely and economically install ceiling and side wall 
outlets in houses and buildings alread 
originally -eainaes te 0 ready completed and plastered where electric fixtures were net 


it is strongly made of steel and comes equipped with %-Inch nipple or stud and locknut and be- 

cause of toggle bolt construction the nipple or stud may be folded into hanger, which permits in- 

pam el ay = ee = y in a. This toggie bolt construction also 
er -alignin 

pe gba SS Renee igning an ore insures straight hung fixtures, Ne screws or 








NEW WORK HANGER 


side-wise movement of bar; the two ad- 
justable pointed slide fasteners are driven 
into sides of beams, supporting and hold- 
ing hanger rod in place. No nails or 
screws are used to install this hanger. 
The nipple or stud on Type C Hanger is of 
¥-inch pipe, full threaded. 


PEERLESS TYPE C 


This Peerless Hanger is designed for 
new work, 

The nipple or stud is suspended on an 
18-inch steel rod and is adjustable to any 
position or spac.ng tetween peams. This steel 
bar has a short right angle point at one end, 
easily driven into 


om of beam thus preventing 





Type B Support is designed for the better installation of Switch or Receptacle Boxes in new 
buildings, 

This Peerless labor saving device consists of two strong steel bars each 18 inches long, equipped 
with jath-holders or supports and adjustable steel clips which fasten to any standard wall cases. 

Type B Support is so designed that at any time an additional box may be added without defacing 
the wall, The saving in labor through the use of this device is enormous as compared with the old 
way of installing Switch Boxes. 


Labor Savers, Time Savers, 
Money Savers 





» 
» THE LINE DEVELOPED BY SPECIALISTS WHO KNOW 
WHAT THE CONTRACTOR NEEDS 





The Line Which is Complete 
in Its Field 





Contractors appreciate the 
value of these labor, time and 
money-saving devices. 


The various devices in the 
line were developed by special- 
ists who know the contractor's 
needs. This is why Peerless 
Products appeal so strongly to 
contractors everywhere. 


The Peerless Line is com- 
plete in its field. Every item 
in the Peerless Line is easy to 
sell and this is of prime import- 
ance to the enterprising jobber 
and his salesmen. 


Study the line and get this 
profitable business in your ter- 
ritory. 

Our jobber proposition, 
with discounts and prices, will 
be sent you at your request. 


Old Work Hangers—New Work Hangers 
Hangers for Tile and Concrete 
Wall Case and Switch Box Supports 
Wall Case Bracket Supports 
Loom Clamps 


PEERLESS ELECTRO ‘PRODUCTS CO 


SEND TO NEAREST BRANCH FOR ILLUSTRATED CIRCULAR 


BALTIMORE, MD. 
200 HOLIDAY ST. 


New York 
53 Park Place 


Pittsburgh Boston 
Keenan Bldg. 10 High St. 





Philadelphia 
30 Bank St. 


Louisville 


Indianapolis 
505 Odd Fellows Bldg. Kenyon Bidg. 
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The only heater 
with the hot blast 
core is the “Ever- 
hot” manufactured 
by the Schwartz- 
baugh Mfg. Co., 
Toledo, O., former- 
ly the Toledo 
Cooker Co. The 
resistance wire is 
entirely wound on 
the outside, no fine 
wire running 
through the core to 
carry the burden 
of the current. 
This arrangement 
allows the element 
to reach the high- 
est possible tem- 
perature without 
burning out the 
connection. 











The Peerless Electro Products Co., 200 Holliday street, 
Baltimore, Md., has brought out a wall case bracket sup- 
port for which a wide range of adjustability is claimed. It 
is said that this new device enables the user to hang, with- 
out extra stud or hickey, any wall bracket equipped with 
either stem or Franch back, and that this bracket adapter, 
besides fitting all standard wall cases will also fit any 3 in. 
or 3%, in. box, thus permitting the hanging of ceiling fix- 
tures (14 in. stem) without use of a hickey. 




















The bar on the 
“Union” set-up box 
is strong and rigid. 
The loom box has 
eight clean knock- 
outs, all accessible. 
Two loom clamps 
are provided with 
each box. Each 
clamp will quickly and securely fasten two pieces of loom. 
The stud is accurately machined from steel rod and insures a 
perfect, clean thread. The bar clamp is fastened to the box 
through the stud by a special screw. This set-up box has been 





placed on the market by the Chicago Fuse Mfg. Co., Laflin & 
Fifteenth streets, Chicago. 








The John Steptoe Co., 
Cincinnati, Ohio, manufac- 
turer of machine tools, has 
recently taken over the man- 
ufacture of a portable elec- 
tric screw driver. The Step- 
toe screw driver weighs only 
5 lbs. and has a powerful 
motor. The spindle does not 
revolve continuously while 
the current is turned on as 
it is operated by a clutch 
which is engaged by placing the bit in the screw slot and 
applying pressure to the machine. To disengage the clutch 
the pressure must be released. With each machine there 
is an aluminum pistol-grip handle, one bit, one finder and 
the necessary electrical conductor cord. 











A decided increase in attention is being paid to the light- 
ing of kitchens in the average household and in line with 
these developments comes the announcement from the Cut- 
ler-Hammer Mfg. Co., Milwaukee, of a new combination 
pendant switch and receptacle that the company has 
brought out especially for use with kitchen lighting units. 
The device is arranged to control the lighting unit and at 
the same time take any appliance. The two features are in- 
dependent of each other, the receptacle being direct-con- 
nected so that whether the light switch is either on or off, 
any appliance may be plugged in and operated. The re- 
ceiving slots are made to take any standard plugs. In ad- 
dition to its use with kitchen lighting units it is also adapt- 
able for controlling commercial and industrial lighting units, 
the same as any other pendant switch, and offers in addi- 
tion the receptacle feature for appliances, such as fans, 
portable tools, sweepers, portable lamps, etc. 














“Hold-Heet” announces a new model curling iron, having 
an easily detachable clamp to make same useful as a waver 
rod. It is supplied complete with insulated stand, 6 ft. of 
tinsel cord and two-piece attachment plug. This iron carries 
the usual “Hold-Heet” two year replacement guarantee of 
a new curling iron free within the guarantee period if un- 
satisfactory for any reason whatever. Manufacturer, Rus- 
sell Electric Co., 840 West Huron street, Chicago. 
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George Richards & Co., Inc., 557 
West Monroe street, Chicago, has 
announced the manufacture of an 
electric light fixture hanger known 
as the Hemco “Groun-Tite” fixture 
strap. It is especially adapted for 
use in connection with standard ceil- 
ing outlet boxes and standard wall 
outlet boxes for attaching fixtures. 
It can be attached to boxes with 
open covers with and without ears, 
and to boxes with switch covers. 
The fixture strap comprises an up- 
right fixed channel bar and a mov- 
able bar slideably mounted in the 
channel bar. The sliding bar is held 
in the channel by a plurality of re- 
taining lugs, these being cut and 
pressed from the fixed bar. This 
fixture hanger is adjustable to wall 
brackets and ceiling fixtures of dif- 
ferent sizes and is adjustable both 
vertically and angularly to hold and 
to position such brackets. 





Interchangeability is as desirable 
in tumbler switches as in the push 
button style. Because of this fact, 
the new line of Arrow composition 
handle tumbler switches and plates 
is so designed that the plate will ac- 
commodate practically any make of 
switch with square composition han- 
dle and the switch will fit practi- 
cally any make of plate with rec- 
tangular slot. This switch has the 
original quiet, easy acting Arrow 
mechanism that has been standard 
for years plus an attractive com- 
position handle and an embossed 
metal indicator. It is being manu- 
factured by the Arrow Electric Co., 
Hartford, Conn. 




















An ingenious but simple attach- 
ment for mounting an individual 
pull chain switch within the fixture 
canopy “upon the main support of 
the fixture” as required by code, has 
recently been perfected by the F. W. 
Wakefield Brass Co., Vermilion, O. 
This mounting consists of a piece of 
sheet metal of sufficient gauge, 
stamped to form. It is perforated 
with two holes of proper size so 
that it slips over the iron pipe fix- 
ture support and is held firmly be- 
tween the pipe casing and the hickey. 
The shape of the stamping permits 
the switch to be mounted in any of 
four different positions, so that it 
meets practically any condition. 
Patents have been applied for on the 
device. The use of this simple, 
quickly attached and _ inexpensive 
pull chain switch mounting removes 
all strain from the slip-ring screw 
and prevents the loosening which in- 
variably follows when switch is 
mounted in the ordinary manner 
upon the fixture canopy. 

















The Square D Co., Detroit, Mich., 
manufacturer of Square D safety 
switches has just announced a new 
type of voltage tester which does 
not require the use of lamps. This 
tester will indicate whether the cur- 
rent is A. C. or D. C. and will indi- 
cate the voltage up to 600 volts. 
The voltage tester is enclosed in a 
rugged fibre housing and, requiring 
no lamps, it is very durable. There 
is nothing about it which is easily 
broken. Long lead wires make it 
easy to hook into each side of the 
circuit. The wires are carefully in- 
sulated with fibre handles. Sharp 
points make it possible to pierce the 
insulation of wires without destroy- 
ing the insulation. It is easy to 
carry and simple to operate. A 
plainly marked scale gives the read- 
ing in a few seconds. It entirely 
replaces lamps in locating open cir- 
cuits, blown fuses and motors run- 
ning single phase. It may be used 
in emergencies as a voltmeter. 





No. 2365 is recognized by wire 
men and electricians as a very con- 
venient type of combined clamp and 
fixture stud box. The box, as 
well as the clamps, is protected 
against corrosion by a heavy ccat of 
zinc alloyed with the steel by the 
Sherardizing process. The box and 
stud are integral, drawn from one 
piece of No. 14 U. S. S. gauge steel. 
The two clamps furnished with each 
box are channel shaped and have a 
double grip that holds either ar- 
mored cable or loom or both. It is 
a product of the National Metal 
Molding Co., Pittsburgh, Pa. 








The following types of ABolite 
reflector—shade-holder combination 
units Types P, B (top) and A (bot- 
tom) meet the need for a design of 
ABolite Unit for pendants which 
avoids the necessity of using a sep- 
arate shade-holder. They cover all 
usual pendant needs, and consist of 
an ABolite porcelain enameled steel 
reflector of the size and form re- 
quired and a shade-holder which is 
permanently attached to it at the 
factory. The reflector unit comes 
complete ready for attachment to 
the pendant socket, thus saving time 
and inconvenience in installing. The 
National Screw & Mfg. Co., Cleve- 
land, O., manufacture these new 
shade-holders. 
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|New Electric Sign Manufac- 
| turer 


The Flicker Sign Co., Inc., 5 North 

_ La Salle St., Chicago, Ill., was incor- 
| porated June 1, 1924, for the manu- 
facture of a new and compact change- 
able electric sign, which was described 
in the “New Electrical Products” sec- 
tion of the September JospBer’s Saves- 
MAN. The officers of the company 


| 
| 
® | . 
Reputation are: Harry Block, president; Yale | Ri 
| “Central Black’’ is made for 
| 


“CENTRAL” 
Rigid Steel 


CONDUITS 





Shamberg, treasurer, and John Les- 
sick, secretary and general manager. 


users who prefer an 





Your reputation is the basis 


of success in business. The Flicker sign will be marketed || enameled conduit. The 
The ceneieatedaans al through electrical jobbers. It plugs | enamel on ‘Central Black"’ 
& | into any socket, the wording can be conduit will withstand the 


a ~~ poet rer mth pa changed in 10 seconds and the current 
bined with the best mechanical! ©°St is two cents for 12 hours. Sev- 
genuis obtainable are behind the | eral different color slides are included. 

“Red Devil” ao The company also manufactures an 


tation. | enameled steel table, 22 ins. high, 7 


most severe treatment, and 
will not crack or flake when 
the conduit is bent. 






Phy 


Approved by the Under- 





ations # high rgd time is the monthly diary being dis- CENTRAL TUBECO. 


t | tributed by the Hart & Hegeman Mfg. 
variety of popular pat-| Co Hartford, Conn. It is 41% ins. PITTSBURGH, PA. 


terns and sizes. 


| Dealers invariably | ins. wide and 21 ins. long, for radio, . Lab 

¥ associate “Red | telephone, or display purposes. writers oratory. 

hea Devil” Tools . with oO a 

fF their fine reputation | “Central White” “Central Black” 
2 | H & H Turns Bookmaker (Galvanized) (Enameled) 
|> 

“Red Devil” Climbers| ‘The neatest little book seen in some 





















| high and 21% ins. wide, with a soft 
cover that feels like leather—just fits 

| the vest pocket. 
; “A page a day” is provided for im- 
“Red Devil” Havens’ | }ortant notes engagement and follow- 
Solos ups. In the front and back are shown 


Th i 
on —s some of the H. & H. fast movers. A A (GOOD 


more than dou-| fresh diary is sent every move to 
ble that of any 


an when those on the mailing list. B 
Powerful— Se « | l LY 


wire confined . 
in gripping| Modern Equipment for Gee 
jaws never gets 
loose until re- 





rere 








A majority of the job- 


Machinery has been received for | 





mages. No. 368| the installation of a complete motor- bers’ salesmen of this 
ssiiniier barb _ = generator power plant for the repair | 
for 1% in. i aaalins shop of the Gee Electric Co., Wheel- | country consider The 
wires. ing, West Va. This is to replace the 





3 
| gas engine equipment now in use Jopser’s SaLEsMAN the 


“Red Devil’ Insulated | ‘ i 

eel ay | The company has also installed a best buy they ever made 
: ; , “Kardex” perpetual inventory and 

Insulation will resist P . ‘ 

7500 volts. Forged from! purchase record system. for $1.00. Think of 12 


special grade tool steel. . . i 
Hand honed cutting a cs —SRerae | issues full of live, inter- 
; 
| 





edges No. 2950, made 
in 6, 7, 8 and 9-inch 
sizes. 





esting sales helps for one 


Send for the electrical 
tool booklet 


little iron man! Subscribe 
Smith & Hemenway | 


today and recommend 





| 

Co., Inc. | | Tue Jopser’s SALESMAN 

Mfrs. of “Red Devil’’ Tools| sas ga nty 4 e 
266 Broadway, New York, N. Y. | to your friends. 


Holly Bros, manufacturers’ representa- 
tives in Chicago, made a neat bow in 1928, | 
and the act is still receiving encores. Left | 
to right: Fred Holly; Miss Levinson; Ed 
Holly; O. T. Gleich, and O. C. Gleich. 
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ONE-DAY 


AUTOMATIC 


TIME SWITCH 


Filling a long-felt want for a me- 
dium priced time switch. 


Employing two clock movements, 
eliminating all load of turning 
switch with clock movement spring. 
The result of which is accurate 
timing. 

The switch is operated by a sepa- 
rate spring—no load on the clock 
movement. 


Will operate ON and OFF within 
fifteen minutes of each other. 


The best clock movement operating 
a standard snap switch, mounted in 
a substantial case. 


Can be used any place where cur- 
rent is required to be turned on and 
off at a given time. 


Rugged and Dependable. 


THE DIMLER MFG. CO. 
2903 W. Third Street 
Dayton, Ohio 











Jobbers! 


Independent Switch-Box Support- 
ing Strips, and Lath Holders will 
make you big profits! 





They are quickly and easily in- 
stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 


Independent Switch-Box Supporting 
Strips and Lath Holders have exclusive 
features which put them far above any- 


thing on the market. Prices are right, 
too! 

This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 

Send for jobbers’ proposition and prices. 






Inddpaiadiont 


Stamping Company 
5938 Chene Street 


Detroit, Michigan 











Royal Expands 


New factory units of The P. A. 
Geier Co., of Cleveland, O., which 
have been under construction since 
last winter, are practically completed. 
The additions include a four-story re- 
inforced concrete building 66 by 240 
ft. in size, with a 66 by 56 ft. wing and 
a two-story addition to part of the 
old building. 

Manufacturing operations in the 
new space began in August and the 
complete plant put in full operation 
early in September. With these addi- 
tions the Geier plant has approximate- 
ly three times the floor space previ- 
ously occupied, with proportionate 
increases in production capacity of 
Royal electric cleaners, vibrators and 
hair dryers. 

* & * 


Another Wilson Joins 
Wakefield 


Herbert W. Wilson has resigned 
from the sales force of The Erner 
Electric Co., jobbers, of Cleveland, 
Ohio, to join the F. W. Wakefield 
Brass Co. of Vermilion, Ohio, He 
will have charge of trade develop- 
ment work with jobbers who dis- 
tribute “Red Spot’ lighting special- 
ties. 

Mr. Wilson is particularly well 
equipped for the position he is creat 
img for himself in the Wakefield or- 
ganization. Besides being a graduate 
engineer he has had three years’ ex- 
perience with The Erner Electric Co., 
the last year specializing in commer- 
cial lighting work in which he made 
enviable sales records both personally 
and in co-operation with the trade. 


Latest Trade Literature 

Hubbard & Co., Pittsburgh, Pa.— 
Catalog No. 24, just completed, con- 
taining a complete list of Hubbard 
pole line hardware and Pierce con- 
struction specialties. 

Bussmann Mfg. Co., St. Louis, Mo. 
—A broadside on “Clamp-O-Set” 
lamps, featuring the two new deco- 
rative styles. One is ivory and the 
other bronze. 

The Hubbard Linebuilder is a 
monthly publication for the purpose 
of linking the users with the manu- 
facturer in a more personal and inti- 
mate way. A card mailed to the ad- 
vertising department will place your 
name on the mailing list for each of 
these publications. 














- 


A Handy “Vest Pocket 
Telephone Directory” 


Free to You and 


Your Trade! 


We particularly want every job- 
ber’s salesman to have one of these 
handy telephone memo books. 


They're the handiest little things 
you ever saw. Slip into your vest 
pocket with just room enough for 
your pencil and fountain pen. 


For recording the telephone num- 
bers of your customers and prbs- 
pects there's nothing like them. 
Thumb indexed—numbers located 
immediately. 


And they're available in practically 
any colored leather. 


A post card from you will start your 
copy on its way. 


We'd be glad to send your dealers 
a copy for their use. We'll send 
them with your compliments. Send 
us their names and let us help you 
make more sales. 


Ettco Products 
To Sell Your Trade! 


Armored Conductors 
Flexible Steel Conduit 
Flexible Non-metallic Conduit 
and other products in this 
classification. 


Eastern Tube & Tool Co., Inc. 


594 Johnson Ave. 
BROOKLYN NEW YORK 
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GET FULL SELLING 
INFORMATION ON | 


AISLELITES: 


BP 








Aislelites light the aisles of motion picture 
theatres with a diffused light. They eliminate | 
overhead and side lights and make going in and 
They fit in beside 


out of theatres quick and safe. 
the seats, out of the way. 


Every motion picture theatre in your terri- | 
tory is a good prospect for a complete installa- 
ion of Aislelites. Every electrical contractor, 
every architect specializing in theatres will buy | 
and specify Aislelites. 


Here’s a new jobber article that’s a _ sure- 
fire seller. Let us give you full selling informa- 
tion. 


WRITE FOR JOBBER PROPOSITION 
AND PRICES. 


EXHIBITORS SUPPLY 
COMPANY 


825 S. Wabash Ave., Chicago, Ills. 





NEES eG -STANWALR 
oo 


ENAMELED CONDUIT 





TANDAK 


al 
d 
m 


Selling! 


You are selling conduit, the con- 
tractor is selling a completed job, 
the mechanics are selling their 
time and 
skill —all to 
ex ce ptional 
advantage 
when the 
conduit is 
Pittsburgh 
Standard. 
“Reaches the job 
ready to install.” 
Saves most, pays 
best, sells easiest! 






Enameled 
Metals Co. 


Pittsburgh, Pa. 








| condensers. 


| ratories, 
| guidance the Electrical Committee ac- 











The T. R. Almond Mfg. Co., Ash- 
burham, Mass.—Bulletim No] 8, fea- 
turing the well known Almond flexi- 
ble arms for portables and adjustable 
fixtures. 

The U. S. Tool Co., Inc., Newark, 

J.—A most complete envelope 
stuffer covering the company’s radio 
Although it spreads 61 
by 18 ins. it folds five times to go in 
an ordinary envelope and is very light. 


The text matter is both exact and 


complete. 

F. W. Wakefield Brass Co., Vermil- 
ion, Ohio.—A complete new set of 
data sheets on “Red Spot” light spe- 
cialties. Included in the issue are 
sheets descriptive of the company’s 
ornamental line which has been re- 
designed and amplified, sheets on the 


| improved standard hangers and acces- 


sories, and sheets on kitchen lighting 
units. 
Cutler-Hammer Mfg. Co., Milwau- 


| kee, Wis.—Four page pamphlet de- 


scribing the new 7053 combination 
pendant switch and receptacle—ad- 
mirable for kitchen lighting units as 


well as commercial and_ industrial 
units. 
* * ¥ 
Small Heads N. F. P. A. 
Committee 


The Executive Office of the Na- 
tional Fire Protection Association an- 


'nounces the appointment of A. R. 
| Small, 109 Leonard Street, New York, 


City, as chairman of the Electrical 
Committee, succeeding Dana Pierce. 


| Mr. Pierce, after serving as chairman 
'of the committee since 1919, neces- 


sarily gave up the work because of 


_ new and larger duties resulting from 


his recent promotion to the office of 
of Underwriters’ Labo- 
Under Mr. Pierce’s 


president 
Inc. 


complished the recent rearrangement 


| of the National Electrical Code. 


Mr. Small brings to the work a 


continuous contact with it extending 


over a period of 18 years, during the 
last five of which he served as chair- 
man of the Standing Committee 
on Devices and Materials. He was 
also vice-president and former super- 
intendent of the Label Service of Un- 
derwriters’ Laboratories. His capac- 
ity for administration as well as his 
experience will make him unusually 


well qualified to take up the leader- | 


ship of this important committee. 





POWERLET | (SS 





POWERLETS 


THE JOBBER’S SALESMAN 


Powerlets are standard products that 
enioy a good reputation and are easy to 
sell. The contractor and his customers 
are familiar with their worth. Power- 
lets’ quality is guaranteed. 


When you sell Powerlets you tie-up 
with a standard line that’s making good 
everywhere. Powerlets offer an abun- 
= of worthwhile talking points that 
sell. 


Your trade can have Powerlets in all 
types and sizes. They are neat in ap- 
pearance, have integral hubs, clean cut 
threads and perfect alignment. They 
don’t break because all fittings subject 
to bending strains are made of malleable 
iron. 


Full jobber data on request. 





MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St., Chicago, Ills. 

















TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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For 
“Super-Quality” 
Wiring 
WiIREMOLD 
CONDUIT 


For 
Surface Wiring 





Coil-to-a-Box 
Guaranteed Loom 


American Wiremold Co. 
HARTFORD, CONN. 











KILLARK 


Bell Transformers 


Salesmen— 





Here are 5 points to remember when sell- 
ing Killark transformers: 


1. Guaranteed by the manufacturer, 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 


























| change in 30 years. Better quit jump- | 


Wagner Gets Frank Brooks 


F. A. Brooks, formerly with Wesco 
Supply Co. and later Lance Electrical 
Supply Co., made his fourth 


has 


ing around, Frank this rolling-stone | 
stuff is bad for you kids. Frank has 
been appointed manager of the down- 
town office of the Wagner Electric 
Corp., St. Louis, Mo., handling the 
city and the southern states. He 
sure tired of road work quickly—only 
had 25 years of it. 


* * * 


WorkRite Markets Newest 
Models and Panel for 


Victrolas 
The WorkRite Manufacturing Co., 


Cleveland, O., maker of neutrodyne | 
in | 
panel production for the talking ma- | 
announced by | 
Walter K. Badger, sales manager of | 


radio receivers, will specialize 


chine trade, it is 


the concern and widely known in 


phonograph circles of the Mid-West. | 
The 1924 line of separate receiving | 


circuits for music trade distribution is 
also in quantity production at the 


Cleveland main plant as well as the | 
Los Angeles branch factory of the | 


concern. 


Since returning to Cleveland from 
the National Music Trade convention 
in New York the early part of June, 
Mr. Badger has devoted much time 


and care to the co-ordination of dis- | 


tributive and producing arrangements 
for a WorkRite panel receiver speci- 
ally designed for the Victrola consoles 
which are to be made with radio com- 
partments. The panel set will be a 
five-tube unit of standard WorkRite 
specifications and a substantial rep- 
resentation of wholesale outlets in the 
Victor line is already declared assured 
for the device. 


new 
“Ra- 


In separate receivers the 
WorkRite models feature the 


dio-King,” to retail at $220, a five- | 


tube neutrodyne circuit completely 
encased in a graceful mahogany cab- 
inet. 


efficient for comfortable manipula- 
tion of the circuit and all exposed 
metal parts of it are finished attrac- 
tively in gold. 


Other new models of the line are | 


the ‘“Air-Master,”’ to retail at $160 
and the ‘Aristocrat,’ a complete 
radio console of artistic spinnet de- 
sign retailing at $350. 


The unit has the slanting dial- | 
board that has proved so popular and | 




























The Big Selling Season for 
Flocd-0-Lite Jr. is NOW 


The next few months is the big 
selling season for Flood-O-Lite 
Jr. and Color Lites. It is your 
opportunity to book many profit- 
able sales on this popular spot- 
flood light unit when it is in 
greatest demand. 


For Fall and Holiday displays 
Flood-O-Lite Jr. and Color Lites 
will be used extensively. Your 
selling efforts can be linked up 
accordingly. Write us for com- 
plete information, selling plans, 
literature, discounts, etc. 


Reflector & Illuminating Co. 
575 Washington Blvd., Chicago, U.S.A. 








1915-17 Powers St. 






“AUTEX” Extension 
Reels 


Underwriters. 


over four years’ satisfactory service. 





‘THE CINCINNATI SPECIALTY MFG. CO., Inc., 


Manufacturers 




































TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “Autex” Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you should 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 


The following illustration shows an in- 
terior sectional view of the Jonas-Cadil- 
lac Service Station at Milwaukee, Wis., 
where over 100 “Autex” Reels have given 


CINCINNATI, OHIO 
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fProrlece> 


FANS 


A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 


Write us for details. 
THE PEERLESS 
ELECTRIC CO. 

Warren, Ohio 














GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 














WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at one- 
half the cost. 


No solder, no 
torch 


blow 
necessary 


Makes every 
connection 
100% perfect. 


Qn H. STOVER & CO. 
PITTSBURGH, PA. 





Every Business 


of consequence ought to have * os card 
REPRESENTATIO 


«WIGGI NS" 
Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 









1108 S. bs aoa d Bide. CHICAGO 





'Pacent Organization Discusses | 


es 
A sales conference of the Pacent 
| Electric Co, Inc., was held in New 
York on August 11, 12 and 13. Repre- 
sentatives were present from the Pa- 
cent offices in Chicago, Philadelphia, 
Boston, Washington and Jacksonville. 
On the afternoon of the second day 


new factory at 91 Seventh avenue. 


delegates were shown for the first 
time a number of radio essentials that 
will make their appearance during the 
coming season. 

Meetings were held at the offices to 
discuss the various phases of sales dis- 
tribution, advertising, etc. The “wind 
|up” of the conference took the form of 
|a banquet at the Hotel Imperial on the 
evening of August 13, at which 16 
members of the Pacent organization 
| were present. 





* * * 


Trainload of Woodrow 
Washers for Seattle 


| The Woodrow Manufacturing Co., 
| Newton, Ia., shipped a trainload of 
washers, comprising about 25 cars, to 
W. E. Dooley & Co., Seattle, Wash., 
| on May 20. This is said to be the 
largest shipment of Newton made 
washers ever consigned to any dealer. 
The train was routed over the Rock 
Island and C. M. & St. P. lines. 


S @o® 


} 
| 
| 
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Group Insurance of Employees 

Group life insurance for a total 
protection of $1,750,000 has been ac- 
quired by employees of the Westing- 
house Lamp Co., through an arrange- 
ment with the Metropolitan Life In- 


surance Co. Fourteen hundred men 





and women workers are_ insured 
thereby. 

| The Westinghouse company has 
|plants in Brooklyn, N. Y.; Bloom- 


| field, N. J.; Trenton, N. J.; and Mil- 
waukee, in addition to other branches. 

Some time ago all the employees 
were insured under a policy placed by 
Walter Carey, their vice-president, 
for amounts varying between $500 and 
| $1,000, according to length of service. 
The new policy is for additional in- 
| surance protection and is issued on a 
| contributory basis, with the employees 
| peying part of the premiums. It is 








graded according to the amount of | 


salary received, with $8,000 the 


maximum. 











an interesting trip was made to the | 


During the visit to the factory the ! 





Velvet Frost 


Reg. U. S. Pat. Off. 


Enables you to per- 
manently frost any 
lamp in 2 
Safe and 
economical to use. 
2%, 5 and 10-lb. 


cans, 


clear 
minutes. 





McKAY COMPANY 
275 Water St. New York City 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 
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YAGER’S 


Soldering 


Salts _ Paste 


Make good because made good. 
Have no regrets. Insist. Write us 
for particulars. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


i ae of distributors see McRae’s 1923 Blue 
eOK. 

















The 2 
gece 


“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 





A jobber line that jobbers sell. Write for 


details of our jobber proposition. 


TRENTON ELECTRIC AND CON 


TRENTON New JI SEY 
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POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 





220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 
Rialto Bldg., 
San Francisco, Calif. 























yOuNG srown.o'gs 


RIGID STEEL 
CONDUIT and FITTINGS 


The Steelduct Company 


Youngstown, Ohio 





— 











Wrigley Toggle Bolts 


= “Wrigley 
DEC.3,1901 For Quality” 








Made of heavier 


a S- 

por 22 gauge steel. 

= — Can be put through 
* — o smaller holes than 
” 2s the ordinary toggle 
4 ee bolt. 

So 

=x First toggle bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, III. } 











AMERICAN BRAND 
~ CONDENSERS 


with the 


om (O18) tol ~ | 


Worm Drive Vernier 


| Finest Condenser Made 
and the 

Greatest Radio Value — 

Offered the Public 


| 23prateonty Zee In Canada*7~ 


| AMERICAN BRAND CORPORATION | 
H NEWARK, N. J. 





1| National Electric 


Original “Unidyne” a U. S. 
Development 

There has recently been released in 
various radio publications information 
concerning a circuit brought out by 
two radio men of London, England | 
which does away with the separate 
“B” battery. This circuit has been | 
named by its English inventors, the | 
“Unidyne.” However, the original | 
“Unidyne” circuit was developed by | 
the engineers of the United Mfg. & | 
Distributing Co. of Chicago and they | 
have the name of “Unidyne” regis- | 
tered in the U. S. Patent Office. 

As the United “Unidyne” circuit | 
is used in both the four and five tube | 
“Unidyne” receivers which are now | 
being nationally advertised there will | 
possibly be some confusion in the use | 
of the word “Unidyne.” | 


* * * 


Another Live Wire on Peerless 


Products Line 


Friends of Edgar Craven are con- 
gratulating him and his hustling as- 
sociates on securing the Peerless Prod- 
ucts line for Philadelphia territory. 

The Craven Electric Sales Co., 30 








Type C 
Audio 


Transformer 





The Transformer They Are All Asking For 


get smooth 
distortion 


Audio 


Tell your customer he will 
performance with minimum 
guaranteed by using Dongan 
Transformers. 


For all types of hook-ups. Ratios 
3%-1 and 6-1. 


DONGAN ELECTRIC MANUFACTURING CO. 


2993 Franklin St., Detroit, Mich. 


Transformers of Merit for 15 Years 














Bank St., Philadelphia, Pa., has just 


been appointed to look after Peerless | 
_ customers and friends in Philadelphia | , 
| and Eastern Pennsylvania, Trenton 


_and Southern New Jersey. This gives 
the Craven people another good line 
with which to go to their jobber 


‘friends, and assures intelligent and 


hustling service on Peerless hangers, 


| wall case and switch box supports, 


etc. 


* * * 


Handel-Davies Going Strong 

The Handel-Davies Co., represents 
manufacturers in Cleveland, Ohio. 
An office and display room, 1300 
Union Trust building was opened last 


| May and the company is well satis- 
| fied with the location. 


A. P. Handel was formerly a manu- 
facturers’ agent in Toledo. W. W. 
Davies, the other member of the firm, 


| became known to the jobbing trade 


through manufacturing and selling 


illuminating glassware. 


The conpany travels the state of 
Ohio and adjacent cities, particularly 
Pittsburgh and _ Detroit. Among 
manufacturers represented are the 


Porcelain Co., the 
Hykon Mfg. Co., Electrahot Appli- 
ances, Inc., etc. Additional lines of 


merit are desired. 


CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 
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PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashIn On BELL Poles 


SEND FOR BOOKLET CONTAINING 
—— VALUABLE ; 
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190Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 
holders. 


The Linemen like them because they are easy 
to install. 


The Superintendent likes them because he can 
depend on them to support the service wires un- 
der all conditions. 


The Manager likes them because of their low 
first cost, low installation cost and no main- 
tenance. 


The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 
or make rust stains on the building. 


Write for a sample to take with you on your next trip 
and see how easily it goes over. 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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Radio Batteries 
—they last longer 


No. 7111 
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There is an Eveready Radio Battery for every radio use—each one supremely 
economical and efficient for the use for which it is designed; each one made 
under the supervision of the world’s greatest electro-chemical battery laboratory. teries. And in- 


For big volume—quick turnover 
Display and sell Eveready “B” Batteries 


Eveready “‘B”’ Batteries 

here are Eveready Batteries 
or portable sets where small 
size and light weight are more 
mportant than long life. There 
bre Eveready medium size Bat- 
eries that come between the 
small and the standard sizes. 

here are Eveready large size 
‘B” Batteries that afford maxi- 
num economy and reliability 
»f service when used with aver- 
age one, two, three or four tube 
sets. And now there is a newer 
‘veready heavy duty, extra 
arge ‘“B” Battery that gives 
similar economy on multi-tube 
sets and power amplifiers. 


To give your customers com- 
plete satisfaction, sell Ever- 
eadys, recommending the large 
sizes (Nos. 766, 767, 772) for 
average home sets, and the 
heavy duty extra large (No. 
770) for multi-tube heavy 
drain receiving sets and power 
amplifiers. For portable sets, 
sell the Eveready No. 764 
medium size, unless space is 
very limited, in which case the 
Eveready No. 763 small size 
‘B” Battery should be sold. 


Eveready ‘‘C’”’ Battery 


Eveready makes a long-lasting 
“C” Battery with terminals at 


EVEREADY 


SALESMEN: 
A great national 
advertising cam- 
paign is helping 
dealers sell Ever- 
eady Radio Bat- 


tensive advertis- 
ing in all the 
important trade 
magazines is 
helping you sell 
Evers ady Radio 
Batteries to the 
dealers. This is 
a@ reproduction 
of the current 
advertisement in 
trade papers. 











11%4,3 and +¥%4 volts. May also 
be used as an “A” Battery in 
portable sets. 


Eveready ‘‘A”’ Batteries 
Eveready offers you “A” 
Batteries for all tubes, both 
storage and dry cell. For stor- 
age battery tubes, sell the Ever- 
eady Storage “A.” For dry 
cell tubes, sell the Eveready 
Dry Cell Radio “A” Battery 
No. 7111, especially built for 
radio use. 


Manufactured and guaranteed by 
NATIONAL CARBON CO., Ine. 
Headquarters for Radio Battery Information 
New York San Francise 
Canadian National Carbon Co., Limited, Toronto, On* 





She FWIN E, Guin COMPANY 


DESIGNERS-ENGINEERS-MANUFACTURERS 


Lighting Equipment 











Here’s A Sales-Maker for You! 


Only a few weeks out of the famous Guth designing rooms, this 
beautiful one-piece Reflector Flange is daily piling up sales all over the 
country. 


Being drawn entirely from one piece of heavy gauge steel, the Guth 
Re lector Flange is unusually rigid and substantial. Each flange is fin- 
ished in permanent porcelain enamel. 


A screw driver, a pair of pliers and five minutes are all that are nec- 
essary to install a Guth Reflector Flange. Mounting is accomplished 
by means of a threaded bridge or stirrup, which may be attached to 
fixture stud or screwed direct to ceiling. Concealed screws in key- 
hole slots within the glass globe and our patented direct connection 
porcelain receptacle make for quick installation. 

If desired we can furnish a rigid porcelain enameled extended 
bridge, projecting 314-inches beyond the upper edge of the flange, for 
pendant plug-in switch. Guth Reflector Flanges are made in all 
standard sizes from 2%” to 6” 

The minute you show the Guth Reflector Flange to dealers, you’ve 
made a sale. And we've got a mighty interesting jobber’s sales plan 
to go with this new equipment. Write for it today. 


Made by the makers of Brascolite. 


The EDWIN F. GUTH COMPANY, ST. LOUIS, U.S 
Formerly the St. Louis Brass Mfg. Co., and the Brascolite Company. 
BRANCH OFFICES (Sales and Service) 


Atlanta Boston Chicago Cincinnati Detroit : 
Minneapolis New Orleans New York Omaha Philadelphia 


Notice the Lighting Fguipment 


Los Angeles 
Seattle 














